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SEE THE MOST TALKED ABOUT 
FEATURE SHOE IN AMERICA 
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fected steel double-arch support with 
metatarsal brace ... the orthopedic heel 


| Mall Dealers everywhere are enthus- 


t iastic about Freeman MASTER- 


FITTERS. Each year more and more retail- 
ers are finding that this last, perfected 
by Freeman, solves shoe-fitting problems. 

The MASTER-FITTER successfully combines 
good looks with comfort. The per- 


... combined with Freeman straight draft 
last construction gives the MASTER-FITTER 
qualities of outstanding merit. All eyes 
are on the Freeman MASTER-FITTER— the 
high spot of the 1936 National Shoe Fair. 


“Worn with Pride by Millions” 


FREEMAN SHOE CORPORATION... BELOIT, WIS. 
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VOICE of the TRADE 


LORD & THOMAS say: “Trees 
die from the top—when executives 
grow old, there is danger that the 
business may grow old with them. 
Every business faces this problem. 
For the life span of a business tends 
to follow the life span of its man- 
agement. Even when executives re- 
main physically and mentally fit, 
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there comes an inevitable ‘harden- 
ing’ of their outlook. The man- 
agement becomes conservative, old 
fashioned, definitely ‘set’ in its 
way. It loses the priceless ability 
to create new ideas conforming to 
changed conditions. Unless great 
forethought is exercised business 
and management decline together. 
For businesses, like trees, often 
die at the top. The answer, of 
course, is ‘new blood.’ To avoid 
hardening of the corporate arteries, 
younger men must be taken in. 
They must bring vigorous energy 
and new insight into the organiza- 
tion. Only by investing in youth 
can a business keep from ‘acting 
its age.’ ” 


* * * 


A TOTAL of 2229 corporations, 
making leather and leather goods, 
reported to the Federal government 


for 1933, and 1266 of these re- 
ported no net income, and the re- 
maining 963 reported some income. 
Assets totaled to rising $800,000,- 
000. Cash profits totaled to rising 
$60,000,000. 


* * * 


CHESTER HEROLD of the Herold 
Shoe Company—California’s old- 
est shoe concern in San Jose, Calif., 
tells his public: 

“A prominent radio speaker said 
recently: ‘One characteristic of the 
American people is that irresistible 
desire for something better.’ 

“It is human nature to lean 
toward the beautiful. We haven’t 
seen the person yet who didn’t ad- 
mire a pretty pair of shoes. Of 
course, along with beauty, more 
often than not goes a higher price. 
It’s no different with anything we 
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“There is in The Herold Store a 
shoe for most every purse. So don’t 
think that every customer of Her- 
old’s buys the most expensive shoes 
we carry, or that the expensively 
inclined customer buys high priced 
shoes all the time. 

“The Herold Shoe Company has 


assumed a voluntary obligation to 
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offer the women and children of this 
community safe, sound quality foot- 
wear at prices discriminating peo- 
ple like to pay. 

“The average price of our wo- 
men’s shoes today is less than $6.50 
per pair.” 

* * * 
ALBERT WACHENHEIM, JR. of 
the Imperial Shoe Store in New 
Orleans, says: 


es y 
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“Do you know that women’s com- 
plexions have a decided bearing on 
the color shoes they wear? Here in 
New Orleans we have always sold a 
lot of blue shoes and I for one be- 
lieve the real reason is that most of 
our women have sallow complex- 
ions. 

“These new shades of light brown 
are particularly good and are prov- 
ing just what the trade needs as a 
color stimulant. Right now we are 
promoting patent in black and in 
colors. This will hold true through 
the Spring. All our shoes for this 
season and for the Spring are def- 
initely brighter. Next Spring will 
see more colorful shoes purchased 
than we have witnessed in a long, 
long while. All of this means a 
much smarter and more profitable 
retail shoe business.” 




























GREETINGS 
“This very splendid magazine is going 
far and near; 
And so to all I wish to send a message 
of good cheer. 
Greetings to you in Florida beneath a 
blazing sun; 
Greetings to you in Canada where Win- 
ter sports are done. 
Greetings to you in New York where a 
goose is hanging high; 
Greetings to you on the coast beneath 
your gorgeous sky. 
Greetings to you at work. 
Greetings to you at play. 
That’s a helluva lot of greetings; 
But darn it I feel that way.” 
W. R. Parrott, Manager 
Shoe Fashion Guild 


* * * 


BER AYMOND G. TWYEFFORT, na- 
tional men’s stylist, says: 

“A new age of adornment in 
dress will replace utility-only for 
men and a greater appreciation for 
‘Pride of Possession,’ in keeping 
with a new idealism for individu- 
ality as compared to regimentation 
and standardization of the past, 
which is falling of its own weight. 
A new sophistication of the com‘ng 
younger generation will demand a 
complete new change of product in 
everything. 

“The ‘Colorful Parade of Emo- 
tional Products’ should be the slo- 
gan of America.” 

* * * 


FREDERICK VAN WYCK, 82 
years old, tells H. Jantzen Shoe 
Company of 1024 Sixth Avenue, 
New York City, what fine shoe mer- 
chants they are, saying: 





“You made shoes for my grand- 
father and grandmother in 1858, 
for my father and mother, and by 
the way my father never wore any- 
thing but patent leather with elas- 
tic sides called ‘Congress Gaiters.’ 
You made shoes for my brothers 
and sisters and myself and will 
continue to make them for my chil- 
dren; and when my grandson, 
Frederick Lawrence Van Wyck, 21, 
came to my apartment— seeing a 
pair of Jantzen shoes he put them 








HOLIDAY GREETINGS 








—lIt is with genuine zest—and | use 
the term genuine advisedly — 
that | extend the heartiest of holi- 
day greetings to all our friends 
in the shoe industry. 


—''Happy New Year" is a straight- 
from-the-heart sentiment whether 
the times be good or bad. 


—But a “Happy New Year" based 
on improved economic conditions 
and vastly improved morale, has 
a meaning all its own. 

—Today people are beginning to 
buy what they want, in addition 
to what they need. 

—That means that the shoe industry 
in all its phases is rapidly recover- 
ing equilibrium and profit oppor- 
tunities. 

—So again | say "Happy New Year" 
to you all—and revel in the 
thought that the coming year is 
going to be a good, wholesome 
one in every sense of the word. 


Sais 6 Wikies 


President 





on and forgot to take them off and 
I doubt if I will ever see them 
again. 

“T still have a pair of shoes that 
were worn by me while riding to a 
reception with General Grant. We 
talked about shoes (but not your 
kind) because the General was a 
great lover of horses and confined 
his talk to horse-shoes. 

“I wish to say, Chiropodists be- 
ware of Jantzen shoes. I have no 
ornaments on my feet—no corns, 
bunions or ingrowing toe nails.” 


* * * 


WHIMS of women. Observe the 
changes of the years. It used to be 
that the lady came into the store 
and said: “I would like another 
pair just like these you are taking 
off my feet. They’ve worn so well 
and they’ve felt so comfortable all 
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the while that I would like a pair 
of the very same sort.” 

But now how different! The lady 
comes in and looks them over. “I’ve 
seen this before,” says she. “I’ve 
seen that before. Haven’t you some- 
thing else? Haven’t you something 
that nobody in my set has ever 
worn before? Really, I must have 
something new, novel and interest- 
ing to talk about—else [ll buy no 
shoes from you.” 


* * * 


MIAX LACKNER, shoe buyer for 
The May Co., Denver, says: 

“In our store our buyers of 
sports wear, hosiery, and under- 
things never think of planning out 
a season’s buying campaign without 
first paying a visit to the Los An- 
geles market. Their results have 
been so good in the merchandise 
and the ideas that they have picked 
up that it is my intention to fol- 
low their course in the future.” 

* *% *% 


HEARRY DINNY of Dinny & Rob- 
bins, whose exclusive men’s shoe 
store is in the Brownsville section 
of New York City, says: 

“There is a decided swing toward 
extreme novelty styles in our store 
—shoes of an entirely different char- 
acter from what we sold a few years 
ago. Our customers are divided 
into about three groups—all of 
which are buying practically iden- 
tical types of shoes; the smart 
snappy dressers, retail shoe sales- 
men and the racketeers and gam- 
blers. A few years ago, the gang- 
sters preferred lightweight plain 





shoes. Now the swing is toward 
the fastest styles we can make. 
Many of our shoes are detailed so 
extreme that the traveling men are 
scared to accept the orders. Out 
here we are able to sell styles profit- 
ably that the Times Square stores 
wouldn’t dare to touch, let alone 
order in 500 pair lots. This store 
does not attempt to cater to the one 
or two pair a year consumer—as 
our customers are those who are in 
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the market at least once a month. 
For the past ten years this busi- 
ness has been developing _ this 
highly specialized part of the re- 
tail shoe business and now we are 
at a point where our trade looks to 


us first.” 
* * * 


EXPORTS increase. Patent leath- 
er is sent to more than fifty countries 
of the globe. Exports are increas- 
ing. Shipments abroad—from all 
ports—totaled to 18,000,000 feet 
for ten months of 1935, against 16,- 
(000,000 feet for ten months of 1934. 

Kid leather is sent to more coun- 
tries than patent leather. Exports 
of kid, for ten months of 1935, to- 
taled to 21,500,000 feet, against 
17,500,000 feet for ten months of 
1934. 


* * *% 


FRANK H. BUSH of Wetherby 
Kayser Co., Los Angeles, says: 
“My own personal preference in 
women’s shoes is a calfskin Good- 
year welt. Even so, I believe the 
biggest forward step that has ever 
taken place in the development of 
shoes is that which has been worked 
out by the cemented process. It is 
revolutionary for high grade manu- 
facturers like Laird, Schober to de- 


velop single-soled cemented shoes. 


in the way in which they have done. 

“The great number of moderate 
price spenders among young women 
fully appreciate these shoes. In spite 
of the success of these shoes in our 
stores, I am buying top grade 
bench-made turns, for the choice 
trade. It is too bad so many women 
do not fully appreciate the very 
high-grade shoes; but they don’t. 
Hence the development of the single 
sole cemented types may be classed 
as volume savers for many of us.” 


* * * 


PRESS syndicates are regurgitat- 


ing old news. For example, it is 
reported that A. A. Bata of Zlin, 
Czecho Slovakia, will build an 
ultra-modern “Fordized” factory 
near Baltimore, employing about 
5,000 men and women. 

Men in the trade have known 
that the Bata organization bought 
this piece of land several years 
ago and that nothing has been done 
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on it. Querying the Bata organiza- 
tion in New York this week, we 
learn that no plans are being made 
for building a factory at this time. 
The precept of the late Thomas 
Bata was: “Speed production and 
lower prices whenever business 
falls off.” Inasmuch as the Czecho- 
Slovakian concern now operates in 
nine nations and has its hands 
pretty full of national competition 
in each, the idea of an American 
factory is of passive interest. 


SUCCESS 
Euixin 


DR. N. F. NORMAND, divisional 
merchandise manager of the shoe 
departments in Lit Bros., Philadel- 
phia, Pa., says: 

“If I were am independent shoe 
merchant, the first thing I would 
do would be to make plans to build 
a profitable shoe business. The 
major policies on which I would 
base my plans would comprise the 
following: 

“QUALITY—I would sell nothing but 


quality merchandise at popular 
prices. 


“FASHION—I would try to lead in the 


offering of fashionable merchan- 





dise, wanted by my customers, at 
prices they could afford to pay. 

“PRICE LINES—(a) I would fix my 
price lines according to what my 
customers wish to pay. These 
need not necessarily be below 
those of my competitors, but my 
values must be superior and di- 
rect comparison avoided wherever 
possible. 

(b) I would limit the number 
of price lines to a minimum. 

(c) Additional price lines 
could be added, and existing 
ones changed to meet market con- 
ditions. 

“LIQUID—I would keep my stock com- 
plete with fast selling merchan- 
dise, and free of slow selling 
stock.” 


* * * 

WHY should you consider first 
the length of the foot? That’s due 
to the fact that before tape measures 
and yardsticks were common, folks 
footed measurements from heel to 
toe, the average foot being about 
12 inches long. An article or a 
strip of land was so many feet long 
as stepped for its length, heel to toe. 
That’s like a horse being so many 
hands high. A hand is the breadth 
of the hand, or about four inches. 
The width of the foot was never 
used as a standard of measurement. 
Only the length of the foot was a 
standard. So the old primitive in- 
stinct to consider first the length of 
the foot when a new pair of shoes is 
being fitted. 


“GRAHAM 
MUN TER- 


The college high hurdle champ starts clerking. 
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A YEAR ago it was pointed out that the shoe indus- 
try in 1933 and 1934 had established a record for 
itself by producing over 350 million pairs of shoes two 
years in succession. Now another year has rolled 
around and two new records have been made. In 1935 
the shoe industry not only increased its record of two 
successive over-350-million-pair-years to three, but also 
turned out more shoes than in any other year on record. 
The final figures for 1935 have not yet been tabulated, 
but it is plain from the data already at hand that 1935 
production will be greater than in’ 1929 and will prob- 
ably amount to 368 million pairs, 3 per cent more 
than were produced in 1934 and 2 per cent more than 
in 1929. 

That is only part of the story, the production part. 
What about shoe sales? Here again we find a new 
record. Stimulated by increasing purchasing power, 
consumers in 1935 bought more shoes than in any 
other year on record. It is estimated that consumption 
of shoes in 1935 exceeded 366 million pairs—and that 
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America is a “sense of 
proportion" in 1936. 
Retail distribution is 
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is 9 million more than in 1934 and 12 million more 
than in 1929. 

The real test of the extent of recovery in the 
shoe industry, however, is not the total number 
of shoes produced or sold, but the quantity con- 
sumed by the average individual. From this point 
of view, 1935 ceases to be a record year. On a 
per capita basis, 1935 did not quite reach the 1929 
level of consumption or production. In 1929 the 
average per capita consumption of shoes 
amounted to 2.93 pairs, while in 1935 consumption 
amounted to 2.88 pairs per capita. This small 
difference in per capita consumption actually rep- 
resents a difference of over 6 million pairs of 
shoes for the country at large. In other words, 
1935 consumption would have had to have 
amounted to about 372,500,000 pairs in order to 
supply the average individual with as many pairs 
of shoes as he had in 1929. 

An examination of the accompanying table, however, 
will show that in only three years since 1921 has per 
capita consumption been higher than in 1935. Those 
three years, 1923, 1924, and 1929, were, moreover, 
outstanding years and somewhat better than normal. 
As a matter of fact, it is not unlikely that 2.85 pairs 
per capita is a more reasonable measure of normal con- 
sumption than either the 2.93 pairs of 1929 or the 3.05 
pairs per capita of 1909. 

If we conceive of 2.85 pairs as normal per capita 
consumption in this country, it at once becomes appar- 
ent that both production and estimated consump- 
tion were in excess of this figure in 1935. It may be 
therefore, that some of this excess may have to be 
worked off in 1936, with the result that production 
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may have to be curtailed somewhat in order to avoid 
inventory accumulations. This suggestion of danger is 
predicated, of course, on the belief that 2.85 pairs per 
capita is a reasonable normal. In support of this, it 
should be pointed out that the average for the 15-year 
period, 1921-1935, was only 2.77 pairs, and that in ten 
of those 15 years consumption averaged only 2.70 pairs 
per capita. It is obvious, therefore, that 2.85 pairs per 
capita is, if anything, too high rather than too low, 
and that the shoe industry may have some difficulty in 
maintaining even this average. 

As long as our population continues to grow, 
however, there will be room for increasing shoe 
production. Until the early 1940s, therefore, shoe 
production should normally increase even with- 
out an increase in per capita demand. 

Another factor which might aid in increasing domes- 
tic production would be the redevelopment of foreign 
markets. Exports of shoes have declined steadily over 
the past 15 years, while imports have shown a tendency 
to increase. Between 1921 and 1928, this country had 
net exports averaging about 414 million pairs a year. 
Since 1928 we have had net imports of over 314 mil- 


pendent shoe stores" indicates exclusive shoe stores. Even 
the title "chain stores" is subject to examination, for the 
Census figures give that classification as "three stores or 


more," whereas in truth many do not operate under 


chain set-up. 
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But Per Capita Sales Lag 
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lion pairs. The importance of this may be readily 
seen. If we had had net exports of only 2 million 
pairs in 1935 instead of net imports of about 31% 
million pairs, shoe production would have had to 
have been 514 million pairs greater than it was in 
order to satisfy demand. 

So much for total shoe production. We have seen 
that production and consumption of all types together 
are now approximately at pre-depression levels. Our 
interest now is concerned with what has happened in 
the markets for individual types of shoes. 


WOMEN’S SHOES 


The production and consumption of women’s shoes, 
including shoes with fabric uppers, rose sharply in 
1935 and exceeded all previous records. Production 
on a per capita basis, in fact, was higher even than in 
1929, while per capita consumption just barely missed 
equalling the 1929 record of 3.21 pairs. There seems 
to be no question here about recovery; the pre-depres- 
sion level has now been reached. 

The combination of a still increasing adult popula- 
tion with the fact that women’s shoes are a style prod- 
[TURN TO PAGE 94, PLEASE] 
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“TALKING POINTS” BECOME 


TWO timely texts have a place in the thinking of 
the trade in this pre-convention number. In the office 
of Bruce Barton is the following quotation from 
Talleyrand: “There is one person wiser than anybody 
and that’s everybody.” That quotation needs no fur- 
ther interpretation, for the wisdom of everybody in 
the trade is yours for the asking at the National Shoe 
Fair—January 6, 7, 8 and 9. There are problems of 
price, production and distribution—all leading to 
profit and progress—but you have to dig it out for 
yourself, for there is no one formula good for the 
trade at large that will fit every store in every town 
in America. There are angles to the buying and 


selling of goods as diverse as the human race itself. 
There is nothing so powerful as the example and 
experience of others as a guide to thinking things 
out for yourself. 

The other quotation is from Will Rogers, who said: 


“Numbers don’t get you nothin’. It’s individuals that 
count.” We go into the science of numbers in this 
issue by showing the production totals of shoes in 
1935. We show that a man, on the average, buys but 
two pairs of shoes per year and woman but three. 
But to the ambitious, averages are an abomination. 

Good salesmanship makes customers of us all. We 
buy as individuals. Most of us have a natural fear 
of numbers because they are thrown at us with such 
demoralizing force. We are told that eleven million 
people are idle and that industry must re-employ 
that number in 1936—or else. Industry as such never 
employed more than nine million—so how! Industry 
—making things—is but one-fifth of the work system. 

We think in terms of eleven million men and 
women and their families in back of them being un- 
able to buy shoes, but go where you will in this broad 
land of ours, we see none barefooted. We know there 
are millions of people who buy but one pair of shoes 
at a time, and those shoes must be worn to the bit- 
ter end, but that does not imply coolie standards of 
living. It may rather indicate frugal spending. We 
have much to be thankful for. But best of all is the 
hope that better days are ahead. 

This we do know. There is more alert national 
consciousness of footwear as an emblem of better 
standards of living. We made more shoes in 1935 
than we did in 1929 and most of them are consumable 
_ within eighteen months of production. So we, as a 

commercial business do sell and serve and merit a 


“TRADING POINTS” IN 1936 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


place as a standard, healthy industry. We mind our 
own business and “get by.” We believe prosperity 
comes through making and selling things—not through 
words, politics and theories. 

We are starting the new year with a finer sense o/ 
cooperative spirit. We show that by running one 
show where previously two were thought necessary. 
We still have the little boy sneaking in under the 
Big Tent, but that’s only a phase of exhibitionism, 
and it will pass. 

Back in the days when locomotion was on foot or 
on horse, the traveler was the spreader of news. Many 
a messenger riding the plains also carried the seeds 
of wildflowers in the clump of earth caked beneath 
his shoe. Each night the traveler stopped and as 
he supped told the news of the world. These “talking 
points” later became villages, towns and big cities. 
Seeds of talk were quite as important as anything 
else he carried. Later we had the ancient and then 
the medieval fairs at which men and families bartered 
goods of human need and use. As time, goes on, that 
very tradition of meeting and trading at “talking 
points” developed the market fair. 

So this event we are holding in January is but 
another one in the long line of tradition, significant 
in its common counsel—for the shoes may contain 
within them the seeds of profit and prestige for some 
store far afield. 

In America—individuals meet, not as robots in a 
controlled system of national economics, but as free 
men indulging in the free action of trade—who meet 
not in fear but in faith. A man’s word becomes an 
order for goods. 

These are the healthy signs we see ahead for the 
man venturing in trade on his own responsibility so 
that in public service he can gather the rewards that 
come through the investment of time, brains, capital 
and individual initiative. 

“There is one person wiser than anybody and that’s 
everybody.” Why not invest a little of the inventory 
profit that comes with marking your shoes up to 
the prices of 1936 in a trip to national convention 
where you can learn by contact with other merchants 
how to sell more shoes at better prices. 





our 
erity 
ough 


se Ol 

one 
sary. 
- the 


1ism, 


yt or 
Many 
seeds 
1eath 
d as 
king 
ities. 
thing 
then 
tered 
that 
king 


but 
icant 
ntain 
some 


in a 

free 
meet 
s an 


> the 
y so 

that 
pital 


hat’s 
itory 
p to 
ation 
nants 





CONFIDENCE restored. An industry as well as a nation 
steps into a new and better year with every expectation 
of "getting more shoes sold right.’ The public is in a better 
buying mood, so we endeavor to interpret the possible 
behavior of purchasing power in the light of the best 
opinion of fashion and footwear. 


Smart shoes will play a bigger part in the Spring and 
Summer picture. 


A little gladness, a little madness seasons the setting of 
the practical—yet usefulness dominates all footwear for men, 
women and children. 


We picture the highlights of style—in preview—so that every 
shoe store, everywhere, may plan for profit and prestige in 1936. 


“14s 


Photos courtesy 
Rogers Peet-Palm Beach 
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GENTLEMEN: 


Who Wears the Shoes 


WE /GI Lily, 
o/ You Sell 


a / 


THE best buyer is the one who thinks of his customer first and the merchandise 
second, who never buys a shoe without asking "Who will wear this shoe?—When?— 
Where?—And with what?" And so we dedicate this fashion feature to the wise 


buyer who wants to know more about the woman who buys the shoes he sells. 


We give you the lady who is your smartest customer. We give her to you in the 


four buying moods in which we see her for the Spring and Summer of 1936. 


First, in the Easter Spirit. With the first sign of Spring, she wants change. Shoes to 
match that mood must be altogether different from the shoes of Winter, as fresh and 
stimulating as the new season itself. They must be shoes with a new look, lighter, 


and younger. 


In her Modern Vein, when she flies a plane, does a job like a man, she's another 
person—clean cut, decisive. Her clothes are made for action—simple, sturdy, prac- 
tical, comfortable. She wants shoes that are tailored and streamlined, shoes she can 


walk in, shoes that will stand up. 


But when she’s Holiday Bent —week-ends and vacations, it's still another story. 
It's warmer weather now. She's getting a tan, letting her body breathe. She relaxes 
in shoes that are easier, cooler, gayer in color, to go with her casual shorts and sports 


clothes. 


And, finally, her Romantic Mood. Every woman has her moments when she wants 
to look her most exquisite, when she chooses her clothes for sheer flattery. For such 
moments it doesn't matter whether a shoe is practical; it only matters that it should 
be beautiful. 
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SPRING—Season of change. But this Spring brings the most 
radical changes in years. This smart customer of yours is tired 
of the typical oxford as a steady diet. She wants variety in pat- 
terns. More straps, sandals, step-ins, pumps. Lines are lower. 
Shoes are lighter-looking. Patterns are simpler, with tongue de- 
tails emphasized. Lasts are more dramatic, with the square toe 
registering on a high as well as a low heel. Colors are varied— 
blue first, black next, with gray in the picture, browns brighter, 
rustier and lighter, a few wines. Patent is the important new- 
comer in materials, in color as well as black. Adjustments give 
shoes a fresh, new appearance. Buttons, for instance, and buttons 
especially. Perforations are fewer; in their place, slashed treat- 
ments and constructed cut-outs. Watch out! Her Easter (April 
12) shoes must have that new look of 1936. 











The shoes illustrated clockwise: Large 
photograph, Navy Kid trimmed with white, 
square toe and heel last, the new ''slashed” 
cut-outs. 

Gray suede and patent leather monk 
model, also emphasizing slashes as the newest 
form of air conditioning. 

Three-eyelet tongue tie and broad strap 
models, accenting the importance of the fabric 
shoe in black and navy, trimmed in calf or 
patent. 

Chaudron kid tongue pump, an extremely 
significant high-fashion pattern and color. 

Broad-strap in wine red patent, showing 
interesting use of buttons and buttonhole 
detail. 











Two strap oxford, square toe 











§ EASON by season, this tailored shoe for town and wr he Sieaarline: lta 
: . with moccasin throat 
matching tongue. 


country grows more important. Once we thought it 
had volume possibilities only for the school girl 
market. Now we know every modern woman wants 
it in her wardrobe, to go with her tweeds, to weat 








walking, traveling, doing her job. 

This is the type of shoe in which low heels are 
tremendously important. Women like the new poise Button ghillie in alli- 
and freedom that the lower heel gives. They realize gator. 
that low heels for walking will keep their feet young. 

We will do more business this Spring than ever 
before on 13 to 15/8 heels. 

This is the shoe in which patterns are at their 
simplest. Your smart customer wants no ginger- 
bread on her tailored shoes. But she does demand 
dramatic patterns, bold, strong, patterns with char- rh 

e asymmetric 
acter. The broad strap and the double strap, the ional’ xteen: 4a ual 
monk, the Kiltie in new variations are her tailored calf, button fastened. 
favorites this season. 

This is the field where the square toe and heel is 
most salable, because it makes the heavier shoe look 
shorter, smarter, newer; because it fits the modern, 
streamline vein of a tailored model. 

This is the place to play the new brighter ruddier 
browns—the Bourbon and luggage tan family of 
lively colors. And in this shoe, gray is already a 
Spring success, especially in the reverse leathers 
that continue so strongly in demand. 

This is the shoe in which good leather and good 
shoemaking count the most. For a woman expects 
this shoe to stand up and keep its lines, to give ser- 
vice and comfort, and solid satisfaction. 
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SHOE- 


and 


SHOES for being pleasantly lazy and shoes 
for being strenuously active—all in a Sum- 
mer’s day—that’s what we mean by “play 
shoes.” 

First the sandal, because the vogue for low 
heels will make it more popular than ever this 
season. We illustrate it in pastel linen (large 
photograph) and in reverse calf, two materials that look very 
promising. 

Next the Kiltie tongue shoe. Of all active sports patterns, this 
remains the favorite, the shoe that makes the foot look shortest. The 
tongue in this particular model is detachable. A woman can buy 
several tongues trimmed with different colors to go with different 
costume accents. The idea proved its soundness last Summer and 
this year there are many such “convertible” models on the market. 
We consider it the most practical way to play color combinations. 
Women like the new touch of bright brown, navy or high color on 
their white shoes, but how many can afford to buy a different one 
for each outfit? 

The two flat-heeled shoes are important for tennis, boating and 
general knocking about. The navy oxford is a new construction— 
rubber sole welded on a suede Jeather upper; the white is in drill 
with colored piping. Shoe stores are too often apt to overlook the 
possibilities for profit in the simplest type of shoe. They let this 
business go up the street to the department store, not realizing that 
since shorts and slacks come so strongly into the picture, their best 
customers spend many hours in these casual colorful play shoes. 


























These two sandals illustrate the 

newest treatment of perforations 

—as applied trimming to give an 
effect like lace. 


























SHOE 


Perforations must be different to 
be in the fashion picture this and 
season. 


THIS season the dress-up day shoe takes a definite step forward. The garment 
collections are showing more clothes designed for afternoon, with greater for- 
mality, a more feminine feeling. Women have more money to buy such luxuries, 
and to indulge their love of delicate, formal footwear. 


We feature the trimmed pump as the first formal shoe—not because it’s the 
most important in numbers, but because it’s new and on the up-grade. Trimmed 
pumps have been slow. Now they are gaining ground. Novelty tongue and bow 
treatments incorporated into the pattern of the shoe are especially to be noted. 
The D’Orsay cut, shown in a modified version on the opposite page, is another 
outstanding new note in the pump, the most flattering shoe silhouette a woman 
can wear. 

Front strap sandals are leaders for dress wear, and the newest sandals have 
front straps that suggest tongues. as shown in the lower shoe in the panel above. 
There will be many open toes and some open heels. Following the cue of evening 
slippers of this Winter, however, 1936 sandals are a little less nude than this 
time last season. 

From the South comes the news of patent leather in pastels. This resort 
success should carry for Summer sandals as the perfect shoe to wear with after- 
noon prints. Multi-color sanda!s, in several shades of kid suede, or in novelty 
printed fabrics, register for formal wear. Linens in white. pastels and dark colors 
for contrast are also significant. And kidskin is at its best in, this delicate 
afternoon shoe. 
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fabric. 
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patent with pale gray 
adaptable to multi-color treatment. 


Sandalized monk in coral kid suede, also 








Modified D'Orsay open toe pump in navy 
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Chevrons: a Duckbill in Retriever Brown Kid. 








Peet Co. 








Half round pinking and large 
punching on genuine Russia calf. 


Intricate perforations. 


Yellow stitching on Luggage Calf. 











pu 


THE long graceful sweep of the well cut Blucher illustrated, 
and its admirable fitting qualities and walking features make an 
ideal business shoe. The trend for Spring and Summer, with but 
one or two notable exceptions, is toward more comfortable and 
smarter shoes. 





Colors and leathers are lighter—Norwegians, Holland Veals, 
lighter, more natural grains, smooth and boarded leathers are 
most favored. Rich Russia calf and French calf are coming into 
increased cutting in higher grades. Kid is being successfully de- 
tailed in style shoes, while some alligator is being promoted by 
leading Fifth Avenue houses. 


Early samples are either very ornate or classically simple. Large 
punchings and half round pinking, orange and yellow stitching 
are seen on the lighter luggage and brown calfs. Perforations and 
pinking are intricate to a point of being ornate. High grade 
shoes more particularly are influenced by this decidedly heavy 


English trim. 


‘Bluchers are more important. Plain toes good; full 
‘brogues and brogue effects seem to be on the increase. 
Custom detailing returns; extensions are broad and full and 
are brought well forward. Light weight flexible types fea- 


a ; 
tre discreet stitching and pinking without perforations. Ss ELE C TI @ N 


‘Lasts are fuller and squarer, foreparts are shorter, toes 
ate cut off abruptly; the old Continental and duckbill lasts : 
return to some custom vogue. 
































LET’S not look at the reversed calf 
shoe as a town shoe, nor as a substitute 
for a white buck shoe. By its very 
character this rugged leather belongs 


outdoors in the country. There is a 


definite time and place for shoes of this 


leather. Sell them as leisure shoes for 
country wear or travel. Try your own 
ideas out on them; they offer limitless 
possibilities for detailing and a wonder- 
ful chance for novelties and combina- 


tions. 














by 






John Reilly 








WAY 


SPORT SHOE 


LOOK to classic simplicity of the strap monk 
shoe illustrated, a good shoe for any informal 





leisure. where rough tweeds or Cheviots are 
worn. It is well established in England and is 
becoming very popular at smart Westchester and 
Long Island sporting meets. It is good in re- 
1 Motor C\. 


= 


versed calf, and excellent in Norwegian or 
boarded calf. Some authorities claim that the 
monk shoe should be simple. Others detail it 
with square tipped perforated foxing. 


A word about reversed calf and side leathers. 
These leathers fit well into this rugged country 
picture, in sturdy types, two and three-eyelet 
monks, brogues and high riding bluchers, com- 
binations of twe-colored reversed leathers. These 
are what we mean by sturdy types. Luggage 





and lighter brown reverse calf trimmed with 
vintage calf, and darker tones trimmed with 
Bourbon calf, and, in the higher grades, some 
genuine alligator in a rich golden tone. Style 
men have been experimenting with these shoes 
and the illustrated models indicate their sue- 
cess. Bluchers and plain toes are being smart- 
ened up with barness straps in place of laces, 
a new note from England. 
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pinked and perforated pigskin saddles. Buck, reversed calf and buck 
types made of side leathers and splits play an important part in the 
white picture. However, washable calf, sail cloth and Palm Beach 
cloth will be important. 

Combinations are on the increase, especially in the better grades. 


i Two-eyelet monks, plug oxfords with contrasting overlays and saddles 
Newest materials and y pms ° y 


liens for 1936 sports shoes on white buck hold promise of a diversified white Summer. Ventilated 


and punched-through types will enjoy increased popularity in the 
lower-price brackets. Odd lacings, Indian style, of a contrasting color 
on white buck and luggage reversed calf are seen in early samples. 

Reversed combinations of white washable calf and tan reversed calf, 
tan calf shoes with white buck tip and foxing, so popular last year, 
will be even stronger, giving the necessary emphasis of novelty to the 
better-grade shoes. 


“a WHEN the Summer rolls around, and the white linens come out again, 

the big call will be for all-white shoes, just as it was all last Summer. 

>; Miami-bound fortunates are asking for white shoes quite as often as 

they asked for them last year. But they want DIFFERENT whites. 

; es te’, Whites with bright green and red soles and broad silk laces in gay 

; : colors; narrow piping of brown and maroon on white buck monk 

j shoes. They will ask for white buck bluchers with hand-sewn lace 

eae 4 apa ‘ail stays of Bourbon and Vintage calf. And white buck shoes with oddly 


Wiser» (il bd 





Children's styles find in- 

spiration in lasts, patterns 

and materials seen in adult 
shoes. 
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WILL HAVE A AND 


eJUST as styles are becoming more and more difficult to 
interpret in adult shoes, shoes for children are becoming 
more colorful and intricate in their styling. Materials and 
patterns and styles seen in adult shoes are being reflected in 
juvenile lines. White buck with colored rubber soles, so 
important in men’s shoes, may now be found in the new 
boys’ lines, while reversed calf and combinations of reversed 
calf and Norwegians and grains in boys’ shoes bear a strik- 
ing resemblance to those their fathers wear. 

Many developments which are considered high style fea- 
tures in adult lines may be seen as well in the new Spring 
and Summer juvenile footwear. Materials in boys’ shoes 
include elk and boarded finished leathers in brown, tan and 
white, and all white; also in the important reversed calf 
leathers and buck types. Boys will wear for play bluchers, 
moccasins and saddle effects, and for dress wing-tipped 
brogues and the new trouser crease on blucher plain toes. 
Later in the Summer you will see them wearing ventilated 
oxfords and saddle sports types, bluchers with plain toes 
and heavy rubber soles in color. 

Besides the usual shoes to be found in a little girl’s ward- 
robe, there are many new additions. We see the introduction 
of high-colored smooth leathers, kid or calf, in T-straps, 
Mary Janes, and anklets, which we illustrate herewith. Bare- 
foot sandals, perforated oxfords, perforated moccasins and 
sandal types are important play shoes for June, July and 
August selling. 

As with the boys’ shoe, materials include elk and boarded 
finished leathers, reversed calf and buck types. Smooth 
finished leathers in kid or calf, and rough surfaced leathers 
such as buffalo and seal, etc. White in both smooth and buck 
finishes will be very important. 

[TURN TO PAGE 211, PLEASE] 























National 

Shoe 
Manufacturers 
Convention 


F. A. MILLER, President. 
National Boot and Shoe 
Manufacturers Association 


ARRANGEMENTS have been made for a dinner 
meeting of all shoe manufacturers, both non-members 
and members, of the National Boot and Shoe Manu- 
facturers Association, to discuss their mutual problems 
at the Palmer House, Chicago, Monday evening, Jan- 
uary 6, 1936, during the National Shoe Fair. 

All shoe manufacturers and members of their organi- 
zations, including factory superintendents, foremen, 
credit men, accountants, and department managers who 
may be in attendance at the National Shoe Fair, are 
invited to attend the dinner meeting, which will start 
at 6.10 P. M. in Red Lacquer room, Palmer House. 
The dinner will be informal. There will be no special 
entertainment features; and the dinner will be simple 
and quickly served, in order that a business meeting 
may also be held immediately following. 

As is customary at the annual meetings of the Na- 
tional Boot and Shoe Manufacturers Association, the 
association’s president, Frederick A. Miller, will de- 
liver his annual address, in which he will outline the 
many and diverse problems confronting the shoe manu- 
facturing industry at this time; and Jay O. Ball, ex- 
ecutive vice-president of the association, will give his 
annual report of the activities of the association, giv- 
ing attention to legislative problems facing the industry. 


December 21, 1935 
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In view of the many problems confronting the indus- 
try, particular interest is being evidenced by all shoe 
manufacturers in the meeting of the manufacturers this 
year. The progress made in the industry since the 
abrogation of the codes, in which all shoe manufac- 
turers are interested, will be reported by President 
Miller to acquaint all manufacturers present with the 
purposes and results of the activities of the Association. 

President Miller will also deal with conditions in 
the industry relative to wages and hours since the 
abrogation of codes. Other activities of the Associa- 
tion will also be discussed by Mr. Miller, including 
its efforts toward proper classification of rubber and 
composition-soled shoes by the Bureau of Internal 
Revenue; in opposition to the Shoe Labelling Bill, 
which has again come to the front; and technical mat- 
ters of interest to shoe manufacturers in connection 
with the charge-off of dies, lasts, and patterns, olf 
machinery and equipment, etc. 

Executive Vice-president Ball will deal with the 
activities of the National Boot and Shoe Manufacturers 
Association in meeting problems confronting the indus- 
try in proposed Federal legislation and efforts to enact 

[TURN TO PAGE 271, PLEASE] 
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THE National Shoe Retailers Association will hold 
its 25th annual convention during National Shoe Fair 
in Chicago on Monday evening, Jan. 6, at the Palmer 
House, Grand Ballroom at 8 o'clock. 

Leading merchants from every state in the Union 
will be present to play a part in planning the year to 
come and to give token of twenty-five years of friend- 
ship under the N. S. R. A. It will be “reunion in 
Chicago” for the veterans of twenty-five conventions, 
who will welcome the class of 1935—the new and com- 
ing generation of retail merchants destined to carry 
on the traditions of the association. 

The very structure of the N. S. R. A. has been the 
friendly family spirit of interest in every man, every 
city and every town militantly ready at any time to 
fight for the rights of retailing and to continue the 
principle of betterment of service in the public interest. 

President Mittelman will preside and will sketch 
briefly the historical background of the association over 
the last quarter of a century; and will put emphasis 
on the work of the two resultful years of his adminis- 
tration. When he accepted the office he said: “We 
must build anew a firm foundation of respect for re- 
tailing; insist upon 50-50 representation and respon- 
sibility in any major movement of the industry neces- 


N.8.9.A. 
a <b lo 


The most significant 
year in shoe retailing 
lies ahead—come to 
Chicago to learn how 
to make a profit in 
1936 associationally 


National 
Shoe 
Retailers 
Convention 


M. A. MITTELMAN, President. 


National Shoe Retailers 
Association 


sitating the joint cooperation of manufacturers and 
retailers. The National Shoe Fair is the result of that 
harmony that comes when two great branches of the 
trade reconcile their differences and work shoulder to 
The National Shoe 
Fair presages a new and better year.” 


shoulder in the common interest. 


The official features of the evening will be two sig- 
nificant addresses. 

Dr. David R. Craig of the American Retail Federa- 
tion and former head of the Retail Research Bureau, 
University of Pittsburgh, will give an address on the 
recently enacted Social Security Act. Dr. Craig, as 
Research Director for the American Retail Federation, 
has made a thorough study of the Social Security Act 
and its effect on shoe merchants. The taxes on pay- 
rolls of certain type of stores provided in the act will 
seriously affect profits during the coming year. Both 
Federal and State governments will require employ- 
ment records kept to determine number of people en- 
gaged and number of days, hours, and weeks each 
works. Not a merchant in attendance at the National 
Shoe Fair can afford to miss this tremendously vital 
story on the Social Security Act. Dr. Craig is a unique 
individual, in that he discusses the subject in a human- 

[TURN TO PAGE 27], PLEASE] 
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In the 
SPOTLIGHT at 


SHOEMANSHIP 


The Show Spot is occupied by Gen- 
eral Chairman James E. Wall who opens 
the National Shoe Fair on Jan. 6 with high 
hopes and expectations of making it the 
biggest fair in trade history. He is off to a 
good start with over 400 manufacturers 
occuping 650 sample rooms and a three 
days’ convention program interesting to 
every man in shoes in America. /f the co- 
operative venture proves successful, it will 
be worth perpetuating. He and his com- 
mittee deserve the thanks of an industry 
for having planned, promoted and executed 
the first National Shoe Fair. 


JAMES E. WALL 


The Economie Spot will be filled 
by Frank C. Rand, Chairman of the Board 
of the International Shoe Company of St. 
Louis. He has the happy faculty of plain 
talk. Every merchant, everywhere, who 
faces the problem of asking more for his 
shoes should plan to hear him at the noon- 
day luncheon on Jan. 7, for, as one of the 
great economic statesmen of the industry, 
he speaks with authority. As a leader of 
economic thought in shoes, he warrants the 
attention of an industry. 





FRANK C. RAND 
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the National Shoe Fair 





SHOWMANSHIP 


The Hot Spot is occupied by General 
Hugh S. Johnson, the “stormy petrel” who 
hurls a verbal barrage at the brain trusters 
and confidence busters. He has gone a far 
distance from the day his father sent him 
off to West Point in a pair of “very yellow, 
very exaggerated and very new toothpick 
shoes.” He may not tell you about the shoes 
on Jan. 6, but he sure will “raise hell 
verbally” for he is one of the most poignant 
talkers today. His critical comments on 
trends in business and government will be 
filled with dynamic color. 


GEN. HUGH S. JOHNSON 


The Political Spot is occupied by 
Col. Frank Knox, publisher of the Chicago 
Daily News and potential presidential can- 
didate. A soldier, a salesman and news- 
paper man all in one. And as an advocate 
of individualism, he will stand before you 
at the National Shoe Fair banquet Wednes- 
day night, Jan. 8. You may remember the 
N. S. R. A. convention in 1920, in Boston, 
when Calvin Coolidge, then Governor of 
Massachusetts, made his first national plea 
for economy in government. From the same 
shoe forum in 1936 may come a new 
message. 


COL. FRANK KNOX 








Purpose 
TUE retailer is the most important unit in our entire 
plan of distribution. Anything that is done to aid him 
in performing his essential function more intelligently 
and more effectively is a step of extreme economic 


importance, 
PROGRAM 
Buying Every Hour, Every Day 


Pre-Convention opening sam- 
ple rooms and registration— 
all day. 

Dinner meeting—N.S.R.A. Board of Directors— 
6 P. M—Room 9, Palmer House. 

Official Opening — Joint 
luncheon and business session 
12.00 noon—Grand Ballroom 
(4th floor) Palmer House. 
James E. Wall—presiding. 


January Sth 


January Gth 
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1935 


Headquarters 


PALMER 
HOUSE 


SANUWARY 
Ge7°B°9 


Opening address by James E. Wall, chairman, Na- 
tional Shoe Fair. 

Address of weleome—by Mayor Edward J. Kelly. 

Welcome to Retailers—by M. A. Mittelman, presi- 
dent of National Shoe Retailers Association. 

Welcome to Manufacturers—by F. A. Miller, presi- 
dent, National Boot & Shoe Manufacturers Association. 

Welcome to Shoe Travelers—by L. L. Imig, presi- 
dent of National Shoe Travelers Association. 


Guest of Honor 
General Hugh S. Johnson 


National Shoe Fair Club opens 5.30 to 8.30 P. M. 
(4th floor) Lounge Club Room at the Palmer House. 
Continuous fellowship and entertainment program. 
Every shoeman present in Chicago is invited. 
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National Shoe Fair Opens 


UNDER MANAGEMENT OF 
JAMES E. WALL, 


Chairman 


HARRY E. FONTIUS, 
Vice Chairman 


HERBERT N. LAPE, 


Treasurer 


GEORGE B. HESS, 
Secretary 


RETAIL DIRECTORS 


CARL BURGSTAHLER, 
F. E. Foster & Co., 
Chicago, Ill. 


HARRY E. FONTIUS, 
Fontius Shoe Co., 
Denver, Colorado 


EDWIN C. HAHN, 
Wm. H. Hahn Co., 
Washington, D. C. 


GEORGE B. HESS, 
N. Hess’ Sons, 
Baltimore, Md. 


L. E. LANGSTON, 
Enna Jettick Retail Stores, 
Auburn, N. Y. 


MANUFACTURER 
DIRECTORS 


MURRAY D. FINE, 
Premier Shoe Co., Inc., 


New York City 


LEO GOODKIND, 
Lucille Felt Slipper Co., Inc., 
New York City 


HERBERT N, LAPE, 
The Julian & Kokenge Co., 
Columbus, Ohio 


HOWARD S. SMITH, 
J. P. Smith Shoe Co., 
Chicago, Ill. 


JAMES E. WALL, 
Wall-Streeter Shoe Co., 
North Adams, Mass. 


A New Year of COOPERATION 


between 


RETAILERS 
and 


MANUFACTURERS 


Official convention—National Boot and Shoe Manu- 
facturers Association, Palmer House, at 6.30. Both 
members and non-members of the association are in- 
vited to attend. Dinner informal. Business meeting 
to follow. 

Official convention—National Shoe Retailers Asso- 
ciation, Red Lacquer Room, Palmer House—8.00 P. M. 
Open to all shoe retailers present in Chicago. Pro- 


. gram and speakers. 


Joint Luncheon and business 
session — 12.00 noon, Grand 
Ballroom (4th floor) Palmer 
House. 

M. A. Mittelman, president of N.S.R.A., presiding. 

Guest of Honor—Frank C. Rand, chairman of the 
board of the International Shoe Company, St. Louis, 
Mo. Subject: “How Shall We Handle Rising Costs 
of Merchandise?” 

“Hide and Leather in Relation to Future Prices of 
Shoes,” Merrill A. Watson, executive vice-president 


January 7th 





WME L6G 
4s : 


a calli Vp 4 iy 
thee é Je 
* Fg i Seed 


of the Tanners’ Council of America. 

“What Clothes Will American Women Wear for 
Spring and Summer?” Julia Coburn, fashion editor, 
Ladies’ Home Journal. 

Grand Jury of Style—Verdict on style trends in 
geographic regions of country. 

Judge M. A. Mittelman issues judgment as to dollar 


iy 


ESE; 


o£ S & 


VAS AAAN 
sctesiines mesentinesivaieneetres 
ITI TIT 


yresi- ie lle a1 4192 investment in footwear fashions for Spring and 
Summer. 

yresi- 4 Foreman Marcus Rice of Famous-Barr Company, 

tion. iY  FROE Een | - St. Louis, leads verdicts. 


saat ; ! 
oresi- te 4a! per PR PROR EE oe Complete jury reports. 
% % % 
5.30-8.30 P. M.—Cocktails and entertainment—Na- 


tional Shoe Fair Club (4th floor, lounge club room). 
[TURN TO PAGE 96, PLEASE] 


St. Louis 
Dominates 
MORRISON 
HOTEL 
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re 


EXHIBITORS 


Following is the official list 
up to time of going to press 













A Baris Shoe Co., Inc.......... New York, N. Y. The Chesapeake Shoe Mfg. Co. Baltimore, Md. 
Barker Moccasin Company....Auburn, Maine Edwin Clapp & Son, Inc., 






East Weymouth, Mass. 



































2 &S i ai ~ --+ Chicago, Ill. ae i Sy eager: ae M. A. Clark Shoe Mfg. Co...... Chicago, Ill 
cme Shoe Manufacturing Clarksville, aren a _ + ea eats, aor tes AP ie Printing Co..... = ag Mo. 
Acme Shoe & Sandal Corp... . Brooklyn, N. Y. i eep Products............ Chicago, Ill. Cole oo rier oxy _ ¥ oa “il. 
Acrobat Shoes, Inc.......... Faribault, Minn. eorge E. Belcher Lest Co. . .Stenghten: Siem. See, ese = ree we: — 
Adams Bros.................Pittsfield, N. H. Belle-Craft Slipper Corp... .. New York, N.Y. Colclle & Leighton me York. N. Y 
The Adier Jones Compeny....... Chicago, Ill. Belle Meade Shoe Co........ Nashville, Tenn. a eo pont NY. 
Adden Shee Gompeny...... Milwaukee, Wis. Belleville Shoe Mfg. Co......... Belleville, Ill. C a She = 26h. “ag aes 
Advance Shoe Mfg. Co.........Chicago, Ill. Best Shoe Gompeny ce el Boston, Mass. pee tc _ “a Le aM Now York N Y. 
AieEPedic Ghee Co....... .Qrectinn, Men. The Big "K" Shoe Mfg. Co.. Cincinnati, Ohio Echeuhia, Miele " Si; oe a pone Tes 
Allen Edmonds Shoe Corp...... Belgium, Wis. Bloom Bros. Company. .... Minneapolis, Minn. vies New York, N. Y 
Allied Shoe Company, Inc.......... Elgin, Ill. Blue Ribbon Shoemakers....... St. Louis, Mo. Conbert Sentel bile, Co. lnc alo 
Altman Bros. .............. Cincinnati, Ohio Blum Shoe Co............... Dansville, N. Y. ” Long Sia City, N. Y. 
American Shoemaking rere. Boston, Mass. Bond Shoe Co ey ais <e apamiale sca New York, N. Y. Comfort Slipper Corp. Fitchburg, Mass. 
E. R. Apt Shoe Co Trrer ne Rockland, Mass. Boot and Shoe Recorder ate -New York, N. Y. Commonwealth Shoe & pr the Co. j 
D. Armstrong & Co., Inc... Rechester, WN. Y. Walter Booth Shoe Co...... Milwaukee, Wis. Whitman, von 
Armstrong Cork Products Co... Lancaster, Pa. Boston Novelty Shoe Corp. .... Boston, Mass. Compo Shoe Machinery Corp. . Boston, Mass. 
Arnold Bros. & Co...... East Weymouth, Mass. Boyd-Welsh, Inc.............. St. Louis, Mo. Conformal Footwear Co....... St. Louis, Mo. 
Aa: 4, Asnsld Shee Go. Brauer Bros. Shoe Co......... .St. Louis, Mo. 5. th, Genel Gee Ge. tee. 
South Weymouth, Mass. Brilliant Brothers Co........... Boston, Mass. South Braintree, Mas: 
Arrow Shoe Co., Inc......... Danvers, Mass. The Wm. Brooks Shoe Co. . . -Nelsonville, Ohio Connolly Shoe Co.......... Stillwater, Minn. 
The Athletic Shoe Co........... Chicago, Ill. Brown Shoe Co............... St. Louis, Mo. Conrad Shoe Co...... North Abington, Mass. 
John B. Atkinson Shoe Co...... Boston, Mass. [4 H. Brown Shoe Co....... Worcester, Mass. Consolidated Shoe Corp... .Cincinnati, Ohio 
Ault-Williamson Shoe Co.....Auburn, Maine Burtman-Rondeau Co. ........ Boston, Mass. Consolidated Slipper Corp..... Bombay, N. Y. 
Avon Sole Company............ Avon, Mass. Burton Shoe Co..........Farmington, N. H. Continental Footwear Corp... Passaic, N. J. 
B-W Footwear Co., Inc. .... . Worcester, Mass. Conway Shoe Co i N. H. 
A. Cooper & Sons, Inc.......New York, N. Y. 
Cooper, Wells & Company. .St. Joseph, Mich. 
B * B. A. Corbin & Son Co........ Boston, Mass. 
Cord Shoe Company.......... Beverly, Mass. 
Se eS oer Chicago, Ill. Carlisle Shoe Co............. New York City Craddock-Terry Company... .Lynchburg, Ve. 
Badorf Shoe Co., Inc............. Lititz, Pa. Carmo Shoe Mfg. Co......... Carthage, Mo. G. P. Crafts Co........... Manchester, N. H. 
Bancroft Walker Company. ..Waltham, Mass. The Cavalier Corp........... Baltimore, Md. The Crawford McGregor & Canby Co., 
James A. Bannister Co., Genteel: noe Co... .. 6 ...0804 St. Louis, Mo. Dayton, Ohio 
New York, N. Y. 





South Weymouth, Mass. Central Slipper Co........ ..Bayonne, N. J. Crescent Shoe Co.......... 
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1935 


at the National Shoe Fair 


Marnufacturers Who Will Show Their Newest 
Products at First National Shoe Fair 


Crystal Leather Goods, Inc 
Curtis Shoe Co., Inc 
Curtis-Stephens-Embry Co 


D 


Dainty-Maid Slippers, Inc 
L. A. Darling Company 
Dartmouth Shoe Company Boston, Mass. 
Dayton Last Works Dayton, Ohio 
Del-Mac Shoe Process Co... .New York, N. Y. 
Devine & Yungel Shoe Mfg. Co., 

Harrisburg, Pa. 


Brooklyn, N. Y. 


Dewey & Almy Chemical Co., 

Cambridge, Mass. 
Diamond Shoe Co New York, N. Y. 
The Walker T. Dickerson Co. ..Columbus, Ohio 
Dixon-Bartlett Company Baltimore, Md. 
Dorothy Dodd Shoe Company. .St. Louis, Mo. 
Doerman Shoe Mfg. Co.. South Milwaukee, Wis. 
W. L. Douglas Shoe Co Brockton, Mass. 
The Irving Drew Co Portsmouth, Ohio 
Dunbar Pattern Company St. Louis, Mo. 
Dunn & McCarthy, Inc 
M. M. Duval Mfg. Co Chicago, Ill. 
Du Pont Viscoloid Co. (Inc.). Arlington, N. J. 
Dyer & Hall, Inc Auburn, Maine 
Dyer Johnson, Inc Indianapolis, Ind. 


Everett, Mass. 
Brockton, Mass. 
Atlanta, Ga. 
Brooklyn, N. Y. 


Eagle Shoe Mfg. Co., Inc 
Charles A. Eaton Co 
Edgewood Shoe Factories 
Edmar Footwear Corp 


Chicago, Ill. 
Marlboro, Mass. 
Reading, Pa. 


Bronson, Mich. 


J. Edwards & Co. .......... Philadelphia, Pa. 
Empire Specialty Footwear Co. . Endicott, N. Y. 
Endicott Johnson Corp Endicott, N. Y. 
Enna Jettick Shoes Auburn, New York 
John Ennis, Inc. ........... Brooklyn, N. Y. 
Ephrata Shoe Company, Inc Ephrata, Pa. 
Excelsior Shoes, Inc Portsmouth, Ohio 


Fairchild Publications New York, N. Y. 
Fargo Hallowell Shoe Company. . .Chicago, Ill. 
Farmington Shoe Mfg. Co Dover, N. H. 
Fashion-Built Shoe Co Pontiac, Ill. 
Fashion Walk Shoe Co.Long Island City, N. Y. 
The Feder-Gregg Shoe Co., Inc.. Cincinnati, O. 
Fein & Glass, Inc Reading, Pa. 
Fenway Shoe Co Auburn, Maine 
The Fern Shoe Co Los Angeles, Cal. 
Field & Flint Co Brockton, Mass. 
Fitch Horn & Fletcher 

Five Star Shoe Co., Inc. Long Island City, N. Y. 
Fleisher Shoe Company Nashua, N. H. 
Florsheim Shoe Co Chicago, Ill. 
C. P. Ford & Co., Inc Rochester, N. Y. 
Forest Park Shoe Company St. Louis, Mo. 
Frank Shoe Mfg. Co Milwaukee, Wis. 
Franklin Park Shoe Co Columbus, Ohio 
Freeman Shoe Corp Beloit, Wis. 
Friedman-Lobel, Inc New York, N. Y. 
Friedman-Shelby Shoe Co St. Louis, Mo. 


G 


Gaffney-Sulkis Shoe Co 
Gale Shoe Mfg. Co 


Boston, Mass. 
North Adams, Mass. 


Garofalo Bros. Shoe Co., Inc. . .Brooklyn, N. Y. 
General Shoe Corp Nashville, Tenn. 
Gerberich-Payne Shoe Co... .Mount Joy, Pa. 
Gilbert Shoe Co Thiensville, Wis. 
Gil-Ash Shoe Co Fitchburg, Mass. 
Gitterman & Co New York, N. Y. 
Glass Fitzgerald Shoe Co Boston, Mass. 
L. J. Glott Shoe Company Lynn, Mass. 
The H. C. Godman Co Columbus, Ohio 
Gold Shoe Co Chicago, III. 
S. Goldberg & Company. .. . Hackensack, N. J. 
S. L. Goldstein Boston, Mass. 
Julius Goldstein & Sons Boston, Mass 
S. Goldstein & Sons Boston, Mass. 
Golo Slipper Company, Inc. ..New York, N. Y. 
Gordon Shoe Co., Inc Philadelphia, Pa. 
Gotham Shoe Mfg. Co., Inc., 

Binghamton, N. Y. 
Granite State Shoe Co., Inc., Portsmouth, N. H. 
Gray Bros., Inc Syracuse, N. Y. 
Great Northern Shoe Co... Manchester, N. H. 
Daniel Green Co Dolgeville, N. Y. 
W. S. Green Co Williamsport, Pa. 
Green Shoe Mfg. Co Boston, Mass. 
Gregory & Read Co Lynn, Mass. 
Grossman Shoe Co., Inc. . Parkersburg, W. Va. 
Groves Shoe Co Chicago, Ill. 
Gud-Fit Shoe Co., Inc........... Chicago, Ill. 


H 


The Hagerstown Shoe & Legging Co., 
Hagerstown, Md. 
P. Hagerty Shoe Co., 
Washington Ct. House, Ohio 








BOOT AND SHOE RECORDER, December 21, 1935 


EXHIBITORS at the National Shoe Fair 


St. Louis, Mo. 
Haverhill, Mass. 

. .Boston, Mass 
Rochester, N. Y. 
.New York City 
.Milwaukee, Wis. 
Grand Rapids, Mich. 
New York, N. Y. 
Lewiston, Maine 
....Hudson, Mass. 
......Chicago, Ill. 
re Frankfort, Ky. 
..Holland, Mich. 

. . Littleton, N. H. 
Philadelphia, Pa. 
St. Charles, Ill. 
New York, N. Y. 
Rochester, N. H. 
...Milwaukee, Wis. 


Hamilton-Brown Shoe Co. 
Hannahsons Shoe Co 
M. E. Haskell & Sons. . 

J. Heilbrunn & Sons ... 
Heiser & Linn ........ 
Herbst Shoe Mfg. Co... 
Herold-Bertsch Shoe Co. 
Marcus A. Heyman, Inc 
Highland Shoe Inc. 
Hill Bros. Co 

Hoeck Shoes, Inc. . 
Hoge-Montgomery Co. 
Holland Shoe Co. ...... 
Holly Shoe Co. ..... 
Homan Shoe Co., Inc... 
The Howell Company 
Vincent Horwitz Co., Inc 
Hubbard Shoe Co., Inc 
Huth & James Shoe Co.. 


Imperial Shoe Co............Nashvile, Tenn. 
Independent Shoe Manufacturers, 
St. Louis, Mo. 
Manchester, N. H. 
.New York, N. Y. 


Interstate Shoe Co....... 
Interstate Slipper Co., Inc. . 


Brooklyn, N. Y. 
Milwaukee, Wis. 
Nashville, Tenn. 
..Marlboro, Mass. 
......St. Louis, Mo. 
.. Bridgewater, Mass. 
..... St. Louis, Mo. 


H. Jacob & Sons, Inc 
James Shoe Mfg. Co 
Jarman Shoe Co. ......... 
Jay Shoe Company...... 
Jefferson Shoe Co....... 
George O. Jenkins Co 
Johansen Bros. Shoe Co 
Johnston & Murphy...........Newark, N. J. 
Johnson, Stephens & Shinkle. .. St. Louis, Mo. 
Jones & Vining............ . Brockton, Mass. 
Julian & Kokenge Co Columbus, Ohio 


Ft. Worth, Tex. 
... St. Louis, Mo. 


H. J. Justin & Sons, Inc..... 
Juvenile Shoe Corp. ..... 


K 


Kane, Dunham & Kraus........ 
George E. Keith Co., 
Campello, Brockton, Mass. 
....Kennebunk, Maine 
Philadelphia, Pa. 
Newport, N. H. 


Spencer, Mass. 


St. Louis, Mo. 


Kesslen Shoe Co. 
Keystone Slipper Co. ..... 
Kimel Shoe Co 

Kleven Shoe Co 

Knight Slipper Mfg. Corp Brooklyn, N. Y. 
Knipe Bros., Inc Ward Hill, Mass. 
Kozy Komfort Shoe Co........Mundelein, Ill. 
Krippendorf-Dittman Co... ..Cincinnati, Ohio 
F. A. Kuhnert Shoe Corp..... Rochester, N. Y. 


L 


La Grange Shoe Company. .Red Wing, Minn. 
Laird, Schober & Co Philadelphia, Pa. 
The Lamson Co., Inc....... Syracuse, N. Y. 
Lancaster Shoe Company. . Elizabethtown, Pa. 
Langer-Lippman Co Boston, Mass. 
The Lederer Company... ..New York, N. Y 
Jerry & Herbert Lehmann, Inc. New York, N. Y. 
Levi-Weiss Sales Co Chicago, Ill. 
The Lima Cord Sole & Heel Co... . Lima, Ohio 
Lippert Brothers New York, N. Y. 
Little Falls Felt Shoe Co... .Little Falls, N. Y. 
Lockwedge Shoe Corp. of America, 
Columbus, Ohio 
The Longini Shoe Mfg. Co., Cincinnati, Ohio 
Lorraine Shoe Co., Inc.........Malden, Mass. 
John H. Lucey Shoe Co... . Middleboro, Mass. 
Lumbard Shoe Company. ..... Auburn, Maine 
Lown Shoe Co Auburn, Maine 


McNichol & Taylor, Inc.......... Lynn, Mass. 
L. V. Marks & Sons Co..... .Cincinnati, Ohio 


Marshall, Meadows & Stewart, Inc., 
Auburn, N. Y. 
I. Mathes & Sons Shoe Co St. Louis, Mo. 
Fred A. Mayer Shoe Co Milwaukee, Wis. 
Mayer-Herman Co. .......... Brooklyn, N. Y. 
Mayer-Martha Washington Shoe Co., 
Milwaukee, Wis. 
Charles Meis Shoe Mfg. Co. .Cincinnati, Ohio 
Melrose Slipper Co., Inc... . Little Falls, N. Y. 
The Menihan Company Rochester, N. Y. 
The Menzies Shoe Co...........St. Louis, Mo. 
Metropolitan Shoe Corp St. Louis, Mo. 
Metropolitan Shoemakers, Inc... . .Chicago, Ill. 
Meyer Bros. Shoe Co Brooklyn, N. Y. 
Midwest Shoe Co..............Chicago, ll. 
Milford Shoe Co Milford, Mass. 
Merrimac Shoe Company......Keokuk, lowa. 
Metro-Craft Shoe Co Manchester, N. H. 
Frank C. Meyer Co., Inc... .... . Brooklyn, N. Y. 
Midwest Slipper Mfg. Co Chicago, Ill. 
Milchen Shoe Co., Inc Lawrence, Mass. 
Milius Shoe Co 
1. Miller & Sons 
Miller Shoe Co 


Long Island City, N. Y. 

Cincinnati, Ohio 
Milwaukee Shoe Company... . Milwaukee, Wis. 
Monarch Shoe Co Chicago, Ill. 
Morse & Molloy Shoe Co. .. Manchester, N. H. 
Morton Last Co., Inc Cincinnati, Ohio 
Morris, Mann & Reilly, Inc..... .. .Chicago, Ill. 
Mosinger Bros. ............... St. Louis, Mo. 
Moulton-Bartley, Inc. ......... St. Louis, Mo. 
Mound City Shoe Co. ....... .St. Louis, Mo. 
Municipal Shoe Co., Inc... .. . Brooklyn, N. Y. 
Muskin Shoe Co Baltimore, Md. 
D. Myers & Sons, Inc... . Baltimore, Md. 


N 


Neo Ped Incorporated Jersey City, N. J. 
A. E. Nettleton Co........... Syracuse, N. Y. 
Newmarket Shoe Co Newmarket, N. H. 
Northern Machine Co.......Waltham, Mass. 











poOT AND SHOE 


Novelty Slipper Co., Inc. ...New York, N. Y. 
Nunn-Bush Shoe Co Milwaukee, Wis. 


Humboldt, Tenn. 
Brockton, Mass. 
New York, N. Y. 


O'Donnell Shoe Co 
Old Colony Shoe Co 
Orthopedic Shoes, Inc 


San Francisco, Cal. 
M, A. Packard Company Brockton, Mass. 
Paragon Slipper Co New York, N. Y. 
Paramount Slipper Co., Inc. . Jersey City, N. J. 
Paramount Shoe Mfg. Co......St. Louis, Mo. 
Pasadena Slipper Co., Inc... Pasadena, Calif. 
The Pedigo Co St. Louis, Mo. 
Pennant Shoe Co St. Louis, Mo. 
Pepperell Mfg. Company Boston, Mass. 
Peters Shoe Co St. Louis, Mo. 
Phileo Shoe Corp Salem, Mass. 
Pilot Shoe Co Chelsea, Mass. 
Pied Piper Shoe Co Wausau, Wis. 
Pontiac Shoe Mfg. Co. ..........Pontiac, Ill. 
Plaut-Butler, Inc Cincinnati, Ohio 
Princely Products, Inc Brooklyn, N. Y. 
Principal Shoe Company, Inc.. .Brooklyn, N. Y. 
Progress Shoe Co., Inc Brooklyn, N. Y. 
Prospect Shoe Mfg. Corp... .Lewiston, Maine 


0 


Queen Quality Shoe Co 


R 


Racine Shoe Mfg. Co 
S.Rauh & Co 

Restful Footwear Co 
E.P. Reed & Co Rochester, N. Y. 
Rice-O'Neill Shoe Co St. Louis, Mo. 
Richland-Davidson Shoe Co... Nashville, Tenn. 
Roberts, Johnson & Rand St. Louis, Mo. 
Rogers Bros. Shoe Co Boston, Mass. 


Pacific Shoe Co., 


St. Louis, Mo. 


Racine, Wis. 
New York, N. Y. 
Jersey City, N. J. 
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H. O. Rondeau Shoe Co., Inc., 
Farmington, N. H. 
Royal Metal Manufacturing Co. .Chicago, Ill. 
Rubin Bros. Footwear, 
Long Island City, N. Y. 
Ruth Shoe Corporation Salisbury, Mass. 


S 


Saco Moc Shoe Corp... 
Safran-Sundel Shoe Co 
St. Louis Shoe Mfg. Co. . 
L. Salenfriend & Co., Inc 
Louis H. Salvage Shoe Co. . Manchester, N. H. 
Samuels Shoe Co St. Louis, Mo. 
A. Sandler Company..........Boston, Mass. 
Saxe Bros. Co Boston, Mass. 
Detroit, Mich. 
Rochester, N. Y. 
Cincinnati, Ohio 
Lawrence Schiff & Co New York, N. Y. 
The Scholl Mfg. Co., Inc........ Chicago, Ill. 
Scholnick Shoe Co Jamaica Plain, Mass. 
Schwartz & Benjamin, Inc Brooklyn, N. Y. 
Sebo Shoe Co Chicago, Ill. 
The Selby Shoe Co Portsmouth, Ohio 
A. Shapiro, Inc................ Boston, Mass. 
Marvin H. Shapiro Shoe Co Chicago, Ill. 
Shoe Fashion Research, Inc. .New York, N. Y. 
Shoe Form Co., Inc...........Auburn, N. Y. 
Shoe Style Digest Boston, Mass. 
Shu-Stiles «Inte 
Simplex Shoe Mfg. Co Milwaukee, Wis. 
Sinbac Shoe Co Chicago, Ill. 
C. B. Slater Company. .South Braintree, Mass. 
Smart Step Shoe Mfg. Co. ..Milwaukee, Wis. 
J. P. Smith Shoe Co Chicago, Ill. 
Somersworth Shoe Co., Inc., Somersworth, N. H. 
Hans Springer New York, N. Y. 
Stacy-Adams Co Brockton, Mass. 
Standard Footwear, Inc........Passaic, N. J. 
Star Shoe Mfg. Co Boston, Mass. 
The Stetson Shoe Co., Inc., 
South Weymouth, Mass. 


Portland, Maine 
Boston, Mass. 
....St. Louis, Mo. 
New York, N. Y. 


..Cincinnati, Ohio 
.. Brockton, Mass. 
St. Louis, Mo. 
Marlboro, Mass. 


Boston, Mass. 


Stix-Altman-Weiner, Inc. 
Stone-Tarlow Co., Inc..... 
Stockton & Sommer, Inc.. .. 
Sulkis Shoe Co............. 
Superior Shoe Company 


E. E. Taylor Corp 

Teeple Shoe Company 
Thompson Bros. Shoe Co Brockton, Mass. 
Triple Novelty Footwear Co... Brooklyn, N. Y. 
Tupper, Inc. ............... New York, N. Y. 
Tweedie Footwear Corp... Jefferson City, Mo. 


U 


United Last Company Boston, Mass. 
United Shoe Machinery Corp. . . Boston, Mass. 
United Shoe Mfg. Co St. Louis, Mo. 
United States Shoe Corp... .Cincinnati, Ohio 
Unity Shoemakers Corp Haverhill, Mass. 


Brockton, Mass. 
Waupun, Wis. 


Valley Shoe Corp St. Louis, Mo. 
Virginia Shoe Co., Inc... . Fredericksburg, Va. 
Vitality Shoe Co St. Louis, Mo. 
Vogel-Patton Shoe Co Neenah, Wis. 


Vulcan Corporation Portsmouth, Ohio 


Walkin Shoe Co.........Schuykill Haven, Pa. 
Wall-Streeter Shoe Co. ..North Adams, Mass. 
Waynesboro Shoe Mfg. Co. .Waynesboro, Pa. 
A. Werman & Sons, Inc Brooklyn, N. Y. 
Weyenberg Shoe Mfg. Co. .. .Milwaukee, Wis. 
Wohl Shoe Company St. Louis, Mo. 
Wiley-Bickford-Sweet Corp.. Worcester, Mass 
Winthrop Shoe Co St. Louis, Mo. 
Wolff-Tober Shoe Co St. Louis, Mo. 
Woodard & Wright Last Co. . Brockton, Mass. 
E. T. Wright & Co., Inc Rockland, Mass. 











BOOT AND SHOE RECORDER, December 21, 1935 


TRAVELERS EXPECT 
A RECORD CONVENTION 


THE National Shoe Travelers’ Asso- 
ciation expects to celebrate its silver 
jubilee—the twenty-fifth anniversary 
of its organization—by having the 
largest annual convention in its his- 
tory at the Palmer House, Chicago, 
Jan. 3 and 4. This is just prior to 
the opening of the big annual con- 
ventions of merchants and manufac- 
turers, to be held in the same city 
by the National Boot and Shoe Manu- 
facturers’ Association and the Na- 
tional Shoe Retailers’ Association. 
Meetings of the travelers, of course, 
will be presided over by President 
L. L. Imig. 

Railroads of the country are ex- 
tending to the travelers the same low 
rate for round trip tickets as that 
given to all recognized conventions of 
the shoe and leather industry. Pro- 
vided application for a convention 
certificate is made at the time the 
going ticket is purchased, and the 
certificate is validated during the con- 
vention at the Palmer House, dele- 
gates will be entitled to their return 


ticket for one-third of the price. 


Furthermore, this return ticket is good 


HECTOR E. LYNCH, Vice-President 


National Association to Celebrate 
Silver Jubilee at Palmer House 
Meeting. Chicago. January 3 and 4 


for any time within thirty days; and, 
if arrangements are made, the return 
ticket can be issued for use on some 
line or by some route other than that 
used by the delegate in going to the 
convention. 

The hospitality of the Chicago Shoe 
Travelers’ Association will play a 
large part in making this convention 
a success. Charles W. Evans, presi- 
dent of the Chicago association, has 
made Joseph Kalisky chairman of the 
convention entertainment committee, 
in which capacity he has planned a 
number of features, chief of which 
will be the big annual banquet to be 
held on the evening of Jan. 4. 

Features of the convention proper 
will be committee reports and the 
annual award of the silver cup to the 
affiliated association which has shown 
the largest increase in membership 
during the year. Of the reports, that 
of the Committee on Membership will 
be one of the most important, show- 
ing a healthy increase and pointing 
to the number of members who have 
been placed in lucrative selling posi- 
tions in 1935. Campaigns to build up 
membership have been unusually 
fruitful in many sections of the coun- 
try. 

The Railroad Committee has taken 
on some very important work and will 
be able to report genuine progress. 
In addition to keeping before the east- 
ern railroads the desirability of re- 
ducing passenger tariffs, as roads in 
the southwest have done, this com- 
mittee has branched out and is ham- 
mering away at the bus lines, to get 
them to make provision for somewhat 
heavier baggage than they now carry; 
also to persuade the bus companies to 
get together and issue interchangeable 
mileage books. 

[TURN TO PAGE 211, PLEASE] 


LEOPOLD L. IMIG, President 


THOMAS A. DELANY, Secretary 
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HOLD TO GOOD 


For No Article of Wearing Apparel Lends Itself to Change 
in Ingredient-Values as Much as Shoes 


Leather as a variable substance has grades and selections infinitely 


diversified in quality standards. 


Materials are subject to specifications to meet any price. 


Therefore—it is of great importance in a season of changing prices 
that the priceless ingredient of integrity of the manufacturer and selector 


of stock be made a consideration in the purchase of shoes. 


MAJOR INGREDIENTS IN COMPLEX SHOEMAKING 


FOR SHOE FOUNDATIONS 
OUTSOLE Vegetable tanned cattlehide 
Chrome tanned cattlehide 
Combination tanned cattlehide 
Composition—{rubber base) 


Wood 


Vegetable tanned cattlehide sole 
Vegetable tanned cattlehide split 
Combination tanned cattlehide split 
Pigskin 

Fabricated—textile base 

Vegetable tanned cattlehide 


Vegetable tanned pig strips 
Composition—rubber base 


INSOLE 


COUNTERS Fibre and composition—cattlehide— 
TOE BOXES pig strips — cellulose substances — 
HEEL PARTS cork—wood—steel 
SHANK 


FOR SHOE UPPERS 


Calf, kid, cattlehide side upper, buck, cordovan, 
horsehide, kangaroo, pig, shark, reptile, seal, chamois, 
antelope, sheep. Fabric—impregnated with rub- 


ber—lastex. 


FOR SHOE LININGS 


Fabric, special finish on textile base, calf, kid, sheep, 
cattlehide split lining 


TONGUE PAD 


LEATHER LINING 


HEEL PAD 


COUNTER 


HEEL SEAT 
RAND 


LEATHER HEEL | 
> 


a oe 


EYELET 
+ LACE - STAY STITCH 


, LACE 
v7 


CHANNEI 


OUTSOLE STITCH 
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D STANDARDS For SHOES- 


TAKE FROM 10 CENTS TO 25 CENTS out of the shoe and its appearance 
may not be altered—But the life of the shoe as a useful article may be seriously 
affected by such action. 

ADD FROM 10 CENTS TO 25 CENTS to the value of a shoe and its life as a 


useful article may be increased by weeks. 


an, Measuring Stick of Values in Men’s Shoes 
> Typical Cost of a Man's Goodyear Welt Oxford 
May Ist May Ist June Ist Oct. 15 
1933 1934 1935 1935 
UPPER STOCK ‘ $ .8550 $ .8844 $ .9910 
CLOTH LININGS & DOUBLERS ‘ .0686 .0629 0645 
Pr LEATHER LININGS & TRIMMINGS .._. 1810 1542 .1800 


EYELETS ‘ .0070 0061 0061 
BOTTOM STOCK ‘ .7360 7160 7710 
LABOR ‘ 8661 .9803 -9803 
CARTONS, CASES, ETC. d 0680 0680 .0680 
ROYALTIES ‘ .0950 0950 0950 
FINDINGS, LACES, ETC. ‘ 1967 1952 .2048 
LASTS, DIES & PATTERNS d 0600 .0600 0600 
FACTORY EXPENSE ‘ .3450 .3600 .3650 


TOTAL FACTORY COSTS , 3.4784 3.5821 3.7857 
SELLING & ADMINISTRATIVE COSTS 
INCLUDING SALESMEN'S COMMIS- 
SION, ADVERTISING, RESERVES FOR 
BAD DEBTS, ETC ‘ .6804 719 .7244 7244 


TOTAL COST : $4.1588 $4.2940 $4.5101 $4.5752 
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PANCO 
Composition 
SOLES & HEELS 
In use for over twenty years by manufacturers 


who demand absolute assurance of high quality and 
long wear—the best recommendation for any user 


of composition soles. 


A When writing advertisers please mention Boot and Shoe Recorder 
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K nown as the finest and most dependable heavy duty 
sole, PANCO composition SOLES have been speci- 
fied by retailers for years—are known to and approved 


by thousands of wearers. 


The name and trade mark are distinct selling assets 
wherever footwear is worn. Specify this outstanding 
sole—and be safe. 


PANTHER PANCO CO. 


CHELSEA, MASS. 


composition 
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ORILL LINING 


INS 


Know and Specify the Ingredients for Shoes 


THE relative value of material is an important consideration. The ideal 
manufactured article of any kind is one whose parts are properly balanced 
in cost as well as wearing quality. To select a fine grade of leather for the 
upper of the shoe and then to combine with it poor and sleazy sole leather, 
is a misuse of good material. The scale of quality should be consistent 
throughout. And if a cheap shoe is to be made, then materials should be 


used to give wear surfaces the advantage in specifications. 


This is an important consideration in the production of all kinds and 
classes of shoes. The correct proportioning of the detailed items of the cost 
sheet of a shoe style often spells the difference between success and failure, 
from the standpoint of economy and satisfaction. Every separate detail 
and item which goes to make up a shoe is subject to variations in quality 
and consequent market value cost. There is need of the exercise of a high 
degree of skill in selecting these qualities in cost, whether for a high-grade 
shoe or a low-price shoe. 

Because shoes are made by machinery is no reason why traditional! 
craftsmanship, knowledge of proper ingredients and standards of quality 


cannot be constantly improved to give the public the best. 
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REPRESENTS GREATEST 
ECONOMY 


Measuring Stick of Values in Women’s Shoes 


Typical Cost of a Woman's Goodyear Welt Oxford 
May I, 1933 Dec. 1, 1934 June 1, 1935 Dec. 1, 1935 


UPPER STOCK 4740 5216 5216 5634 
CLOTH LININGS AND DOUBLERS 0782 0782 0782 
LEATHER LININGS AND TRIMMINGS 1128 1425 1425 1520 
BOTTOM STOCK 4350 4900 5100 5500 
8848 1.0767 1.0767 1.0767 
CARTONS AND CASES 06 0650 0650 0650 
ROYALTIES 09 09 09 09 
- FINDINGS, LACES, ETC. A7 18 18 18 
LASTS, DIES, PATTERNS 10 10 10 10 
ced FACTORY EXPENSES 26 27 27 27 
We TOTAL FACTORY COSTS $2.6589 $3.0140 $3.0340 $3.1253 
her, SELLING AND ADMINISTRATIVE COSTS INCLUDING 
_— SALESMEN'S COMMISSION, RESERVE FOR BAD 


DEBTS, ETC., BUT EXCLUDING ADVERTISING ‘ 4536 4487 4445 
TOTAL COST ‘ $3.4676 $3.4827 $3.5698 
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ee Hritish Made 


Made in England 


7551 


7551 — Black Calf. 
- 12, Widths 
$4.10 


7553 Same in a3 ae 7557 


7557 Black Calf 0 
ford, Sizes 6 - 1:, 
Widths A-D ...83.90 


7553 


7553-—Black Calf Ox- 
ford, Sizes 6 - 12. 
Widths A-D ...83.90 
7554— Same in Brown : - 7559 — Black Calf 
#4. : with medallion on tip. 
Sizes 6-12, Widths 
A-D $4.00 


7560 — Same in 
Brown 84.10 


7652—Martin’s Genu- 


7565 
ine Brown Zebu Scotch 


Grain. Unrivalied for ‘Cee \\ 7565 — Black Scotch 
hard wear, comfort and : Grain Bal Oxford, with 
long life, full leather ‘ i pe 1/2 double sole. Sizes 
lined, viscalized full ee Ti 6-12, Widths B-D, 
double sole and stitched No 4.00 
heel. Sizes 6 - 12, 3 ; 
Widths B-D ...84.50 \ 7566—Same in Brown 
; Scotch Grain .. 84.10 


WHY BRITISH MADE SHOES ARE BETTER 


1. Knightbrooke British Made Shoes embody all the 7555 
fine traditions of British Craftsmanship. a A 7555—Black Calf Ov- 
. The uppers are turned in over the lining to insure Ge ford with 1/2 double 
true fitting. 
. The lasts are especially designed on the English LS 7556—Same in. Dark 
Rocker Bottom principle to eliminate "breaking in.” Brown Calf .. 84.15 
. Every pair is individualized and styled by London's 
foremost shoe authorities. 
. Finest quality Calfskins and Scotch Grains, all leather 
heels, and molded leather counters that hug the 
heel, all result in a superior product that fills a long 
felt need in America! 








When writing advertisers please mention Boot and Shoe Recorder 
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Shurs For Mlrn e e 


In Stock at New York 


7571 
T57L — Black Calf 


59 MART as Bond Street! British made! Words Roeker bottom, all 


leather lined. Sizes 


that mean quiet distinction, superb quality and aii: 
authentic styling for men who know. TATz Same tn 


Brown 


Calf 0 Our New York IN STOCK department, making 

- BBN this unusual line easily available to American 
retailers, affords a splendid new merchandising 
opportunity. An exclusive agency in each com- 
munity will attract a discriminating clientele 
with Knightbrooke Shoes, British styled, British 
made, and priced to retail profitably at $6.50 
to $8.50. 


7563 — Black Calf 
Blucher with medal- 


You will find the entire Knightbrooke IN Wirth A) REDO 
Pie on STOCK line smart and distinctive. 


Widths 
.. 84.00 
Ime in 
.. R410 


7561 f a 3 T56S- Brown Scotch 
7561—Black Calf full ) Sope 4 Grain, Full wing tip, 
wing tip, all leather rf 3 : a over perforated. 
lined, all over perfo- ay on Sizes - 12, Widths 
rated. Sizes 6 - 12 wi Be Ob A-D 


: Widths A-D ...84.25 
ck Scotch 
ford, with 7562—Same in Brown 
ole. Sizes Calf 4.235 
3 B-D, 

#4.00 


» in Brown 
R410 


Cae 
Prices subject to change 
without notice. 


7569 


7569 — Black Calf, 


k Calf Ox- 
1/2 double 
12, Widths 
2. 84,05 


e in Dark 
.. B45 


“4 BRITISH 
\, FOOTWEAR, 


ES 











GREATEST SHOE PRODUCTION YEAR 
[CONTINUED FROM PAGE 51] 








TABLE | 


PER CAPITA PRODUCTION AND CONSUMPTION 


All Shoes Made Wholly or Partly of Leather (000 Omitted) 
Consump- Produc- 
tion per _ tion per 
Capita Capita 
2.47 2.50 
2.72 2.76 
2.87 2.91 
2.83 2.88 
2.87 2.93 
3.05 3.14 
2.88 2.99 
2.93 3.15 
2.58 2.67 
2.74 2.96 
2.98 3.16 
2.91 2.78 
2.74 2.82 
2.75 2.79 
2.81 2.91 
2.87 2.88 
2.93 2.98 
2.73 2.47 
2.53 2.55 
2.56 2.51 
2.68 2.79 
2.83 2.82 
2.88 2.89 


Total TotalShoe Estimated 
Population Production Consumption 
50,156 125,479 123,719 
62,948 173,863 171,327 
74,799 217,965 214,742 
75,995 219,235 215,394 
82,601 242,110 237,340 
90,691 285,017 276,567 
97,928 292,666 281,633 
105,003 331,225 308,122 
107,533 286,771 277,898 
109,330 323,876 300,071 
111,100 351,114 331,088 
112,844 313,231 327,858 
114,562 323,500 313,810 
116,254 324,423 320,083 
117,921 343,608 330,829 
119,563 344,351 342,948 
121,181 361,402 354,460 
123,191 304,170 336,121 
124,070 316,240 313,696 
124,822 313,290 319,802 
125,693 350,382 336,315 
126,425 357,119 357,361 
127,135 368,000 366,349 


1880 
1890 
1899 
1900 
1904 
1909 
1914 
1919 
1921 
1922 
1923 
1924 
1925 
1926 
1927 
1928 
1929 
1930 
1931 
1932 
1933 
1934 
1935 








uct, makes for an unusual situation in the women’s 
shoe market. Not only is volume normally automati- 
cally increased with population growth, but it also can 
and has been expanded by increasing per capita de- 
mand. The consumption of women’s shoes increased 
by about 5 million pairs in 1935 over 1934, but only 
1/3 of this increase resulted from population growth, 
the remainder came from the increase in consumption 
from 3.13 to 3.20 pairs per capita. 

While there is probably a limit to per capita con- 
sumption capacity for women’s shoes, there is no indi- 
cation that it has yet been reached. If per capita con- 








TABLE II 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF WOMEN'S SHOES (000 Omitted) 


Consump- 

Estimated tion per 

Consumption Capita 
108,354 3.02 
109,090 2.97 
113,854 3.04 
114,024 2.99 
111,491 2.86 
114,166 2.88 
117,861 2.91 
125,009 3.03 
134,829 3.21 
129,341 3.01 
121,500 2.79 
125,750 2.86 
133,785 3.00 
141,344 3.13 
146,403 3.20 


Produc- 

tion per 

Capita 
3.06 
3.05 
3.15 
2.89 
2.91 
2.90 
2.95 
3.09 
3.19 
2.67 
2.74 
2.76 
3.07 
3.06 
3.21 


Production 
Women's 
Shoes 
109,990 
112,039 
117,940 
110,333 
113,261 
115,166 
119,492 
127,362 
134,181 
114,963 
119,460 
121,470 
136,828 
138,317 
146,644 


Population 
Females 
15 & Over 
35,922 
36,674 
37,424 
38,179 
38,942 
39,707 
40,484 
41,258 
42,046 
42,982 
43,536 
44,038 
44,634 
45,172 
45,692 
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sumption could be increased only slightly in 1936 to 
3.25 pairs, the demand for women’s shoes would in- 
crease to over 150 million pairs. 


MEN’S SHOES 


It is estimated that the consumption of men’s shoes 
in 1935 rose to 92,829,000 pairs, thereby exceeding all 
previous years back to 1924. In spite of this increase, 
however, per capita consumption in 1935 was still 
5 per cent less than in 1929 and about 19 per cent less 
than in the peak year, 1923. Considering the down- 
ward trend in the per capita demand for men’s shoes 
which has been in evidence since 1923, however, 1935 
demand was relatively good and definitely indicative 
of recovery. 

It will be recalled that the increase in demand for 
men’s shoes which was witnessed last year was centered 
almost entirely in work shoes. This year a different 
situation has been in effect. The production of men’s 
work shoes in 1935 will, when final figures are re- 
leased, probably show a decline from 1934 of about 
12 per cent or 13 per cent. But the production of 
dress shoes will more than offset this decline and bring 
total men’s shoe production ahead of 1934 by about 
3.5 per cent. It would appear from this that the con- 
tinued emphasis on whites and shoes with suede type 
uppers finally became effective in increasing the de- 
mand for men’s shoes. If similar style factors can con- 
tinue to be made effective, it is not unlikely that the 
downward trend in per capita demand may be halted 
and even reversed. 

An important consideration in the outlook for men’s 
shoe production in 1936 is the extent to which the 
general business recovery already witnessed will be 
maintained. This consideration is probably of more 
importance in the men’s shoe market than in the 
women’s, because of the offsetting influence of style 
demand for women’s shoes. To a considerable extent 
the market for many consumers’ goods has been sup- 
ported by large government expenditures. The con- 
tinuance of these or the substitution of a more self- 
sufficient recovery in general business may be neces- 
sary to maintain demand. At any rate it should be 
borne in mind that but little inroads have been made 
on unemployment. This cannot but help to be an 
important factor in the market for men’s work shoes. 


MISSES’ AND CHILDREN’S SHOES 


Despite an increase in per capita demand for misses’ 
and children’s shoes to 2.85 pairs, consumption of this 
type of shoe is still considerably below the pre-depres- 
sion level. It is important that manufacturers of these 
shoes realize that the basic market is practically stable 
and that any increase in business must come from an 

[TURN TO PAGE 140, PLEASE | 
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WOMEN'S SHOES PER CAPITA 
34 POR AGE GROUP: FEMALES 18 YRS. & OVER 


3.2 WOMEN BUY ANNUALLY 
PRODUCTION 
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MEN'S SHOES PER CAPITA 
POP ACE GROUP: MALES 15 YRS. & OVER 
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BOYS'SHOES PER CAPITA . 
POP. AGE CROUP: MALES S-14 YRS. 
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INFANTS SHOES PER CAPITA 
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High Spots 


in Progra m 


NATIONAL 
SHOE FAIR 
CHICAGO 





G. 7. 9 


19 3 6 


Jam. S. 


The coming convention in January offers the 
merchant an opportunity successfully to adjust 
himself to the changing conditions in the America 
of 1936. It is obvious that he cannot make all the 
necessary contacts in his own store. If he can 
come to convention he can learn how to adjust 
himself to new conditions, new prices and new 


purchasing power. 


We went out to Chicago to see at first hand the 
program for the three days convention and enum- 
erate herewith some of the high spots no mer- 
chant can afford to miss.—Editor’s Note. 






| CONTINUED FROM PAGE 77| 


9.00 P. M.—TUESDAY NIGHT FROLIC. 
Night by Major Laff. If you can play the harmonica. 
If you can sing. If you can tell a funny story. If you 
can dance, etc., enter the Amateur Night Contest for 
Program conductor for NBC _ will 
manage the Frolic. entertainment will 
follow the strictly shoe-amateur events. The prize 
winners will be given an opportunity to perform 52 


-Amateur 


valuable prizes. 
Professional 


weeks in their own shoe stores. 

Joint Luncheon and business 
12.00 noon Grand 
(4th floor) Palmer 


session — 
ene ae Ballroom 
House. 
F. A. Miller, president of N. B. & S. M. A., presiding. 
Men’s Style Review and Merchandising Conference 
“Sell Men Style. Shoes Will Follow,” William 
Weintraub, publisher, Apparel Arts. 
“What Men Will Wear for Spring and Summer.” 
Robert Sneath, creator of Robert Surrey clothes for 


men. 





BOOT 
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Lobby, Palmer House, Chicago 


“More Shoes for Men’s Wear,” George B. Hess of 
N. Hess’ Sons, Baltimore, Md. 

General Forum on Men’s Shoe Promotion. 

* % * 

5.30-8.30-—Cocktail hour—National Shoe Fair Club, 
Ith floor, lounge club room. 
* 
8.00 P. M.—Wednesday night—-Grand Banquet 
National Shoe Fair continuing the tradition of a na- 
tional banquet once a year; this event promises to 


% 





be the biggest ever. 

Guest of Honor—Colonel Frank Knox, publisher of 
the Chicago Daily News. 

Leading stars from stage, night clubs and hotels; 
and guest stars from Columbia and NBC broadcasting 
stations. 

Monday, Tuesday, Wednesday and Thursday (Jan- 
uary 6, 7, 8, 9), all-day session, Merchandising Clinic, 
conducted by four members of the faculty and twelve 
examiners from the School of Commerce, Northwestern 
University, to examine, analyze and render consulta- 
tion service to all merchants on expense control and 
store management problems. 

Comparison of operating charts with successful aver- 
ages rendered free. 

Loans up to $50,000 arranged by Federal Housing 
Corporation, C. I. McReynolds in attendance to show 
shoe merchants how they can obtain loans for modern- 
izing and improving stores, buildings and equipment. 
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FIRST on your | MUS T LIST 
hordf 


a many salespeople shared your profits in 19352 How many dishonest 
salespeople, taking the usual average of $3.00 a day, easily defrauded you 
of hundreds, perhaps thousands of dollars? These losses must be stopped! Your 
1936 profits must be protected! Willmark alone gives you the strength of a nation- 
wide organization, the resources of twenty years’ experience, the impact of a 
stimulating program which will positively minimize your losses, safeguard your 
profits, increase your sales. Enlist the powerful forces of Willmark to defeat 
dishonesty, and arouse a new spirit of responsibility — ) your salespeople! 


| 1 Worogrem obligation rush full details of your 1936 
program for preventing dishonesty and building 
i Dept. SR-12 


| selling power in my store. 


SERVICE SYSTEM, INC. | 


Builders of Personnel | Fem Nome 
| Address .. 


250 West 57th St., New York City | 


Available in every city in the United States + ny Sallnoneante jy nebula 


When writing advertisers please mention Boot and Shoe Recorder 
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te LATS 
Peay 8 
4 


ARK 


TRADE M 


ARLISLE introduces the scintil- 

lating 1936 edition of Galloping 
"Buckoroos"', design patent applied 
for. 


Leading retailers have already or- 
dered 25,000 pairs of this sensa- 
tional retail success, now IN STOCK. 


“Buckoroos" is available in: Rust, 
Brown, Blue, Black, White, Grey, 
Beige, Saddle and White and Brown. 
Plan to promote it immediately. . . . 
"Buckoroos" is going places! 

On Display at National Shoe Fair 


Chicago, Jan. 6, 7, 8, 9, Rooms 
953-5-7W. Palmer House 


CARLISLE SHOE CO. 


« 47 WEST 34th ST. NEW YORK CITY 
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Women the country over are demanding the same 
quality in welt-type shoes that they have become 
accustomed to in “light sole” types. And quality 


dealers are preparing now to meet that demand. 


Fashion-Walk offers you a complete line of “new 
trend” welts styled and made in New York by an 
organization with twenty-five years experience in 
the manufacture of fine welt shoes. It offers you 
town welts, sports welts, comfort welts, on tested 
lasts that will give the utmost in foot-happiness. 


Fashion-Walk shoes will retail mainly at 11.50 with 
other necessary styles at 10.50 and 12.50 and with 


best patterns carried in stock. 


It will pay you to see the Fashion-Walk line at the 
National Shoe Fair, Room 946W, Palmer House, 
Chicago. Or write us today for further information 


on an exclusive franchise for your city. 


FASHION-WALK SHOE CO. 
LONG ISLAND CITY, NEW YORK 


$ > NATIONAL SHOE. FAIR 
ROOM 946W, PALMER: HOUSE, cwicace 
JANUARY 6th to %h, 1936 
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In’ Modern Shoe Retailing 


THE LAST 
IS THE IMPORTANT THING 


.... particularly in building a per- 
manent corrective business. Free 
Tread Shoes, manufactured with ma- 
terials of unexcelled quality, are built 
over lasts designed on common-sense 
principles to provide definite correc- 
tion and insure improved foot health. 


Sell Free Tread Shoes to customers 
who require scientific support and 
sell them as an "extra" walking shoe 
to prevent fatigue and foot ailments. 


Free Treads in 10/8, 12/8, and 14/8 
heel adaptations of one basic last, 
distinguished as Elevation One, Two 
and Three, have proved so successful 
that now we proudly announce 16/8 
heel heights, Elevation Four, to cater 
to the woman who wants a dressier 
model. 


Hundreds of dealers are making real 
profits and increasing their business 
with Free Tread Shoes. Are you one 
of them? 


RAWCLIFFE— 


375 Free Tread Last, Ele- . 
vce “Mises” Sik head Outstanding Features of Free 
Cuban Heel. Black, Blue Tread Lasts include: 


and White. - 
at Sufficient tread to permit foot to 


a lie normally in shoe. Straight inner- 
ARDSLEY— line to take pressure from big toe. 
368 Free Tread Last, Ele- Sufficient forepart to provide ample 
vation Three, 14/8 Solid toe room. Arch raised on inside and 
Built Up Leather Heel. lowered on outside. Perfect body 
Black and Brown. balance and foot comfort, thru the 

last. 


FREE TREAD SHOES 


Made by 
W. B. COON CO. 


37 CANAL ST. ROCHESTER, N. Y. 


520 MARBRIDGE BLDG. 189 W. MADISON ST. 
NEW YORK CITY CHICAGO, ILL. 





When writing advertisers please mention Boot and Shoe Recorder 
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PATENT NO. 1,975,556 


THE LEATHER FIBRE 
THAT HELPS SELL 
MORE SHOES 
PROFITABLY 
EXCLUSIVELY PRODUCED BY 


GEORGE O. JENKINS COMPANY 
BRIDGEWATER, MASS. 


AT THE NATIONAL SHOE FAIR 
ROOM 887 





When writing advertisers please mention Boot and Shoe Recorder 
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+ aa, AF On 





The past few years have taught Americans the meaning of a keen, sound 
Sense of Values... all that is eheap's is being discarded . . all that is 







costly is being avoided. The Nation ae faced the facts. The way now 






leads to the better, the finer things . . . things measured not by the 






Yardstick of Extravagance but by the Rule of Value. 






In the Junior Footwear field, The House of Edwards leads the way. A 






young, aggressive personnel heads an organization of skilled master- 










craftsmen working under most modern conditions. The result . . 


Edwards’ Shoes for Children, than which there is no finer. The ever- 







increasing demand for Shoes by Edwards . . . shoes of Character, of 





Quality, of fine materials and finest workmanship . .. is proof that 


built-in Value is at peak demand in a highly critical market. 






Now is the time for You, the Retailer, to return to Quality. The season’s 


selling-peak lies right ahead. 










No progressive shoe merchant can afford 
to be without Edwards’ new Spring-Sum- 
mer Catalog ...an attractive book, new 








from cover to cover. Write for yours now. 


J. EDWARDS & 
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rUWAKUA 


“Lhe Big Hlowse Dow Lille Shows” 


In Junior Footwear the trend is toward Edwards. Order now from our 
vast In-Stock Department . . . the greatest in the country, offering you 


the finest shoes ever produced. 


Remember always . . . “The Future-of the Race Marches Forward on 


the Feet of Little Children.”—Phillips Brooks. 


ADVANCE SPRING STYLES. 


KOOLEES ; “ PARANIA 


Visit Edwards’ Exhibit, Room 
732 Palmer House, National 
Shoe Fair at Chicago. 
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This. map, Mr. ‘Tencaadices, wall iat: you — to 


combine Profitable Business with Pleasure .. . 
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HARPERS 


FERRY, 
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Williamsport on the Potomac! 


WHY PROFITABLE? 


BECAUSE you will see for yourself and be better able to judge in the future, how the 
. full chrome tanned side upper leathers, includ- 
ing elks in whites and colors; bucks, patent and smooth sides; the finest oak tanned 
flexibles, and from our Byron plant in Hanover, flexible bends, the very best flexible inner 


various leathers you will need are made.. 


soles and a wide range of heels. 


BECAUSE of the organization behind the product 

. Meet the personnel and you will understand what 
moons to you. 
BECAUSE of the plant .. . where our “housekeep- 


ing” has qualified us for Factory Mutual Insurance. 


BECAUSE of the service . . . buying, manufactur- 


We are represented in all principal leather centers by men long qualified to serve you properly. 


But again we say it will pay you well to come to Williamsport yourself .. . 


ability by motor or rail from every direction. 
W. D. BYRON 


Hanover, Pa. 


In your travels East, West, North or South stop over at the Byron Tannery at 


& %s( INS ( yk 
WILLIAMSPORT ON THE POTOMAC 












ing, financing, selling, and managing compactly under 
one roof ...no buck passing! Forty to fifty thousand 
feet of leather shipped daily to a long list of satisfied 
customers! 


BECAUSE of high standards of ethics, quality, and 
honor . . . meriting membership in Rice Leaders of 


the World. 









the map shows its easy access 







MARYLAND, INC. 
100 Gold St., New York 


= 
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When writing advertisers please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER, December 21, 1935 


a color noted 
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An Important Nott 


Colored Kid Leather, produced by John REE 


of color. The rich surface is not a veneer { 





and will not pull out. That’s why Evans Kad re 
of the shoe and guarantees a uniform stock§ § 


this uniformity of color and quality fi jc 


TH 


— 
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dthat is 


nth to E: very Retailer 


Ra Evans & Co. is 100% uniform in permanency 
eet for the color goes clear through to the back 
Cif retains its original color throughout the life 
ck Specify Evans Kid and enjoy the benefit of 


ity JOHN R. EVANS & COMPANY, CAMDEN, NEW JERSEY 


1) THE KID WITH A DEFINITE SALES INFLUENCE 


enon 
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end for a sample swatch and prove for yourself 


that there are no faded undertones in Evans Kid 


CREASE IT! Pinch it as tightly as you can! Then spread 
it out. The color is still uniform. 





PULL IT! The leather stretches but the color does not 
fade. 
—- pee ¥ iia PE EO eT POR ty ee oe 





THEN LOOK AT THE SELVAGE! That tells 
the story. The top color is not a veneer — the color is dyed 
clear through the skin. 


HERE’S PROOF IN THE FACTORY!No matter 
how tight Evans Kid is pulled over toe cap or counter, no 
light undertones ever appear. The color is permanent. 


Cones 








When writing advertisers please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER, December 21, 1935 





\ 


Y PROCESS COMPANY 


DERAL STREET, BOSTON, MASS. 


a TLAY 


Lochstitch 
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NORTHWESTERN LEATHER: 


are always in demand by retailers who 
value dependable performance at no 
price premium... In other words 
— they’re SAFE an 
BN ECONOMICAL 


4 
















- 
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THWESTERN LEATHER COMPANY TRUST BOSTON 
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To Manufacturer and Retailer alike, Texoid Sandal 

Strapping presents a fine opportunity to develop additional 
appeal in Sandals. 
New and attractive designs in several color combinations 
are available. A special chemical treatment makes this 
material practically waterproof and gives it outstanding 
durability in wear. Texoid conforms easily to the shape 
of the foot. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Presented 
with Pride! 


Our new Spring Line of fine Sbiccas 
and Welts for women... a line of incom- 


parable value and attractiveness. 


We cant adequately describe the 
unusual touches that make these shoes 
outstanding. But we can show them to 
you! They will be on display at Chicago 
during the National Shoe F air in Rooms 


819 and 820 at the Palmer House. 


C.P. FORD & CoO, Inc. 


ROCHESTER, N. Y. 
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after long experiment and test, 
Cambridge perfects a principle 

e 0 eliminating two basic objections to 
rubber footwear..... and having far reaching 
influences on appearance, construction, and 


foot health. 





The resulting elimination of consumer resistance 
multiplies the dealer's market many times over. 





| This new development will be launched in the 
Cambridge spring and summer line, where its revo- 
lutionary character will be immediately apparent. 


This year—to wait for the Cambridge salesman 
will mean far more than ever before. 





DAS Gk CRS) CP a 


} 
"GE pypgen® 





RUBBER COMPANY 


f CAMBRIDGE: BOSTON: CHICAGO » NEW YORK - ST. PAUL 


48 MAIN 317 W. MONROE 25 OUAN BROADWAY AND 
STREET AVENUE STREET TREET PRINCE STS, 








ALERS'’ COOPERATION HAS MADE 


history one of origination and pioneering in rubber footwear styling 


and construction ..... 


a succession of Cambridge improvements have 


constantly expanded the market and profit for Cambridge dealers... .. 


and caused continual betterment in style, serviceability and salability 


of all rubber footwear. 


HERE IS THE RECORD... 


RADIO 
BOOT 


originated 


1921 


Rubber surface— 
Astrakan cuff — 
Swept the coun- 
try. 


FUR TRIM 
originated 


1929 


and continu- 
ously promoted 
by Cambridge. 


VULTEX MESH 
SANDAL 


1933 


The first long 

wearing shape 
pb a thd, thor- 
oughly satisfac- 
tory mesh. Still 
the leader. 


RAYN BOOT 


originated 


1924 


” tie height, aon 


novelty style trend. 


LACE TIE 


originated 


1933 


Met dealer and 
consumer demand 
for perfect ad- 
justability to dif- 
ferent ankles and 
insteps. 


AIR-O-FLOW 
VENTILATION 
1933 


The first impor- 
tant step toward 
healthy, su- 
per - comfort- 
able, sum- 
summer 

foot- 

wear. 


RAYNSHU 
originated 


1926 


Continuing ligh 
weight trend vith 
rubber surface. 1926 
list $1.95 — now 
$0.92. 


SPIRALSHU 


originated 
1933 


Dealers report first 
successful no-fastener 
type. 


CAMBRIDGE 
HEEL PROTECTOR 
1935 


Simple, practical 
prevention of 
ance heels punch- 
ing through 
gaiter heels. 
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“What To Do” at the National Shoe Fair 


Chicago. 


OPERATING EXPENSES IN 1935 
Bring These Figures to the Fair 

Pay roll .. $——__—_ 
Advertising 
Interest . 
Taxes .. 
Heat, light, power 
Insurance 
Fixture depreciation 
Bad debts . 
Other expenses ....... 

Total expenses .. 
Operating loss or profit. 
Discount and other income... 

Final net profit or loss... .. . 


Increase or Decrease ($) 1934 to 1935 


Sales 

Expense . 

Sock .... ers aa ak 
Stock turn (times per year)... 
Sales per full time person........... 
Hosiery sales (per cent of total sales). . 


A UNIFIED market fair with nearly 700 lines spread 
is obviously good hunting ground for the merchant 
who wants goods to sell and profits to make in 1936. 
The more he sees, the more carefully he selects for 
industry is putting its best foot foremost. So the 
No. 1 thing is to book orders for early Easter, April 
12, and the Spring and Summer season, and to sign 
up on those franchises that mean good promotion of 
good shoes in the years to come. 

Arriving on Sunday (remember Convention R.R. 
rates save money), the thing to do is to see all you 
can see and talk all you can talk for there is no ofh- 
cial program on that day. 

After a “sample-room” morning, one must not fail 
to see General Hugh S. Johnson in action at the 
Monday Luncheon Meeting. If part of his dynamic 
vigor could be captured by the merchant, it would be 
tonic to every business, everywhere. Telling the 
boys back home the story of the convention with such 
forceful language in the year 1936 is “off to a profit- 
able start.” 


Reserve for the afternoon consultation with the 


Jan. 6-7-8-9 


business specialists from the School of Commerce, 
Northwestern University—that is, providing you bring 
your operating figures (as per the chart shown at left 
on this page). These men will tell you whether 
you are in line with operators of stores your size, 
elsewhere. It will indicate how you can keep your ex- 
penses smaller than your cash register intake. These 
men are trouble-shooters and their consultation ser- 
vice is free. You can bring them your intimate prob- 
lems of retail merchandising, store management and 
marketing. Their clinic hours are from 9.30 to 12 
noon, 2.30 to 5 P. M.—Monday, Tuesday and Wednes- 
day. If you come prepared with your figures, they 
stand ready to give you confidential advice. 

On Monday, at or about 5 o’clock, I’'d be tempted 
to mix and mingle with the merchants and shoe men 
at the National Shoe Fair Club. Then I'd plan to 
go to dinner with some shoe merchant who has a 
store about the same size as mine—to get the benefi: 
of exchange of ideas. So when 8 o’clock comes around 
I'd be ready to join in the Silver Jubilee meeting o! 
the National Shoe Retailers Association and listen to 
Dr. David R. Craig, to discover how the Social Se- 
curity Act affected my business and just what records 
[ need to keep of hours’, days’ and weeks’ work of 
each man. A flash of fashion would then come to me 
from Miss Marion Palmer, who has a happy faculty 
of discussing fashion sales training for selling extra 
pairs of shoes. To then listen to M. A. Mittelman, a 
young man who rose from the fitting stool to president 
of the N.S.R.A. in twenty years, would be listening 
to the voice of experience in a big practical way. 

To all of these meetings I think I’d carry with me 
the portfolio of progressive retail ideas and promo- 
tions that was given to me when I registered, so that 
I could put therein those additional notes obtainable 
by contact during the first busy day. 

For Tuesday, after a morning spent in buying, | 
think I would let nothing interfere with my attending 
the luncheon meeting, to hear Frank C. Rand deliver 
his message on retailing for the new year of changing 
shoe prices. I do believe that I would learn much 
from him as to how to sell better shoes and more 
shoes. A willing ear to listen to Miss Julia Coburn, 
who makes a forecast of Spring fashions for women. 

Perhaps I’d play a part with the Jury of Style that 
picks up the judgments of fashion values in footwear 
at the end of this noon-day luncheon. [’d want to 
meet every one of the jury as follows: A. L. Sanger 

[TURN TO PAGE 270, PLEAS!:] 
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W/ Vu BE SEEIN' You . 











BOOT AND SHOE RECORDER, December 21, 












AT THE CONVENTION 
IN ROOMS 528-530 
AT THE MORRISON, 
AND YOU'RE GOING 

TO BE WELL PLEASED 
WITH THE NEW SPRING 
SETUP IN POLL-PARROT 








1935 
















| SHOES | 


The new line of Poll Parrot shoes 
for the Spring of '36 far outshines 
any previous line of boys’ and 
girls’, misses’ and children’s shoes 
that ever bore this famous name. 
Be sure to see them. 








ROBERTS, JOHNSONS RAND 


Branch of international Shee CoS 


ST. LOUIS, MO. 
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No.6600 The Trim-Tred Broadway. 
of gray suede and kid, all-over white. 





No. 4123 The Tipton. a Trim-Tred 
Elite of two-tone kid, all-over white. 


No. 6603 The Athena, a 
Trim-Tred sabot strap of 
patent, blue kid, all white. 





No. 2162 A brown calf semi-raglan 
blucher from the new Townish line 





No. 7015 The Nobby, the wide strap 
tongue pump of sand suede and taupe 
kid, all-over gray suede, all-over white. 


No.1990 An Uptown style 
of genuine white buckskin. 
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(Convention Report 


PROGRESS 


& oe 7 y | The number of retail outlets 


\ " : gp : \ | 
| é —_— | 7 “reased 90% during 1935 


Pon's Spend 
Your Life 


“two feel {um [rcayeypestess” 


Selling Naturalizer Shoes in. 


| 


A carload of claims cannot speak as persua- 
ON DISPLAY sively in behalf of Naturalizer Shoes as thistell-tale 
at the > , ‘ 

NATIONAL SHOE FAIR sane 1934 Naturalizer outlets increased their orders 
icicitedin Meta’: Racne 960, in 1935 an average of 21%. Backed by national ad- 
ee eee ee ow OO SOS vertising in women's magazines, and dramatized 
* spot announcements on 34 radio stations, Natur- 
alizers are maintaining their pace as America’s 

MOST STYLES | _ | 
$hy/ * Fastest growing line of arch-type shoes. The Spring 
line, with particular emphasis on spectator sports, 

Slightly Higher, Denver West 1 1 hi N 

More Than 60 Styles rises to a new level of ac ovement Ow, mare 
In Stock than ever, it's time you looked into Naturalizers. 


BLUE RIBBON SHOEMAKERS « SAINT LOUIS 
> New York Office: Marbridge Building 
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SHOES 
FOR WOMEN 


Accept this cordial invitation to view 
our exquisite models for Spring. 


The Fed wr Compa my 


» 
we AH eee 


“SS oa >>. 
* 








Shoes that 
allure these 
disarming 
women:--: 








Without forgetting for one moment our respon- 
sibility of maintaining the consistent quality 
for which our factory is known, we have given 
more than usual of our time, effort and money 
to the style factor in building the spring line 
of Tweedies. We, as well as our salesmen, pre: 
sent it with a great deal of pride and with a 
sincere conviction that it literally will allure 


these disarming women of today. + <« 





If you seek the trade of the sophisticated wom: 
an who knows her fashion, but who is also 
thrifty, you will find the answer in the new 
spring line of Tweedies, Tweedie Footwear Cor- 
poration, Jefferson City, Missouri. Shoemakers 


since 1874. x x x % 


g 


Y | FOOTWEAR 








ur respon: 
nt quality 
lave given 
ind money 
pring line 
smen, pre: 
nd with a 
will allure 


x 4 


ated wom: 
ho is also 
n the new 
twear Cor- 
1oemakers 


"7 % 


OT since the Milwaukee Show of 1921 have such elaborate plans 
N been made by the St. Louis Market for a gathering of shoe retailers. 
On January 5, 1936, St. Louis with its ''Shoes That Sell'’ will move 

in on the Morrison Hotel at Chicago, including its ‘Hospitality Tower," 
with fifty-two lines of shoes for every purse and purpose. Believe it or not, 
St. Louis is bringing 20,000 samples to Chicago and plenty of merchan- 


dising possibilities for Spring are wrapped up in these samples. Ten entire 


floors of the Morrison Hotel will be required to house St. Louis. 


In the March of Progress, many new and outstanding developments in 
shoemaking and shoe merchandising have come out of St. Louis during 
1935. To mention but a few, Winthrop's Theme Shoe idea, Brown's Air- 
Step, Johnson, Stephens & Shinkle's Rhythm Step, Brauer Brothers’ Free- 
Step, International's Conformal Shoe, and Central's Perfect-Eze. 


During the year, Brauer Brothers, Johnson, Stephens & Shinkle and 
Peters joined the ranks of national advertisers. Vitality, Queen Quality 
and Blue Ribbon increased their advertising schedules, and, with the turn 
of the year, Brown will go national on Air Step advertising. Boyd-Welsh 
is making plans in the same direction on Peacock shoes. 


The new Spring lines seem to include everything in the way of color, 
materials and pattern types. It is interesting to note that more new wood 


is making its appearance than for many seasons past. 
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W? have developed the square toe-heel mode to its 
highest degree. Two new lasts, one on a 14/8 
heel, another on a 20/8 heel, have been added. Care- 
fully fitted patterns play no small part in carrying out 
the ‘‘square toe” motif. 


WO other new and smart lasts, recently adopted, are 
meeting with much enthusiasm because they bring 
out the daring lines in our new spring patterns. 
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display you must see 


N the operation of our factory we constantly keep one 
thought uppermost in our minds, namely: “It takes 
quality to retail shoes at a profit.” We have, therefore, 
set up rigid quality standards which prove costly in peri- 
ods known as depressions. But today we are more than 
ever convinced that our policy of sticking to such high 
standards is sound, for we have recently experienced an 
increase in business far in excess of the general improve- 
ment resulting from the greater purchasing power of the 
consumer. In short, our quality policy has been discov- 


ered and wholly justified. 


Still, in our type of footwear, we know that style or cye 
appeal is a dominant factor. If you want to get a real 
breath of spring, just have a look at our new line. In 
fact you can’t possibly make your visit to Chicago com- 
plete without seeing it. Fast patterns—fine quality. 


WOLFF e TOBER SHOE MFG. CO. 
ST. LOUIS MISSOURI 





3659 TO $750 





“IT TAKES QUALITY TO RETAIL 


60l- 


me 605-632-634 


SHOES AT A PROFIT” 








When writing advertisers please mention Boot and Shoe Recorder 





pOoOT AND SHOE RECORDER, December 21, 1935 _ Page 125 








FINE SHOES FOR 
MEN AND WOMEN 


ee 


“Foot Fashions'' for 
Spring of '36 have hit 


P one , 
a new top in smart styl- 


takes . . 
ing. The new lines com- 
efore, 


peri- 
than 
high types. Never before 


ed an THE NATION'S have we offered you 


greater profit-making 


“ie FOREMOST JUVENILE LINE eedntttian: Hed 


member, our quality is 


"Red Goose" shoes step into 1936 with the the best for the money. 


This means consumer 


pletely cover the entire 


range of readily salable 


ISCOV- 


yr eye cleverest array of tricky little patterns yet 


|! 
1 real ai 


presented. If you handle juvenile shoes you 


pa 
: can't afford to miss seeing this line. Leading 

















com- 





department stores and better type shoe O 
HN 


stores in all parts of the country feature 


"Red Goose" shoes—profitably. Display 


« « « 
MORRISON 
To boys and girls everywhere, ''Red Goose" HOTEL 


shoes are ROOMS 3 99 
“Half the Funof Having Feet” 330 


FRIEDMAN-SHELBY 
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roONNANT S 


Newest and Smartest 


Line of 
"> ona @ 
Retailers 


will be displayed during the 
First National Shoe Fair 
CHICAGO 
JANUARY 6th to 10th 


at 


MORRISON 


HOTEL 


Rooms 1037, 1038, 1039, 1040 


These men will greet you 
A. L. Lay 
John Flautt 
W. A. Howard 


PENNANT 


SHOE COMPANY 


Wyatt Virgilio 


Caroll Renner 


Division of International Shoe Co. 


ST. LOUIS 


MISSOURI 




















BOOT AND SHOE RECORDER, December 21, 1935 


ST. LOUIS EXHIBITORS 


Hotel Morrison, Chicago. 
January 6, 7, 8, 9, 1936 





AIR STEP SHOES 
Room No. 930 
BELLEVILLE SHOE MANUFACTURING COMPAN 
Room No. 672 
BOYD-WELSH, INC. 
Room Nos. 601-620-622-624-626 
BRAUER BROTHERS SHOE COMPANY 
Room Nos. 850-852-854-856 
BROWN SHOE COMPANY 
Room Nos. 628-630 
BUSTER BROWN SHOES 
Room No. 931 
BLUE RIBBON SHOEMAKERS 
Room Nos. 949-950-95 | -952-953 954-955-956 
CARMO SHOE MANUFACTURING COMPANY 
Room Nos. 720-722-724-726-786-787 
CENTRAL SHOE COMPANY 
Room No. 436 
COLLINS-MORRIS SHOE COMPANY 
Room Nos. 927-928-929 
CONFORMAL FOOTWEAR COMPANY 
Room No. 449 
DOROTHY DODD SHOE COMPANY 
Room Nos. 538-539-540 
FASHION FLEX SHOES 
Room No. 605 
FASHION-PLATE SHOES 
Room Nos. 801-828-829-830-832-834-838 
FANCHON STYLED SHOES 
Room No. 831 
FOREST PARK SHOE COMPANY 
Parlor B and Room Nos. 788-789-790 
FREE STEP SHOES 
Room Nos. 714-768 
FRIEDMAN-SHELBY SHOE COMPANY 
Room Nos. 329-330 
GOLD STANDARD FOOTWEAR 
Room No. 436 
HAMILTON-BROWN SHOE COMPANY 
Room No. 728 
INDEPENDENT SHOE MANUFACTURERS 
Room Nos. 729-730 
JEFFERSON SHOE COMPANY 
Room Nos. 1027-1028-1029-1030 
JOHANSEN BROTHERS SHOE COMPANY 
Room Nos. 614-647-649-65 | -653-655 
JOHNSON, STEPHENS & SHINKLE 
Room Nos. 801-825-826-827-828-829-830-83 | -832- 
833-834-835-836-837-838-839-840 
JUVENILE SHOE CORPORATION 
Room Nos. 337-340 
KANE, DUNHAM & KRAUS 
Room Nos. 606-636-637 
[TURN TO PAGE 128, PLEASE] 








|-832- 


LE ASE} 


pOoOT AND SHOE RECORDER, December 21, 


1935 


Page 127 


iO] am CO) 0) a -icie] 33 ae-17.¥- fe]. 
IN MEN’S SPORTS 


with Unbef/ 


IN STOCK 
TO RETAIL AT $4 and $5 


U579 — White Reverse 


Blucher 


Maroon 


U5S0O- 


U535 


Sandal. 


US37T 


U539 


u750, — 


Oxford 24 Iron 
Crepe Sole. 


Same in Brown. 


Same in Grey. 


White Elk Zephyr 


In Black Calf. 


In Brown Calf. 


White Nubuek 


Ventilated Oxford. 


U745—White Ivory Lace 


Oxford. 


Early orders—always a dependable bar- 
ometer—forecast another forward stride 
for United as thousands of retailers ex- 
press their enthusiasm for the new Spring 
line with larger orders for early delivery. 


Why not give your men’s department the 
break it deserves and “Go United in ’36.” 
Break down sales resistance by having the 
styles and values that modern men want, 
when they want them and at the price they 
will pay. Then watch the quick pick-up 


in your volume and turnover. 


And remember—lIn addition to our large 
and complete floor stock, United is part of 
a great manufacturing organization with 
unlimited facilities for building to your 
specifications. Write for our in-stock cata- 
log and tell us when you want to see the 
complete line. 


Get “in the money” in men’s shoes 
“Go United in ’36” 








edwin Shoes 


/CTHEY WIN YOUR FEET"/ 














UNITED SHOE MFG. CO. 


MEN'S SPECIALTY DIVISION 
BROWN SHOE CO. ST. LOUIS 


Plin Vow 


TO SEE 


UNITED SHOES 


9,°o 
9,7@ Ms 
° 9 


% 
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Sunlight 
— A@uelties 


dedicated to the smarter merchant 
who does not care about handling 
‘“Musical Comedy"’ Shoes in Nine- 
teen Thirty-Six. 


We are successful, because we con- 
centrate our efforts on building 
Alluring Style Shoes in lower heel 
types, of the sixteen and seventeen 
eighths heel heights. And after 
all, Mr. Merchant, these are the 
types of shoes on which you do 
your volume They also 
enable you to pay your bills. 


Whether you contemplate increas- 
ing your $4.00 and $5.00 shoe 
business this coming season or not, 
we invite you to inspect our dis- 


SUNLIGHT NOVELTIES 


MORRISON HOTEL 
rooms 729, 730 


These men will welcome you 


Bud Gerland 
Alanson C. Brown, Jr. 


Roland Lips 
Clarence A. Dean 


Independent Jhoe Manutacturerr 


1140 Washington Ave We~” Luir Mirrouri 
Cx an HD 
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ST. LOUIS EXHIBITORS 


[CONTINUED FROM PAGE 126] 


METROPOLITAN SHOE CORPORATION 
Room No. 727 


MILIUS SHOE COMPANY 
Room Nos. 508-510-541-543-545 


MOULTON-BARTLEY, INC. 
Room Nos. 664-666-668-670-688 


MOUND CITY SHOE COMPANY 
Parlor A 


PARAMOUNT SHOE MANUFACTURING COMPANY 
Room Nos. 732-733-734-735-736-737-738-739-740 


PARADISE SHOES 
Room Nos. 849-851 -853-855 


PEACOCK SHOES 
Room No. 620 


PENNANT SHOE COMPANY 
Room Nos. 1037-1038-1039-1040 


THE PEDIGO COMPANY 
Room Nos. 331-608-610-641-643-645 


PEDWIN SHOES 
Room No. 938 


PETERS SHOE COMPANY 
Room Nos. 427-429 


POLL-PARROT SHOES 
Room No. 528 


QUEEN QUALITY SHOE COMPANY 
Room Nos. 538-539-540 


RED GOOSE SHOES 
Room No. 330 


RICE-O'NEILL SHOE COMPANY 
Room Nos. 747-749-751 -753-755-764-766 


RHYTHM STEP SHOES 
Room Nos. 825-826-827-833-835-836-837-839-840 


ROBERTS, JOHNSON & RAND 
Room Nos. 528-530 


ST. LOUIS SHOE MANUFACTURERS ASSOCIATION 
Room No. 819 


SAMUELS SHOE COMPANY 
Room Nos. 501-505-506-532-534-536 


TWEEDIE FOOTWEAR CORPORATION 
Room Nos. 708-710-741-743-745 


UNITED SHOE MANUFACTURING COMPANY 
Room Nos. 938-939-940 


VALLEY SHOE CORPORATION 
Room Nos. 520-522-524-526 


VITALITY SHOE COMPANY 
Room Nos. 402-424-426-432 


WASHINGTON SHOE COMPANY 
Room No. 606 


WEATHER-BIRD SHOES 
Room No. 427 


WINTHROP SHOE COMPANY 
Room No. 434 


WOLFF-TOBER SHOE COMPANY 
Room Nos. 605-632-634 


WOHL SHOE COMPANY 
Parlor C 
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SBICCA RETAILERS 


ang *8 cI. 
: f oxdome) ™ to te Ce 
aa cE Ss ¥, R ” New Yor, 7 
LUMBy. 


PRO 
CARMO 


ON DISPLAY /  ™ 
MORRISON HOTEL / Se Sm SA oo es 

724, 726, 786, 78 —aceraee a «= RETAILERS FROM 

» COAST TO COAST 

/ ARE SAYING THE 

SAME THING 

ABOUT MELOFLEX 

AND FLEXTONE 


“Be SHOES FOR WOMEN 


CARMO SHOE MANUFACTURING Company 


CARTHAGE, MISSOURI Se / 
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Al 
WILL MAKE MORI 


THE REVOLUTIONARY SHOE THAT THE SHOE THAT MORE THAN FULFILLED 
STOLE THE SPOTLIGHT IN 1935 SENSATIONAL PREDICTIONS...WILL BE 


3105 qaisun> 





Put Air Step First On Your List of Spring Lines to See at the 


NATIONAL SHOE FAIR 


On Display at Hotel Morrisos, 
Rooms 628 « 630 « 930 ~ 93 


- 





MHHISTORY IN 1936 | 


co PBACKED BY POWERFUL NATIONAL ADVERTISING 


—_ 


Now, more than ever, Air Step is the 
one outstanding profit opportunity for 
1936. The eyes and interest of mil- 
lions of women will be focused on 
Air Step advertising in the Ladies’ 
Home Journal, Good Housekeeping, 
True Story, Vogue and Harper’s 
Bazaar. It’s the type of advertising 
that will make every woman reader 
curious to see, try on and buy this 
shoe that turns hard sidewalks into 
soft carpets and makes every other 
shoe in her wardrobe out-of-date. 
America’s ‘‘Most Modern Shoe’”’ is 
priced to yield a worthwhile mark- 


up at $5.50. 


Wow Sr0¢ Gouge 


MANUFACTURERS. ¢ SAINT LOUIS 
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EIGHTH FLOOR MORRISON 
HOTEL SCENE OF SENSATIONAL 
NEW PLANS 


During National Shoe 
Fair Week in Chicago 


JANUARY 
6-7-8-9 


AMAZING NEW SHOE 

SELLING DEVELOPMENTS 

WILL BE PRESENTED FOR 
THE FIRST TIME! 





co om on oy gu #8 we ah BE a? in 
oe ee oe Fe Gf fn 8 aati 
=s se @ oe 8 Oe ee 

on we 








. a: mae me a te ae ee 
= 
se 8 ee ee ae ee oe oe ee 
— ee 





YOU SAID IT! O many new plans, so 


SAY, a 39 go My THESE MERCHANDISING many new merchandising 
THIS LOO PLANS SHOULD ATTRACT advances and so many new 
LIKE THE EVERY SMART SHOE style developments are taking 


WHOLE SHOW MAN IN THE place in the Johnson, Steph- 
TO 1 eal ! ens & Shinkle lines that we've 
ME! iawn COUNTRY : had to take nearly the entire 
: M © eighth floor to show you! It’s not just another 
“fashion show”... but the unfolding of new 
ideas of major importance to every shoe re- 
tailer in the country! Make a note now to visit 
the eighth floor the very first day . . . for the 
start of a sensationally different, four-day shoe 
program that you certainly wouldn’t want to 
miss! 


a 


th Wt 


SSS 


wh HOE 


atl 


You Are Invited to Attend ... by 
the Makers of 


Fanchon 


= eo Jtyled 


JOHNSON, STEPHENS & SHINKLE SHOE CO. . . . St. Louis, Mo. 


— 


, 
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E. J. HOPKINS 


. | Peters Shoe Company 
A. E. FARRAR President W. S. MILIUS 


Friedman-Shelby Shoe Co. Milius Shoe Company 
2nd Vice-President fcr, Ist Vice-President 


A. M. BURTON A. G. WHITE 
Secretary Brown Shoe Company 


Treasurer 


ST. LOUIS SHOE MANUFACTURERS ASSOCIATION 
a working model 


re St. Louis Shoe Manufacturers Association is made up of 38 shoe manufacturers located in 
St. Louis and its adjacent territory. It maintains a permanent office and a full-time paid 
secretary. This office is a clearing house for all matters pertaining to the general welfare of 
the St. Louis shoe industry such as legislation, employment, quality standards, labor relations, 
factory costs and convention exhibits. 

President E. J. Hopkins states that nowhere will one find a group of manufacturers so com- 
pletely co-operative in handling the problems affecting its market. Last Spring when initial plans 
were being made for the National Shoe Fair, one of the first questions to come up was "What 
is St. Louis going to do?'' Such a question reflects the united front of the market and the good 
work done by the association representing it. 

On behalf of St. Louis, President Hopkins extends a cordial invitation to every shoe man to at- 
tend the National Shoe Fair. 





NATIONAILBp 
TO HELP YOU 


PETERS 
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‘Tll meet you at Chicago 
--in Perfect-Eze’ 





(Remember—this is a Date) 





JANUARY 
7 1936 
Tuesday 


Memo 











HE guards her loveliness, with every step, 

in Perfect Eze—the comfort shoe that leads 
the style parade! Perfect Eze, the one 
comfort-shoe with Beauty for its theme. The 
one comfort-shoe that doesn’t ‘‘date’’ a ma- 
tron because misses preferthem x... the soft yielding 
too! To Perfect Eze women construction of ‘the in- 
come for comfort and stay for  jisitic Herfsct Eze sole: 
style. Get your share of this _ ivits gat sevemente 
double-barreled business for “" "”* 


1936. 


CENTRAL SHOE COMPANY » ST. LOUIS 
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1935 


dd 


lesmen in Attendance at 
National Shoe Fair 


H. LOGAN 


E. PHILLIPS 


INTER 


W. B. JOHNSON 
E. H. BICKEL 


Forest Park offers a complete coverage in street 
and dress McKays...a wide assortment of popu- 
lar, fast selling sport Welts. Nowhere will you 
find a more complete selection of lasts, patterns, 
materials and heels. 


‘If you are desirous of building an outstanding 


four-dollar department, Forest Park has a well 
developed and fully tested merchandising plan 
that will interest you. 


You can make money with these shoes and you 
will save time by inspecting them while attend- 
ing the National Shoe Fair. 


Sportwear 
At the 


NATIONAL SHOE FAIR 


Vv 


On display 


MORRISON 
HOTEL 


Parlor B 


ROOMS 
788 — 789 — 790 





DIVISION OF BROWN SHOE COMPANY 
ST. LOUIS, MO. 





sparsity Vogy,. 


IWIL aA 


e 
e 


o~ 
- 
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RETAILERS 
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NATIONAL SHOE FAIR, CHICAGO, JANUARY 6, 7, 8, 9 


n Ly , Adv, Li of % 
that catches the eyes of the public 


Five of the country’s leading magazines with a com- 
bined circulation into 7,500,000 homes will continue 
to present Vitality’s message to the shoe buying public. 
This intensive advertising in Vogue, Ladtes’ Home Jour- 
nal, McCall’s, Good Housekeeping, and Photoplay is di- 
rected at the heart of the buying public in our grades 
— reaching one out of every four homes in the nation. 
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HOTEL MORRISON — ROOMS 402..424..426.. 432 


HE VITALITY LINES FOR SPRING are aggres- 
oT eet styled to an exacting consumer demand. 
They are replete with selling types of shoes available 
from a central In-Stock Department in a wide range 
of widths and sizes. 

Quality is represented in every part of their make-up, 
for quality, after all, is an important item of considera- 
tion with the consuming public and a major con- 
sideration, therefore, with merchants who are building 
permanently. 

Profit, also, is available for our dealers. The modern 

CHILDREN’S 

Complete width and sizes 


to retail at $2.25 to $5 
Priced according to size 


VI 


WOMEN’S 
AAAAA to EEE ¢ Sizes 2 to 11 
to retail at $6 and $6.75 














demands of the public are exacting in fit and variety 
of style, necessitating that merchants have many shoes 
in their stocks. And these must be acceptable to the 
consumer with a substantial profit added. 


Our national advertising creates with the consumer an 
association in our shoes with a definite standard of 
quality. That’s why Vitality Shoes are quick and profit- 
able sellers over the entire country. We shall be de- 
lighted to have you visit our displays. 

VITALITY SHOE COMPANY « ST. LOUIS, MO. 


Branch of International Shoe Company 


BOYS’ 
AtoE e Sizes 1to6 
to retail at $4 and $4.50 


MEN’S 
AAA to G e Sizes 5 to 14 
to retail at $5.50, $6, $6.75 


ITY 














VITALITY GROWING GIRLS’ AND THRIFT GRADE SHOES FOR WOMEN $5.50 
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TABLE III 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF MEN'S SHOES 


(000 Omitted) 

Population Production Consump- Produc- 

Males Men's Estimated tion per tion per 

15 & Over Shoes Consumption Capita Capita 
1921 37,612 69,544 64,374 1.71 1.85 
1922 38,304 95,112 80,474 2.10 2.48 
1923 38,994 104,215 96,562 2.48 2.67 
1924 39,683 88,236 93,763 2.36 2.22 
1925 40,379 90,180 86,613 2.15 2.23 
1926 41,072 89,917 87,569 2.13 2.19 
1927 41,774 95,395 90,320 2.16 2.28 
1928 42,472 91,120 91,592 2.16 2.15 
1929 43,177 95,013 91,573 2.12 2.20 
1930 44,028 77,406 85,381 1.94 1.76 
1931 44,492 78,268 77,559 1.74 1.76 
1932 44,898 74,976 76,497 1.70 1.67 
1933 45,375 88,857 81,854 1.80 1.96 
1934 45,829 91,419 90,019 1.96 1.99 
1935 46,277 94,536 92,829 2.01 2.04 








expansion in per capita demand. Population in this 
age group is increasing at such a small rate that to 
all intents and purposes it is stationary. 

In part, the low level of per capita demand for 
misses’ and children’s shoes is traceable to the greater 
use of women’s shoes by girls under 15 years of age. 
This, of course, has helped to increase the consumption 
of women’s shoes. Nevertheless, style factors or other 
influences will have to be brought into this market 
to a greater extent than at present if demand is ever 
to rise above the low levels witnessed in recent years. 

The importance of this decline in per capita demand 
may be seen more readily if it is translated into actual 
pairs. If, in 1935, per capita demand had been only 
as high as it was in 1929, the consumption of misses’ 
and children’s shoes would have amounted to about 








TABLE IV 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF MISSES' AND CHILDREN'S SHOES 


(000 Omitted) 

Population Production Consump- Produc- 

Females Misses’ Estimated tion per tion per 

5 to 14 Shoes Consumption Capita Capita 
1921 11,062 35,066 33,053 2.99 3.17 
1922 11,202 39,442 36,016 3.22 3.52 
1923 11,337 40,136 37,958 3.35 3.54 
1924 11,467 35,694 36,437 3.18 3.11 
1925 11,594 38,691 35,741 3.08 3.34 
1926 11,715 38,577 37,570 3.21 3.29 
1927 11,835 39,650 38,023 3.21 3.35 
1928 11,948 37,136 37,794 3.16 3.11 
1929 12,058 39,927 37,961 3.15 3.31 
1930 12,208 32,037 35,727 2.93 2.62 
1931 12,246 34,308 33,044 2.70 2.80 
1932 12,270 33,600 33,914 2.76 2.74 
1933 12,305 33,180 33,345 2.71 2.70 
1934 12,339 34,520 33,869 2.74 2.80 
1935 12,370 35,785 35,199 2.85 2.89 

















1935 


GREATEST SHOE PRODUCTION YEAR 


[ CONTINUED FROM PAGE 94] 





39 million pairs or 4 million more than were actually 
consumed. 

Although current demand is still low in comparison 
with pre-depression years, it must not be overlooked 


that a decided recovery did take place in 1935. 


BOYS’ AND YOUTHS’ SHOES 


Since 1928 per capita demand for boys’ shoes slid 
steadily downward with the result that 1935 per capita 
demand was 281% per cent less than in 1928. In terms 
of shoe replacement this means that whereas in 1928 
the per capita purchases of boys’ shoes were made 
about every six months, they are now made approxi- 
mately every nine months. 

This does not mean that the average boy gets 
that much more wear out of a pair of shoes be- 
cause of some intrinsic improvement in quality, 
but that he is getting more wear because he is 
using something else besides leather shoes. It is 
apparent that boys are wearing canvas rubber 
soled shoes to a greater and greater extent not 
only in their play, but also as regular items of 
footwear. 

Unless some concerted action is taken to prevent 
further inroads of these substitutes for leather shoes, 
the boys’ shoe industry will find its market decreased 
even more than it has been. Educational work stress- 
ing health and general physical well-being has already 
been started by the leather industry. This important 
work could well use the cooperation of the shoe in- 
dustry. It is only necessary to point out the size of 
the loss to the shoe industry because of these substitute 
shoes to prove the value of such a campaign. In 1935 
there were about 1,300,000 fewer pairs of boys’ shoes 
consumed than in 1934. Assuming an average factory 
value per pair of only $1.30 (the 1933 factory value 
per pair was $1.33), this drop in consumption has 
meant a loss in business in one year of $1,690,000. 

Considering the fact that population in this age 
group is now practically stationary, the only possibility 
the boys’ shoe industry has for increasing its volume 
is to find some way of stimulating per capita demand. 
Unless some steps are taken, the consumption of boys’ 
shoes will undoubtedly continue to decline to even a 
lower level than was witnessed in 1935, and consump- 
tion in 1935 was lower than in any year since records 
were first kept in 1921. 


INFANTS’ SHOES 


It is estimated that consumption of infants’ shoes 
rose from 18,515,000 pairs in 1934 to 19,930,000 pairs 
in 1935. This increase is all the more satisfactory in 
view of the fact that this population age group was 
[TURN TO PAGE 144, PLEASE | 
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Shoes that click like the roll of a “Natural’’ 


Paramount Styles have chalked up a 
No 


matter in what direction the style trend 


high record as shoes that click. 


moves you'll find the smartest and 
most saleable pattern interpretations in 
the Paramount line. 


SHOE 
St. 


PARAMOUNT 
4164 Chippewa 


RAMOUYT 
Sme SHOES 
Look for 

this Label 


MANUFACTURING 


The retailing of fast style shoes is a gamble 
at best; smart merchants know it. That’s why 
they put their money on lines that set the 
pace in actual sales performance. Paramount 
Styles for spring are chuck full of new and 
clever pattern variations; the very touches 


that make them the shoes that click. 


COMPANY 
Mo. 


Saint Louis, 
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( 
Special Display at the National Shoe Fair 


Chicago, Jan. 6-9, MORRISON HOTEL 
Rooms 731-732-733-734-735-736-737-738-739-740 
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“Character”’ 


is only formed 
through a man’s 
conscious present- 
ation of himself— 
that in which his 
self-satisfaction is 


to be found. 


“Shoes” 


of character are a 
tradition with 
HAMILTON, 
BROWN SHOE 
COMPANY. 


You are cordially invited to visit our 
Display Room during the Convention 


in Chicago January 5, 6,7, 8, 9. 


MORRISON HOTEL 
Room 728 


HAMILTON, BROWN 
SHOE COMPANY 


1140 WASHINGTON AVE. _ ST. LOUIS, MO. 
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Los Angeles Men's Store 
Among the Nation's Finest 
By J. EDWARD TUFFT 


LOS ANGELES now claims one of the very finest 
men’s shoe stores in America as the result of a mod. 
ernization job recently completed at the Florsheim 
shop at 626 S. Broadway. The shop is the beginning 
of a campaign of modernization by Florsheim in all 
Los Angeles shops, a second one at 708 S. Broadway, 
and another at 611 S. Hill Street, both being under 
process of modernization. 

The ultra-modern idea has not been used in mat- 
ters of design. The entire interior is lined with wal. 
nut, beautifully stained and carefully selected. he 
cove type ceiling has been brought down to a heizht 
of 12 feet and 2 inches as compared with the lofty 
ceiling prior to modernization. The new lower ceiling 
accentuates the club effect sought. The chairs are in 
walnut, matching the walnut interior of the room, 
and are upholstered in leather in the natural, the 
light tone of this leather showing up in attractive 
contrast. 

Hallophane lights embedded in the dome of the 
cove ceiling give a daylight effect at all times. The 
carpeting is pebble weave in a cinnamon shade. The 
hosiery table is round, centrally placed and lighted 
with a table lamp of classic design. Offices are lo- 
cated on the mezzanine floor, and the stock rooms 
are at the rear. 

The shop is perfectly air conditioned and com. 
fortable temperatures with rapid change of air are 
maintained at all times. 


Showcase Type Windows 


An effort has been made to create real showcase 
type display windows. The plate glass is not flush 
with front surface of the building, but sets out 5 inches 
allowing the observer to view the shoes from a closer 
range. The bunkheads are high, the bottom of the 
glass being 30 inches above the sidewalk and the top 
of the glass is low. The entire front of the store has 
been surfaced with green granite to a height of seven 
feet above the glass. The windows have rich wal- 
nut backgrounds. 

The great Lumen-Arc sign, with letters a foot high 
extending across the entire front of the store, is one 
of the most outstanding store front signs in the city 
of Los Angeles. These letters are in true bronze. ‘The 
vestibule entrance has a new terrazza floor. 

C. D. Knoblock, who has been with the company 
for fifteen years, is manager. He believes that the 
modernized shop sets the pace in elegance, com/ort, 
refinement, and superiority of display equipment. 

The shop at 708 S. Broadway when completed will 
be equal in quality, but slightly different in design. 
The shop at 611 S. Hill Street will also be an epoch- 


maker among men’s shoe shops. 











pOOT AND SHOE RECORDER, December 21, 1935 Page 143 





finest 
mod: 


See Our Complete Line of 


nnn > retailers 


in all 


ss during the National Shoe Fair 
under 


January 6, 7, 8 and 9 at the 


niat- 


1 wal- MORRISON HOTEL 


© 
My ROOMS 
lofty 1027, 1028, 1029 and 1030 
- These men will welcome you 
room, A. L. Lay W. A. Howard Lee Johnson 
1, the Marc. Gautier Tom Flautt W. W. Skinner 
‘active 
JEFFERSON SHOE COMPANY 

of by Division of International Shoe Co. 
e ne 
The St. Louis, Mo. 
ighted 








re lo- 
rooms 





Round Toes for Spring 
The Spring will find an increased demand for the STOCKTON N . SOMMER, INC. 


shorter, rounder French vamps. One department store SHOE CARTON WRAPS 


catering especially to the demands of those who want 
“something you won’t meet coming down the street,” 
has built its business on two outstanding lasts . . . these 


PRODUCERS OF MODERN SHOE PACKAGING 





ore two lasts accounting for about 80 per cent of its busi- 
_ flush ness. Quick to respond to the newest whims of its 
inches clientele, this department is playing both square toes 
closer and heels, as well as the shorter, rounder French vamps. 
of . Into complete discard is the long, pointed toe. Volume 
1e top 


is maintained on this type business, and it has proven 
highly successful. 


re has 
seven 











wal. 


+ high BRANDED JOBS 


is one IN ST. LOUIS STANDARD BRANDS 
e city 
| io Specializing in men's, women's and children's jobs, 
i samples and cancellations for special promotions. 
We handle nothing but Saint Louis made shoes 


npany from the better sources. “MAC” MAHANEY “STOCK” SOMMER 
at the 

nt AT A PRICE MORRISON HOTEL 
- M. K. WEIL SHOE COMPANY ROOM 1032 

lesign. 1332 Washington Ave. St. Louis, Mo. We will be happy to see you 


“WHILE IN ST. LOUIS SEE WEIL"' 








epoch- 
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about 214% per cent smaller than in 1934. As a result, 
we find that per capita consumption rose to 1.96 pairs, 
exceeding all previous years of this depression. It is 
important to note that 1935 marked the third succes- 
sive year of increases in per capita consumption. 
Although the 1929 level of 2.06 pairs has not yet 
been reached, it is plain that recovery here is being 
rapidly approached. As may be seen from the accom- 
panying table and chart, the peak years of infants’ 
shoe consumption were 1923 and 1924, when there was 
a consumption of 2.16 and 2.15 pairs per capita, re- 
spectively. It would appear, however, that the high 








TABLE V 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF BOYS' AND YOUTHS' SHOES 


{000 Omitted) 

Population Production Consump- Produc- 

Males Boys’ Estimated tionper tion per 

5 to 14 Shoes Consumption Capita Capita 
1921 11,276 18,462 18,462 1.64 1.64 
1922 11,426 21,632 20,047 1.75 1.89 
1923 11,569 22,239 21,936 1.90 1.92 
1924 11,708 20,274 21,257 1.82 1.73 
1925 11,843 21,021 20,648 1.74 1.77 
1926 11,972 21,111 21,066 1.76 1.76 
1927 12,099 24,229 22,670 1.87 2.00 
1928 12,219 23,032 23,630 1.93 1.88 
1929 12,338 22,993 23,013 1.87 1.86 
1930 12,492 18,530 20,762 1.66 1.48 
1931 12,531 20,047 19,289 1.54 1.60 
1932 12,557 18,100 19,074 1.52 1.44 
1933 12,594 19,944 19,022 1.51 1.58 
1934 12,617 17,348 18,646 1.48 1.37 
1935 12,625 17,386 17,367 1.38 1.38 








consumption level of those two years was somewhat 
abnormal, and probably due, in part, to a reaction 
from the extremely low levels of the two preceding 
years. Perhaps a better measure of normal demand 
for infants’ shoes is the level maintained between 
1925 and 1929 when demand for five years fluctuated 
between 2.05 and 2.07 pairs per capita. 

A return to this level, however, will not be sufficient 
to halt the declining market for infants’ shoes since 
the number of children under five years of age is 
constantly decreasing, and has been doing so since 
1924. A return to a normal level of per capita de- 
mand, therefore, could do little more than to raise 
consumption to about twenty million pairs. Except 
for abnormal periods, this figure probably measures 
the approximate limit to infants’ shoe consumption. 


MISCELLANEOUS TYPES 


The consumption of miscellaneous types of shoes, 
of which slippers make up the largest part, remained 
at about the same level as in 1934. It is interesting 
to note, however, that with these miscellaneous types 
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GREATEST SHOE PRODUCTION YEAR 
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TABLE VI 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF INFANTS' SHOES 


(000 Omitted) 

Population Production Consump- Produc- 

Under Infants’ Estimated tionper tion per 

5 Years Shoes Consumption Capita Capita 
1921 11,671 17,379 17,379 1.49 1.49 
1922 11,724 23,939 20,658 1.76 2.04 
1923 11,776 27,015 25,477 2.16 2.29 
1924 11,807 23,823 25,419 2.15 2.02 
1925 11,804 24,587 24,205 2.05 2.08 
1926 11,788 24,014 24,301 2.06 2.04 
1927 11,729 24,542 24,278 2.07 2.09 
1928 11,666 23,834 24,188 2.07 2.04 
1929 11,562 23,750 23,792 2.06 2.05 
1930 11,481 18,558 21,154 1.84 1.62 
1931 11,265 18,546 18,552 1.65 1.65 
1932 11,059 15,653 17,099 1.55 1.42 
1933 10,785 18,578 17,115 1.59 1.72 
1934 10,468 19,451 18,515 1.77 1.86 
1935 10,171 20,410 19,930 1.96 2.01 








there was actually no depression slump in consump- 
tion. It will be seen from the chart, furthermore, that 
except for two or three years, the trend in demand 
has been constantly rising since records were first kept 
in 1921. This increasing per capita demand, coupled 
with an increasing population, has been of material 
benefit to the shoe industry. In 1935, consumption 
of miscellaneous types amounted to 54,621,000 pairs. 
This compares with only 35,412,000 pairs ten years 
ago, an increase of more than 50 per cent. It is be- 
lieved that the upward movement in demand which 
has lasted for so many years will still continue. Even 
if per capita demand should level off at the current 
rate of consumption, the fact that population is still 
increasing should make for an even larger consumption 
than was witnessed in either 1934 or 1935. 








TABLE VII 


PER CAPITA PRODUCTION AND CONSUMPTION 
OF MISCELLANEOUS TYPES 


(000 Omitted) 

Produc- Consump- Consump- Produc- 

Total tion of Mis- tion of Mis- tion per tion per 

Population cellaneous cellaneous Capita Capita 
1921 107,533 36,330 36,276 0.34 0.34 
1922 109,330 31,712 33,789 0.31 0.29 
1923 111,100 39,569 35,302 0.32 0.36 
1924 112,844 34,871 36,959 0.33 031 
1925 114,562 35,760 35,113 0.31 0.31 
1926 116,254 35,638 35,412 0.30 0.31 
1927 117,921 40,300 37,677 0.32 0.34 
1928 119,563 41,867 40,735 0.34 0.35 
1929 121,181 45,538 43,293 0.36 0.38 
1930 123,191 42,676 43,762 0.36 0.35 
1931 124,070 45,611 43,752 0.35 0.37 
1932 124,822 49,493 47,468 0.38 0.40 
1933 125,693 52,995 51,194 0.41 0.42 
1934 126,425 56,064 54,968 0.43 0.44 
1935 127,135 53,239 54,621 0.43 0.42 
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THATS WHAT COUNTS! 


because loyal, satisfied, repeat customers are 


the most profitable customers you have. They think 
of you when they think of shoes and they send you 


new customers. 


nopeat customers can be created. Multiply the 


number of your former customers, who still live 
within your trading area, by the average volume of 
your shoe accounts. You have an outstanding fig- 
ure—business which can be gained and held. 


MUstGmers are gained and held by an ever- 


increasing willingness on your part to extend new 
and better services to them. “Service” is that final 
link which makes your customer chain complete. 


ee you doing all you can to create 
new, satisfied, repeat customers and 
hold your present ones? 


e 
wafitable development of a sensible foot relief 


service solely in shoe and department stores has been 


the specialty of the Wizard Company for over twenty 
years. Let them show you how to increase your profits and 


create loyal, satisfied, repeat customers. Write for details today! 


WIZARD COMPANY 
St. Louis, Mo. © e@ Walsall, Eng. 


Canadion Distributors: Canadian Specialties Ltd., 49 Sanford Avenue So., Hamilton, Ont., Canada 


When writing advertisers please mention Boot and Shoe Recorder 























Fayette 
A Two-Eyelet Tie. An airy type 
with all the Free Step features. 


BRAUER 


sb siiied 
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FOOT FREEDOM 


Since the day high heels were invented, there 
has existed a crying need for style shoes with 
adequate comfort features. Such a shoe 
Brauer Bros. now proudly presents! Light, 
graceful . . . as different from ordinary heavy 
welt “comfort” shoes as day is from night 
. .. Free Step features and Free Step styles 
offer you an unlimited opportunity to cash 
in on a market that has never before been 
able to get what it wanted. Seven patented 
or copyrighted comfort features, including 
flexible feature at instep and heel, longitud- 
inal arch support, metatarsal arch support, 
cushioned heel seat, special Formfit lasts, and 
Cush-Vac pads to prevent heel slipping and 
stocking runs, will be on display at the 
National Shoe Fair in Chicago. Be sure to 
see them, or, if you prefer, write us today 
for a preview in your city. 


BAROS. SHOE CU. 
SAINT LOUIS, MISSOURI 


Nsom melee 
Seager = 


—3 
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AY? WALKS 


IN BEAUTY ++ 


In addition to the new line of Free Step Shoes 
mentioned on the preceding page — Brauer 
Bros. is proud to present a complete new selec- 
tion of Styles for Spring and Summer in the 
Paradise Shoe. Included in this showing, which 
will be held at the National Shoe Fair in 


Chicago, are the latest patterns, leathers and 


materials which so enhance the beauty of the ‘  &£ 
smart interpretation A 


of the square-toe mode. f 


new Paradise styles . . . plus a wide selection of 
patterns available in the popular new square toe 
lasts . . . If you do not hold the Paradise fran- 
chise in your city, it will pay you to examine the 
select array of styles that has placed Paradise 
Shoes among the fastest moving lines of high 


Aberdeen ..... 


style shoes in America. If it is inconvenient for i de tte Mae 
Step-in. 
you to attend the Fair, a line to us will place the or 


samples before you. 


HAAUER BROS. SHOE 
SAINT LOUIS, MISSOURI 
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CONFORMAL 


FOOTWEAR 











THE TALh UF THE TRADE 


It’s the New Conformal Footwear destined to Revo- 
lutionize Fitting Standards in the Footwear Field 


From coast to coast the trade is charged with interest and en- 
thusiasm at the most far reaching innovation in years in the 
history of shoe business. You will hear a lot about it at the con- 
vention. Conformal Footwear is the greatest step forward in 
fitting the human foot since the invention of the shoe. Now is 
the time to find out what Conformal Shoes are ...What they 
mean to the industry . .. What they can mean in business and profits 
..» Prepare for the inevitable swing to the Conformal idea... 


Demonstrations and display of the Conformal Footwear 
line will be shown at Room 449, Morrison Hotel, Chicago, 
during the National Shoe Fair Convention, January 6, 7, 
8 and 9. See for yourself what Conformal Footwear is .. . 
what it does. Watch it demonstrated before your own eyes. 


CONFORMAL FOOTWEAR COMPANY . ST. LOUIS 


Division of International Shoe Company 





2 


WHAT IS THE NEW 
FITTING SECRET IN 
CONFORMAL 


Conformal Shoes are made over special 
lasts with a remarkable new plastic 
insole that is actually fitted to the con 
tours of the soles of the feet. After fit 
ting for size and width the shoes are 
placed on the Electro Conformer,a 
device which electrically softens the 
plastic material. The shoes are then 
placed on the wearer’s feet. Then the 
wearer walks a few steps and the body 
weight molds the plastic material to the 
arches of each foot, forming natural, 
comfortable curves individually fitted to 
each foot’s characteristics. This process 
of individually molding the shoe to each 
foot produces perfect weight distribu 
tion over the entire foot. In a few mi- 
utes the sole again solidifies intoa 
permanent, flexible imprint...an imprint 
of the moving foot... No other shoe in 
America can offer this plastic-molded, 
individual fitting. 


—?e 
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4, WINTHROP 


TOLTEC 


Always alert to the (Monk Calf) 
d ] f 84070—Brown. .$3.90 
evelopment of newer ied ‘ean 


style trends... 


Winthrop presents 
TOLTEC... inspired 

, by an ancient Mexican 
a ££ Indian design. 


e Con 


“See me oes, ROOM 43d 
“Se aie MORRISON HOTEL 


January 6, 7, 8 and 9 


(Terms 5%, 30 days) 





THE SKEET 
(Monk Calf) 


; 60— . $3. 
WinTHROP Sno Co. po wc dey 


envision of intennationat snes co 
93060—White .. 3.90 
AA to D 5 to ll 


MEET US AT THE NATIONAL SHOE FAIR 








ses i aati 
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\ urprising the sport shoe world with a revolutionary 
feature promising increased sales, Dundeers proudly 
present changeable tongues in color in a strap and tie pat. 
tern! This feature far surpasses the cuban heels announced 


last year which brought record Dundeer sales. Style fore. 
casts say color is THE thing this season. 


Dundeers are a major value in sport shoes! Last season, one 
merchant sold more than 4000 pairs. What better proof 
could you want? 


Put your store out in front — promote the newest thing in 
sport shoes— Dundeers, with changeable tongues, as well as 
the other popular patterns retailing for $3.75 up.... 
Contact your International representative or drop a line to— 


DUNDEER DEPARTMENT 


INTERNATIONAL SHOE COMPANY 
ST. LOUIS MISSOURI 


FEATHERWEIGHT fr] 
A pair weighs only fourteen Sfp 
4; 


ounces! So light you hard- 
ly know you have them on. (7) 


HAND LACED LS 


Cool 


Uppers are hand laced to the - 
sole. They can be detached 
and new soles attached a 
when one pair wears out. 


_ HANDMADE | 
No tacks, staples or thread 
are used to attach the up- 
pers to the sole. 








NAP 


cH 


| DUNDEERS ANNOUNCE 





GREAT 
SALES | 
FEATURE § 






CHANGEABLE TONGUES 


Ml Color 











CAMPUS STYLES 


Retail Profitably at 


6.50 


In this new campus group Queen 
Quality offers the season’s smart- 
est outdoor models — youthful, 
comfortable, salable. In-Stock in 
a variety of colors and materials. 


Other Queen Quality Styles Retail at 
$6.50 and $7.50 
De Luce Grades $8.75 to $10.00 
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@ VER a period of the next 

few years, more money will be 

made by the intelligent and 

honest merchandising of the so- 

called "feature shoe" than ever 

before in the history of the 
industry. 


Without sacrificing style, the 
public is going to demand com- 
fort. If they have healthy, 
strong, well-cared-for feet, they 
are going to demand the type 
of shoe which will keep them 
that way. That means correct 
lasts and well-made shoes. If 
they are tortured by foot 
trouble, they are going to be 
even louder and more insistent 
in their demands for relief; 
which also means correct and 
corrective lasts, special features 
of one kind or another. The ideal 
shoe store will no longer be a 
merchandise mart but a real 
service institution. 





*¢PUT this in your copy book as Fashion Axiom Number One: any 
style that combines comfort with fashion will become a classic. Having 
begun, more or less, with the head (referring to the comfort and freedom 
of bobbed hair) the principle has just got down to the feet. 


“Someone once said that the best facial a woman could have 
was a comfortable pair of shoes. And it isn’t only your face that 
shows the difference. The tilt of your spine, the angle of your 
neck, the hang of your shoulders, depend for their grace on the 
way you are shod.” 

That might have been taken from an advertisement for a modish and 
well-built, correct or corrective shoe. The fact is that it was lifted bodily 
from an article written by Ruth Seinfel in a recent issue of Collier’s, and 
if it was read by one-half of the people who received that issue, through 
the mail or via the news-stand, it has by now percolated into the con- 
sciousness of approximately one million people, not counting those thou- 
sands who did not read the article, but who may, and probably will, be 
swayed in their judgment by those who did. Good news travels fast. 

A substantial foundation of foot education is being laid in practically 
every part of the country. It begins in the public schools, where children 
are taught correct posture, the correct placing of the feet in walking and 
usually something about heel heights which are considered correct for 
that age. It is continued by physical instructors in the higher schools; 
and the lay public is getting it through popular magazines, particularly 
those devoted to health interests. 

Medical practitioners and orthopedists are preaching it wherever and 
whenever they get the opportunity; and a move is under way at the present 
time, fathered by the National Association of Chiropodists, to examine 
the feet of every school child in the United States. The whole thing is 
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Footwear 


Corrective 
Orthopedie 


Remedial 





Normal 
Special 


Types 








One inch elevation of heel makes practically no change in 
the functioning of bone structure. 


part and parcel of the preventive medicine wave now 
sweeping the country. 


ALL of which makes it obvious that over a period of 
the next few years more money will -be made by the 
intelligent and honest merchandising of the so-called 
“feature shoe” than ever before in the history of the 
industry. Without sacrificing style, the public is going 
to demand comfort. If they have healthy, strong, well- 
cared-for feet, they are gomg to demand the type of 
shoe which will keep them that way. That means cor- 
rect lasts and well-made shoes. If they are tortured 
by foot trouble, they are going to be even louder and 
more insistent in their demands for relief; which also 
means correct and corrective lasts, special features of 
one kind or another. The ideal shoe store will be a 
real service institution. 

The merchant who does not understand the reasons 
behind features in shoes, who has not carefully studied 
the relationship between the shoe and the foot, is apt 
to lose what trade he has. The merchant who knows 
his shoes and what they will do for feet will probably 
have a waiting list: It has already worked out in about 
that way with the comparatively few stores in the coun- 
try where the rule is to fit rather than to sell. 

Doctors and orthopedists who have studied this prob- 
lem of foot health are almost unanimous in declaring 
that much of the adult foot trouble encountered in 
this country can be traced to abuse of the foot by the 
shoe in childhood. 

Writing in the magazine Hygeia, Dr. Philip Lewin, 
Associate Professor of Orthopedic Surgery, in the 
Northwestern University Medical School, says: 

“Many boys and girls go through childhood con- 
stantly and continuously misfitted by shoemen who 
expect them to ‘grow into’ the shoes. Some children 
outgrow shoes and never outwear them. Others out- 
wear them and never grow into them. Shoes that are too 
large are harmful in that they do not afford proper 
support and they tend to produce calluses. 
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**THE child walks on the same hard surface that 
adults do; namely, hard floors, cement sidewalks and 
asphalt streets. Therefore, he should have the same 
protection that adults do; that is, a rigid, or semi-rigid 
shank shoe. A flexible shoe is sufficient for those who 
need only exercise, but for those who need both exer- 
cise and support, it is insufficient. It may be used part 
time to alternate with the rigid shank shoe.” 

In the same publication, Margaret McEachern pic 
tures the case of a nine-year-old lad who changed. 
almost overnight, “from a laughing, energetic, typica! 
American boy into a sullen, listless, nervous child,’ 
without appetite or ambition, complaining of head. 
aches. Eye specialists could find nothing wrong, no 
could a thoroughgoing family doctor until he dis- 
covered that the youngster’s foot pronated badly when 
walking. The right kind of footwear, properly fittec, 
worked the miracle for which the mother had bee: 
hoping. This is by no means a far-fetched case. 

If anything more is needed to convince the industr 
that it is with the feet of the younger generation thet 
we must start to correct things, it is necessary only 1) 
cite a few paragraphs from a report made in October 
of this year as the result of foot examinations mad: 
in Brooklyn’s Grover Cleveland High School by the 
New York State Association of Podiatrists. Under 
“Mode of Walking” and “Fit of Shoes” the following 


conclusions were drawn and facts cited to bear them 
out: 


“1. Mode of Walking: 

“Only 52 per cent of the girls (nearly 2,000 were exain- 
ined) examined walked correctly. Forty-one per cent of 
the balance showed a tendency to toe out, usually an in- 
dication of a weak foot condition. The other 7 per cent 
toed in. Incorrect gait may be due to the fit or style of 
shoes worn, incorrect posture, muscle deficiency, or pain- 
ful superficial defects, pressure upon which the child tries 
to avoid by holding the foot in an abnormal position. [n- 
structions in proper method of walking should be given 
and contributing causes carefully checked. 

“2. Fit of Shoes: 

“It is difficult to imagine that as many as 72 per cent of 
the examinations should disclose improperly fitted shoes, 
yet careful and detailed study of the original reports in- 
dicate this to be the case. In a great many instances thie 
fault lies with the shoe fitter. In other cases, it rests with 
the customer who insists upon some certain size. In a 
certain percentage, we find shoes handed down from one 
child to another or shoes ordered by size instead of being 
fitted each time for the individual child. All of the above 
must be corrected if these children are to be shod propery. 

“The major causes of most superficial defects are shvs. 
and the relation between these figures upholds this fet. 
Whereas 72 per cent of the children were wearing in: »r- 
rectly fitted shoes, 76 per cent showed superficial defe ts 
present. Corns, callosities, and abnormal nails shoved 
the highest figures and in many cases can be directly 
attributed to improper footgear. Examinations for fit of 
shoes are advised once each term as well as class insti uc- 
tion in how to judge a properly fitted shoe, and such s}oe 
should be insisted upon for school wear.” 
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A PLEDGE 


To All Who Make, To All Who Sell, And To All 


Who Wear Red Cross Shoes This Pledge Is Given 


To put into Red Cross Shoes only the best procurable of all things— of mind, of men, 
of materials. To so make Red Cross Shoes that every participant in their production 
shall be proud of his handiwork, and glad to acknowledge it to all the world. To so 
make Red Cross Shoes that they shall constitute a source of lasting success to every 
merchant who sells them, and of lasting, satisfactory service to every women who 
wears them. To adhere steadfastly to policies which shall protect this good name 
and daily enhance its prestige with people everywhere. In short, to so make Red 
Cross Shoes that they shall become a synonym throughout the length and breadth 
of the land for all that is most worthy in shoecraft, in shoe selling, and in shoe 
service. This is the pledge which The United States Shoe Corporation extends to 
the men and women who make Red Cross Shoes, to the merchants who sell them, 


and to the women who wear them-—Yesterday °* Today °* Tomorrow. 


THE UNITED STATES SHOE CORPORATION - CINCINNATI, OHIO 


When writing advertisers please mention Boot and Shoe Recorder 
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7. head of one of 
America’s great retail 


stores once was asked the 
secret of his success, 
“Good-will,” he said, “the 
word-of-mouth advertising 
we receive from our cus- 
tomers. People who deal 
with us become our sales- 
men, and spread the gospel 
of our service far and 


wide.” 
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and every one a “salesman” for you! 












ROBABLY no physician has ever 

received the “word-of-mouth” adver- 
tising given to Dr. M. W. Locke of Wil- 
liamsburg, Canada. 

Grateful patients, leaving Dr. Locke’s 
celebrated open-air foot clinic, know no 
bounds for their enthusiasm. They carry 
back the story of his amazing cures to their 
friends and neighbors, creating an “endless 
chain” of praise and endorsement. Today, 
the name and fame of Dr. M. W. Locke are 
knownthroughouttheentire civilized world. 

Consider what this means when you offer 
your customers M. W. Locke Shoes! 
People know that these are the shoes which 
Dr. Locke, himself, designed, to aid in his 
treatments. They know that these are the 
only shoes to which he has given his name 
and approval . . . Your audience is ready- 
made. Receptive and eager to buy! 

Take advantage of this marvelous oppor- 








tunity to step up your 1936 sales volume. 
It takes less effort to sell M. W. Locke 
Shoes and your customers always come 
back for more. Dealers who have been 
handling M. W. Locke Shoes since they 
were first introduced in the United States, 
report a steady and substantial increase in 
sales volume each year. 


No Mark-downs—No “‘Sales’’ 


Moreover, M. W. Locke Shoes give you 
a final profit that is just as great as your 
first profit. In so far as we know, this is 
the only line of shoes on which there are 
no mark-downs . . . no “sales!” 

The franchise for M. W. Locke Shoes 
has become one of the most valuable in 
the shoe industry. A few territories are 
still open for wide-awake dealers. If you 
act quickly, you can be the one and only 
agency in your city for M. W. Locke Shoes. 












See the Talking Motion Picture of Dr. Locke’s Clinic, also this 
wonderful line at National Shoe Fair—Palmer House 
Rooms 736, 738, 739 and 750. 


M. W. LOCKE SHOES 


WOMEN’S SHOE DIVISION MEN’S SHOE DIVISION 
Lockwedge Shoe Corp. of America, Inc. Field and Flint Company 
286 S. Front St., Columbus, Ohio Brockton, Mass. 





DESIGNED AND 
APPROVED BY 
DR. M. W. LOCKE 








WILLIAMSBURG, ONT., CANADA 
MADE IN U.S.A. 
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UNDER the same headings were summaries of find- 
ings following the examination of 1855 boys in the 
same school: 


“1. Mode of Walking: 

“Of the boys examined 29 per cent either toed in or 
toed out, both of which are incorrect modes of walking. 
These abnormalities may be due to a general condition, 
improper footgear, poor posture, muscular weakness, of 
painful superficial defects, pressure upon which the child 
tries to avoid by holding the foot in an abnormal position. 
Instruction in the proper method of walking should be 
given and contributing causes carefully checked. 

“2. Fit of Shoes: 

“Of the boys examined 57 per cent were wearing shoes 
which did not fit correctly. In the majority of cases, the 
shoes were too short, too narrow, or both. Since shoes 
are such an important factor in foot defects, it is important 
that such a condition be remedied. The same condition 
was found here as was found among the girls; that there 
was a close relationship between the fit of the shoes and 
superficial defects; 57 per cent wore poorly fitted shoes 
and 66 per cent showed superficial defects. Examinations 
for fit of shoes are advised once each term, as well as class 
instruction in how to judge a properly fitted shoe. 

“3. Style of Shoes: 

“Fortunately, style of shoes is not as important a con- 
tributing cause among boys as it is among girls. However, 
28 per cent of those examined did wear pointed-toe shoes, 
a type of footgear which often causes Hallux Valgus, meta- 
tarsal conditions and superficial defects. Proper advice 
here is also indicated. 

“4. Hose: 

“Hose, especially in children whose muscles are not de- 
veloped well enough to withstand the pressure of short 
sizes, have the same effect as poorly fitted shoes and 
should be subject to the same supervision and advice. 

“5. Posture: 

“Poor posture may be due to weakened foot conditions, 
to style of shoe, or to a painful excrescence which affects 
the child’s mode of walking and standing. Corrective 
groups for those children showing poor posture should be 
established.” 


Apparently there is quite a job ahead for the shoe 
industry. 


At this point let us voice a caution for 1936. 
In some states, particularly New York, the State 
Medical Boards have insisted that in advertising, 
publicity or oral statement, the use of the term 
“foot expert” be confined to professional men 
qualified by education and training and registra- 
tion by the state itself. The shoe man can use 
the term “shoe expert” because he is by back- 
ground and training qualified to pass upon the 
merits, service and use of footwear as an acces- 
sory to walking. 


THE Federal Trade Commission is on the point of 
asking the enactment of new legislation bearing on 
practices now on the borderline of fact and fiction. One 
of the significant reasons for the proposed new legis- 
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Lower heels, wider foreparts—the wider base tread. A factor 
to study in sport and Summer footwear. 


lation is the “shoe doctor” cases which came befor: 
the Commission last year. The right to use a profes. 
sional title in connection with the sale shoes must b: 
determined by fact if the new legislation is adopted 
The viewpoint that the public interest requires that al! 
shoe manufacturers and shoe merchants abstain fron: 
offering relief from foot troubles in the absence of : 
prescription from a qualified orthopedic physician i- 
a point of view that has been urged by the American 
Medical Association and may have a bearing on the 
promotion of orthopedic shoes in the years to come. 

The quest for certainty in types of lasts and in fea- 
tures of foot support continues into the new year with 
more scientific verification of the practical features de- 
signed by shoe men in their experience with the human 
foot in trouble. Nearly all the successful features in 
modern footwear of a corrective or remedial 
natural proportion footwear have been the result of 
trial and test by shoe men and last makers, but the 
addition of medical and professional verifications has 
placed the industry in a new position of authority on 
the use of shoes for all mankind in the years to come. 


or 


The center of balance in standing is here shown—An important 
factor in perfect foot functioning. 
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We Steg (geen 


Successful Merchandising 
depends on Visible Selling Features 


Meti-Poise Shoes have an exclusive patented, 
visible feature which cannot be duplicated in 
any other line regardless of price. It acts as 
a svock absorber for the nerves and blood 
vessels of the foot, and is as essential to 
health and comfort as balloon tires are to 
the modern automobile. Meta-Poise Shoes 
with this mew and adjustable Metatarsal 
Pillow will increase your list of satisfied 
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customers who want both style and comfort. 
This line will give your store an extra advan- 
tage over competition, and will provide the 
man on the fitting stool with a sales presen- 
tation that is convincing and effective. 

The Meta-Poise franchise will serve as your 
insurance policy against the hazards of every- 
day merchandising. Would you like to know 
more about it? Please write us. 














Phyllis—A Meta-Poise Style for 
. Spring 


The innersole carries a 
patented adjustable 
Metatarsal Pillow con- 
taining lamb’s down, a 
feature found in no 
other line of footwear. 





Gwen—A Meta-Poise Style for 
Spring 


On Display Rooms 921W and 922W, Palmer House, Chicago, January 6-7-8-9, National Shoe Fair 
META-POISE SHOES, Division of The H. C. Godman Company, Columbus, Ohio 
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SELLING A SHOE WARDROBE 


How Suggestive Selling Methods Can Be 
Applied to Shoes to Produce Multiple Sales 


By H. C. SEGUR 


HERBERT C. SEGUR 


WHY does the average retail shoe salesman think of 
his woman customer in terms of just one pair of shoes? 

He shouldn’t—but he does; and the reason is easily 
understandable. 

The reason is that from the very nature of his work, 
the retail salesman visualizes his woman customer as 
costumed in just one way—the conventional costume 
for street wear; because that is the only type of cos- 
tume in which any woman will ever enter his store 
to buy shoes. 

Actually, and if the salesman would really think 
about it, he would realize it, his average customer owns 
and wears at least three other types of costumes, each 
of which she must and does supplement with an ap- 
propriate type of shoes. These other three types of 
shoes she is going to buy from some other store if 
our salesman refuses to sell them to her. 

Orthopedic Shoes, Inc., in recognizing this condi- 
tion, has developed a plan, which, if not a “magic 
wand,” at least is producing results. We call it “Group 
Selling,” and the term applies to consumer groups as 
well as shoe groups. 

Customers are classified by three general groups: 

1. Middle aged—Conservative. 

2. Younger woman—More smartly dressed. 
business 


3. Professional woman—Nurse, teacher, 


woman, etc. 


Then, according to those customer types, the shoe 
groups are formed, based on the costume that each 


customer type will wear for the occasions which go 
to make up her day. 

The “Shoe Wardrobe” must be built around the 
costume. The shoe is only the accessory. 

It is essential, therefore, that the shoe salesman have 
a working knowledge of current fashions in women’s 
clothing. He must know the kind of costume that a 
woman will wear for semi-formal luncheon or after- 
noon bridge; as a spectator at a sport event or for 
dinner and the theatre. He must know the kind of 
materials of which these costumes will be made, with 
their prevailing colors. 

All to what purpose? 

Only so that, as he faces each customer from the 
fitting stool, he may accustom himself to immediately 
visualizing that woman as she may look that afternoon 
at the bridge table; that evening at a dinner party; 
the next afternoon at a polo game; and each morning 
in her daily routine at home. 

It doesn’t take a salesman to sell one pair of shoes. 
He need be nothing but an order taker—because the 
customer wouldn’t have come in unless she had an 
order to place. 

But, on the other hand, neither need the salesman 
be damned if he fails to sell every customer two pairs 
of shoes. 

He will have performed his job, if, and only if, 
he has succeeded in impressing her with every service 
that his store has to offer. He must convince her that 
he can supply all of the shoes that are necessary for 
her complete “Shoe Wardrobe,” and he must do it 
by showing an intelligent knowledge of the different 
kinds of costumes that she owns and by indicating to 
her the appropriate types of shoes to supplement them. 

Rarely will he sell four pairs at once; occasionally 
he will sell three pairs at once; frequently he should 
sell two pairs at once—but always he should so im- 
press that customer that any time that she sets out 
to buy a pair of shoes, of any type whatever, she wil! 
go to that store, and to that salesman to buy them. 

And where is this knowledge to come from? 0.5.1. 
accepts only part of the responsibility. At the be- 
ginning of each season it prepares and distributes to 
all its retailers a comprehensive résumé of fashions 
in women’s apparel, tying in with each type of cos- 
tume the appropriate styles of shoes that are included 
in its line. 

Furthermore, the designing of the line itself is based 
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lye Season's 


Smartest Shoes 
Dell i ces 


T. M. Reg. FOR WOMEN T. M. Reg. 











No doubt you have passed your competitor’s window and noticed the many 
fetchingly styled shoes and the thought came into your mind—“Do they fit?— 
Do they sell?” If the shoes were Dr. Hiss Classified Shoes—ARCH-RELIEF or 
ARCHLOCK—the answer would have been YES. 


ARCH-RELIEF and ARCHLOCK shoes are made for the women who real- 
ize the importance of graceful serenity and demand style shoes in the full- 
est sense. Dr. Hiss Class’fied Shoes not only look better on your customer’s 
feet, but they make your customer look her best on her feet! 


The PATENTED FEATURES in Dickerson Shoes are not obtainable in 
ANY OTHER shoes in the country. It will be worth your while to see them 
at the convention and if you do not attend, write us and our representative 
will gladly show you our complete new Spring and Summer Line. 





NATIONAL SHOE FAIR JAN. 6th to 9th 


PALMER HOUSE ROOMS 733 and 734 
IN ATTENDANCE 


W.T. Dickerson + + J.G.Taylor + + # £=%John P. Lucas 











tHE WALKER T. DICKERSON co. 


Columbus Ohio 
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directly on the “Group Selling” plan. From “pull- 
over” stage to completed samples, shoes are planned 
for the costumes with which they will be worn. Lasts 
and heel heights are secondary. They automatically 
become properly balanced as the correct shoe is de- 
veloped for the costume type which it supplements. 
The factory stock line is chosen on the same prin- 
ciple, with customer and costume groupings as the 
foundation: all being passed on to the dealer in our 
catalogue arrangement plus supplementary literature. 


The center of balance moves forward as the heel is raised— 
also the line of beauty (as so termed) is enhanced. 


The next link is the wholesale salesman. It is his 
job to see that his dealer is supplied with just the 
shoes that he will need for grouping into the proper 
customer-costume types. 

Thereafter it is up to the retailer and his salesmen. 
They have available every day, right in their own 
city, the source of all further information that they 
need—the daily newspapers. There is not one but that 
carries a fashion column. 

Every issue contains department store advertising 
illustrating coats and frocks with description of ma- 
terials of which they are made. 


A change of heel heights—up and down—is the Marshall 
theory for better foot health through complete functioning 
of and tendons through the day. 





1935 
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Every day the head salesman can know the kind of 
clothing that his customers are buying and wearing. 

From there on every salesman in every store must 
be prepared to describe to his manager the second 
pair that he suggested on every single pair sales check, 
and to predict when that customer will come back 


to buy it. 


A Formula for Fitting 


By CARL BURGSTAHLER 
President and General Manager, F. E. Foster & Company, Chicago 


EN a shoe store, a shoe fitting organization is limited 
by two things which must be provided by the manage- 


ment i 
Merchandise 


Knowledge of that merchandise 

The management must provide proper tools with 
which the men are to work. It is not as necessary to 
stress that a shoe sell’ng force must know the bones and 
muscles of the foot as it is for the shoe fitter to know 
thoroughly the detailed characteristics of each and 
every last and pattern carried in the stock. 

It is not the premise of the shoe fitter to usurp the 
medical profession. Far too many men selling shoes 
which have special fitting features, consider themselves 
self constituted medical experts as far as the human 
foot is concerned. As a matter of fact, few men fitting 
shoes have any real conception of the job the shoe is 
capable of performing. They entirely overlook the 
patent fact that the average customer does not come 
in to buy a pair of shoes, but is solely interested in 
what the shoes will do for her feet. 

We shoe retailers here in Chicago had a wonderful 
experience during the two years of the World’s Fair, 
when many thousands of people gained painful first- 
hand experience on the importance of wearable walk- 
ing shoes. As a result of this experience by so many 
people, a demand for well fitting shoes was felt all over 
the country. This trend is constantly gaining momen- 
tum, especially s'nce the shoe manufacturers, last 
makers and pattern men have put so much time and 
thought, along this line, in their products. With other 
great World’s Fairs scheduled in various parts of the 
country during the next several years, together with the 
trend toward better fitting shoes, this movement will 
get added strength in all parts of the country for some 
time to come. 

The shoe we developed in 1933 was built over a 
balanced last, a brand new thought in last making. 
When it came to patterns, a new model was worked out 
which was neither an oxford nor a Ghillie, yet had the 
characteristics of both. 


"THERE has been a tremendous improvement in shoe 
fitting, particularly in the past few years. I have been 
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able to chart this, as I have always taken a keen in- 
terest in the science of shoe fitting. At the regular 
monthly store meetings more time is spent on discus- 
sions on the development of new lasts and patterns and 
the fitting problems they solve than any other phase 
of store activity. 

When all is sifted down, there are only two impor- 
tant factors in shoe fitting, lasts and patterns. I could 
never quite decide which came first in order of impor- 
tance, but have always leaned to the thought that it 
must have been patterns as they were most essential 
in building the original sandals. 

From the standpoint of the shoe fitter, the greatest 
difficulty in the shoe business is to supply the right 
pattern to the right last. It is possible to take a last 
which is correct in every detail, from the standpoint 
of the shape of the foot, then make a pattern either too 
short a vamp; one sprung wrong; the height or length 
of quarter wrong, and so ruin the entire result. 

We in the retail shoe business are always going 
toward our stock. We must know that certain of our 
lasts and patterns will do certain things. This is rather 
difficult to explain on paper, but the idea may be 
grasped by observing the three important factors in shoe 
fitting. 








A reference to the above diagram of the shoe will show what every 
shoe fitter should know about the elementary principles of patierns: 


A. The vamp or waist line must hold the flexible foot 
so it cannot push forward to the toe of the shoe. 

B. This part of the shoe must be wide enough to allow 
the flexible or semi-flexible foot to spread so that the 
shoe will not gap at the top. This is not the shank but 
the point where the cuboid bone comes. 

C. Heels should not be narrow at the base, but wide, 
so that the foot is held in place. 

Point C is a very vital part in shoe fitting. Very few 
people realize that the weight bearing part of the foot 
is the heel and that the heel bone has a very small 
weight bearing point. It is obvious that the fleshy part 
of the heel must sink in place. Counter sinking, if that 
is done in the right degree, will assist the foot in 
being held in the right place. 

In this store, salesmen are trained to assume re- 
sponsibility in fitting. The first act in serving a cus- 
tomer is to remove the shoe and look at the foot. A 
man should then be able to tell what type shoe is best 
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adapted for that foot, then he decides on the right size 
and width. He also observes the customer walking 
and checks the fit of the shoe in the X-Ray machine. 
As a result of this, he knows whether the shoe is fitted 
right or wrong. 





PROFESSIONAL SHO ES by Foster 
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F.E.FOSTER & COMPANY 


115 NORTH WABASH AVENUE. 
and in EVANSTON and OAK PARK 


This is a typical Foster advertisement. The term "Professional 
Shoes" does not mean for professionals, but made by pro- 
fessionals and sold by professionals. 


Our salesmen, the same as salesmen everywhere else, 
meet with a certain amount of sales resistance from their 
trade. Their sales ability is shown by the number of 
people they convince that they know their job. 

There is no exact method of determining precisely 
what a customer should wear. Size and width are only 
beginning points from which a shoe fitter must start. 
Size is far from being standard. Shoe fitting is en- 
tirely dependent upon the skill of the shoe fitter. 





Selling Procedure 
At the F. E. Foster & Co. Store, Chicago. 


1. Salesman removes shoe. 


2. Examines foot for best type of shoe and height of heel. 
Determines correct size and width. 
Observes customer walking. 
Checks fitting in X-Ray Machine. 
Shows customer why shoe fits in X-Ray machine, 
Guarantees his fit, stating that if a mistake is made the 
house will rectify error with another pair of shoes. 
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Reg. U, S. Pat. Off. 


We extend a cordial invitation to all Retailers to 
see our line of Women’s Shoes displayed at 


PALMER HOUSE, CHICAGO 
Rooms 814, 815 
January 6, 7, 8, 9 


NATIONAL SHOE FAIR 
* Ok 


DREW ARCH REST SHOES 


Welt and Uco construction to retail at $6.50 
“A KNOWN NAME” 


DREW BEAUTEASE SHOES 


Uco construction to retail at $5.00 
“INCREASING VOLUME” 


EX-VAL-U 
Welts to retail at $5.00 
“EXCEPTIONAL VALUE” 


* * 


The Features that you want new 


ARE NEW 
Patterns - Materials - Prices - Lasts - Stock Service 


The Features that you want experienced 


ARE EXPERIENCED 
Trade Marks - Manufacturer - Constructions - Quality 











PORTSMOUTH, OHIO 


Sales Offices: N. J. Levy, 742 Marbridge Bldg., Broadway & 34th St., New York 


H. R. Estes, 501 Security Bldg., Madison & Wells Sts., Chicago 
R. C. Burt, 706 State Theatre Bldg., 335 Fifth Ave., Pittsburgh 
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AT LAST—We have perfected a semi-flexible Nu- 
Matic arch brace that adds additional support to the 
weakened and fallen arches—plus—the everlasting 
features that have made the Nu-Matic 100% anail- 
less cushion the outstanding comfort shoe of today. 


THE SHOE BUYING CENTER 
IN NEW YORK 


the crossroads of the trade . . . where 
the season's newest and most significant 
shoe styles are now on display. 


Shop the Mestitge Building for autien- 
tic shoe styles. The showrooms of the 
shoe industry's leading manufactu-ers 

; conveniently assembled under one 


This scientific cushion shoe will spell 
“repeat profits” for you. Send for our 
catalog of men’s and women’s shoes 
BEWARE OF IMITATIONS 


Exclusively Manufactured by Rohn Nu-Matic Shoe Manufacturing Company 


512 W. Florida St., Milwaukee, Wis. 


Kola Uin-Whalic 


CUSHIONED SHOES 





. offer you a splendid opvor- 


ro to look before you buy. 


1328 BROADWAY wr3A°ST 


DS.MACDONALD Mer. NEWYORK 





Gaining Customer Confidence 


By H. R. GOEBEL and C. W. NOBILING 
Foot Health Shoppe, San Antonio, Texas 


THE question, “In what respect are your shoes dif- 
ferent from others?” is asked almost every day in every 
store featuring shoes with corrective or health features. 

Naturally, in a specialized corrective shoe store such 
as ours, this question is quite frequently asked. 

Many a prospective customer comes to us with the 
familiar story that she owns a large wardrobe of shoes, 
none of which are comfortable, and that she is still in 
search of relief for her tired aching feet. She has 
become quite skeptical of all shoes and shoe men, for 
which she cannot be blamed. If properly handled, 
however, she will become a valuable asset to the store. 

This question presents a problem which must be 
handled diplomatically and cannot be answered in just 
a few flowery words. After all, while we carry some 
of the finest and best shoes that are manufactured, 
there are many other shoes being made and sold which 
are equally as gdod. It is therefore necessary to create 
in the customer’s mind the belief that we have a com- 
plete understanding of all types of foot troubles and 
know how to give relief for them. 

We first seat the customer and always remove both 


shoes, examining them carefully for “shoe reading.” 


Upon noticing this, the customer invariably says, “Do 
not go by those old shoes, they are so uncomfortable.” 


THIS remark offers a splendid opportunity to briefly 
explain the reason for inspecting the old’ shoes. The 
shoes may be worn through the soles under the metatar- 
sal arch and at the tip of the sole, indicating metatarsal 
weakness. Or, the shank may be broken and the heel 
worn off on the inside, indicating a weak or fallen 
longitudinal arch. Many other indications, familia: 
to the well posted shoe man, tell a valuable story, yet 
“shoe reading” is an often neglected step in the average 
store, even though it requires but a few seconds’ time. 

“Shoe reading,” thus explained to the customer, al 
once gains her interest and should be directly followed 
by taking an imprint of her feet. Thus another stor) 
is told to her which indicates the arch lines and con 
clusively shows at what points the arches have weakene:! 
or given away entirely. 

At this point the customer’s old shoe should be 
brought back into the conversation again so that sh: 
can more plainly see why the old shoes wore out tov 
soon or were uncomfortable, because of certain weak 
nesses in her feet. The old shoes prove everything tha’ 
she said about their not hold their shape. 

The next process is that of measuring the feet, no: 
only from heel to toe but from heel to ball, both relaxe: 
and with the body weight. Finally, the proper size an‘ 
right type of shoe is fitted to the customer’s feet. 





BOOT AND SHOE RECORDER, December 21, 1935 


Page 167 


Modern last making is 
the result of a scientific 
study of the anatomy of 
the human foot, bal- 
anced with an_ attrac- 
tive shoe shape. A 
science of natural pro- 
portion reconciled with 
fashion proportion. 


The LAST COMES FIRST 


SOMETIMES it appears that a photograph of an 
individual’s feet would be equally as valuable an iden- 
tifying mark as one’s finger prints. The myriads of 
pedic peculiarities, deformities, abnormalities and dis- 
tortions are sufficient record to identify any individual 
at any time. Reflected in such “prints” are all the 
characteristics of gait, carriage and posture. Like the 
finger prints, no two cases are identical. To the trained 
orthopedic mind, these “outs,” mild or exaggerated, are 
always conspicuous. In pensive moments, such an 
expert marvels that shoes can be adapted to this vast 
number of irregular feet and obtain a fair degree of 
fit and service to the extent that is presently atttained. 


The Foundation of the Shoe Business 


Foremost and outstandingly, the last over which our 
shoes are made is the most fundamental basis of what 
is demanded and expected from shoes. Everything 
starts with and depends on the last. There is the style, 
the fit, comfort and service. Moreover, the orthopedic 
efficiency of the consumer is dependent thereon. The 
basis of successful manufacturing and retailing must 
center around lasts. It, therefore, should be helpful to 
tie up lasts, shoe manufacturing and shoe retailing in a 
clearly defined treatise, outlining the close alliance of 
these subjects as they pertinently relate to lasts. 


by 
B. Harrisen Cort 


Starting a series of articles on the funda- 


mentals of footwear. This comprehen- 


sive treatise on the primary subject of lasts 
is the result of a life-long study of propor- 
tions, balance and use of lasts as the nucleus 


in the art of shoemaking. 


Fortunes have been spent in an effort to find some- 
thing as satisfactory as wood over which to make shoes. 
Down through the ages, wood has prevailed for this 
purpose, just as leather has been the fundamental 
material for shoe construction. Much experimentation 
has been done with many materials, but without suc- 
cess. Maple wood has proven the most economical and 
satisfactory to date. But even wood has its faults. To 
make wood fool-proof for shoemaking purposes, much 

[TURN TO PAGE 182, PLEASE] 
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Their appreciation, of course, of your courteous attention to 
their footwear requirements. Their want primarily is for style, 
but in VANI-TRED shoes for women and the Duplex lasts over 
which VANI-TRED welts are made, you have a feature shoe 
and an aid to correct fitting which will make your store a 
standout. And the more you learn about this Duplex last and 
the VANI-TRED features, the more you will appreciate that 
here, indeed, is the Modern Shoe for Modern Feet. Littleway 
process and welts to retail at $5.00 or $5.50. 


No. 631 


Betty Ann's sport shoes and spectator types for young women 
are trim stylish welts to retail at $4.00 and which round out 
nicely an active store's stock for serving the mass demand 
profitably. 





See these business building lines ON DISPLAY 
Rooms 855-856 . . . Palmer House, Chicago 
January 6, 7, 8, 9, National Shoe Fair 


No. 4102 — “Brenda,” a suede, green alligator 
VANI-TRED Littleway, U trim; also, white buck 
throat, white kid. — — —— — 
No. 6026 — “Gateway,” a 2480, all-over brown call. 
VANI - TRED Duplex last Littleway. 

Welt; white calf, black, wo 9369—Lou,” a Betty 
brown, blue. Ann blucher oxford, white 
No. 631—‘‘Hope,’’ a Betty buck; also in popular 
Ann two-tone tie of green colors. Welt. 


No. 4102 





See advertisement of Excelsior’s 
Boys Line on Page 211 


EXCELSIOR SHOES, IMC. 


PORTSMOUTH, OHIO 
Subsidiary of Selby Shoe Co. 
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THE turn of the year is the time when our thoughts 
turn in two directions—-back over the past and forward 
into the future. The old Romans called the first month 
of the year January after the God Janus who had two 
heads—one set behind and one put on before! And so 
this issue of the RECORDER seems an appropriate time 
to take inventory of the past year’s progress and the 
coming year’s promise. 


The rise of the low heel 


IN the year 1935, a most significant event took place. 
A wedding. The marriage of Foot Health and Shoe 





Page 169 


by 
RUTH HARRINGTON 


Ajfashion review and preview 
—What the past year has 
accomplished and what the 


fature may bring forth 


Mary Carlisle wears a velveteen 
coat of rose with her informal 
dress in soft shades of rose, beige, 
brown and green. She has a rose 
bag and matching slippers. 


Fashion! To the more astute in the shoe field, there 
was nothing very sudden about this alliance. They 
had seen for some time that there was something be- 
tween these two, and that neither of them could be 
complete without the other. But not until the Spring 
of 1935 was the union actually accomplished! 

At that time, for the first time, to drop our figure of 
speech, it became smart to be comfortable! The rise 
of the low heel is the most important development in 
shoes since the year the boots went out. 

Let’s turn back the calendar to December, 1935. That 
was the month that the RecorpeR showed the first 
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“Peasant Shoe.” The original Kitzbiihel from the 
Tyrol. This peasant shoe dramatized the low heel 
fashion. 
Influence of the peasant shoe 

SOME merchants made money, others lost on this 
shoe, because it was an extreme fashion—a funny, 
clumpy shoe that not everybody would accept. But 
its influence was tremendous. It was the occasion, if 
not the cause, for the “flat” vogue in all its variations. 
All through the Spring, the 10/8 heel was a big factor. 
High style stores, and stores of lower grades catering 
to a young market, cashed in on flats. 

Gradually the fashion was modified, made more 
acceptable to a general market. This past Fall it sought 
a more sensible level in the 13-15/8 heel, the heel that 
the great majority of women can wear most comfort- 
ably. This Spring we see low heels stabilized at this 
medium height. And from being a fashion featured for 
all occasions, even into the evening, the low heel has 
reverted to its proper place—the tailored and walking 
shoe. The low-heeled formal shoe is now negligible. 
High heels are the rule for afternoon and evening, but 
the medium low heel for walking is an established 
success. 

Women have learned the freedom, the comfort, the 
new poise that the low-heeled walking shoe can,give, 
and they will not easily be persuaded to change back 
to the torturing pitch of stilts! Low heeled shoes are 
so smartly, rightly styled now that there is no reason 
why they should change. It looks as if this marriage 
of foot health and shoe fashion was going to last! 

If anybody reads this conviction of ours ten years 
from now, they may have cause to laugh heartily. But 
we don’t think so. We believe that this low heel fash- 
ion is part of a broad general movement toward more 
sensible living, the same movement that developed the 
cult of sun bathing, a movement that goes on growing, 
in spite of the artificiality of fashions that come and 
go. The merchants who look back over their figures 
for the last two or three years and see how the demand 
for low heels has grown cannot but agree with this con- 
viction. 

But there are other events to make this past year 
memorable in women’s shoes. 

Marked progress in lasts 
SIDE by side with the growth of low heels have gone 
improvements in last making. The broader last, to 
give the foot still more freedom, is important in every 
grade of shoe from the highest to the lowest. Better 
back measurements for better fitting and to shorten the 
effect of the foot are so prevalent now that the old 
elongated lasts look like museum pieces. 

Of course, everybody will remember 1935 as the year 
of the beginning of another square toe revival .. . a 
high fashion this Fall, a volume fashion for the coming 
Spring. For next Fall—who knows? The military 
vogue in Fall fashions, the influence of the peasant 
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Madge Evans rides in light tan jodhpurs with dark brown 
boots. With her ensemble of tan and brown, Miss Evans 
wears a yellow sweater. 


shoe were partly responsible for this revival. But a 
more important factor in its acceptance was the growing 
demand for more dramatic, simpler shoes. 

A square toe made shoes look new and different 
without making them fussy or tricky in pattern. And 
that’s what women wanted. 

The trend to simpler shoes 
EN 1934—and during part of 1935, we put tricks on 
shoes, in a brave effort to stimulate business and to 
lift ourselves out of the depression doldrums. We 
wanted to make shoes exciting and we made them 
look pretty hectic. Those “magpie” shoes of last 
Spring were a good example, with their white “ginger- 
bread” trimming. A definite reaction set in. Women 
didn’t want their feet to look as conspicuous as all that. 
They balked at buying such extreme and fancy shoes. 
But there was certainly no advantage in going back 
to staples. The square last was one of the rabbits that 
smart designers pulled out of the hat to make shoes 
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RAUF >! ¥LES 


The Sandal Mode 
for Spring 


V V ITH a scintillating array of beautiful 
sandals in the newest, smartest styles ! 


Colors run riot... new materials make 


exciting debuts ... and designs are 


more luxurious than ever. Rauh features 
them all in a line that is magnetically 
styled ... irresistibly priced. 


Rauh Sandals for all occasions 
Cocktail, evening, sports, dancing 
and afternoon, will be on display at 

Room 878 
Palmer House 
Chicago 
during the National Shoe Fair. 


S. RAUH & CO. 


650 Sixth Ave. New York 
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All of these 
ARNOLD 


ARNOLDEAGLE — White elk with black elk trim 
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A sport-shoe sole has to be good in many 
ways, and they are all different. First, it has to 
be cool and comfortable and give the wearer a 
sense of sure-footedness. Second, it has to be able ARNGLOROGG — Whlen oig Maken sedlte 
to stand a lot of outdoor wear and weather. But 


more than ever, now, it has to carry out the 


smart good looks of today’s “spectator” styles. 


Darex Soles meet these exacting requirements so 
well that they have been standard specifications 
for years on many of the best-selling styles in 
the Arnold Authentics line. These shoes, some 
of which are illustrated here, are regularly car- 
ried in stock. The new Authentics catalog will 


be sent to you on request. 


Mc N. ARNOLD SHOE COMPANY 
SOUTH WEYMOUTH, MASS. 


ARNOLDAIRE — White buck with black calf trim 
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Photo by Clarence Sinclair Bull 


Typifying the oxford worn by smart college women, piquant 

Maureen Sullivan chooses a pair in white kid with flexible 

soles. With her plum-colored ensemble she also wears 
white gloves. 


look excitingly new and yet still extremely simple. We 
are right now in a period of dramatic, simple shoes— 
that’s the new tack for the coming year. 

A change of pace in patterns 
RADICAL changes in patterns, too, are part of the 
progression of 1935. For years now the oxford has 
been our basic shoe. Six months ago it began to lose 
ground. The broad strap began to gain, and is now 
considered the master type for style tailored shoes. For 
dressier wear pumps are forging to the front, particu- 
larly in tongue and bow treatments, and are giving 
sandals new competition. 

There is much greater variety in pattern types in 
the picture for Spring. This is due partly to the desire 
for a change of pace and partly to better business con- 
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ditions which encourage more shoes and shoes for the 
occasion. 

In all the new patterns, the tendency to a lower top- 
line—a lighter look throughout—is extremely impor- 
tant. The cycle of the extremely high, closed up pattern 
is on the wane. Lowering of necklines, shortening of 
skirts are responsible for this change—as brought out 
by the able analysis made by Mrs. Ruth Waltz in our 
issue of September 21, 1935. We urge your re-reading 
that article at this time because it shows so clearly how 
the clothes cycle affects the shoe cycle. 


Merchandising more color 


EN 1935, color came on the horizon and color is in 
the foreground now. Color can dramatize shoes more 
than any other factor. Color will do a job to sell more 
shoes in 1936. It is not simply a “window-piece” prop- 
osition. It now has volume possibilities. 

The idea of matching shoe colors to other accessories. 
such as hats and gloves, is a conspicuous new develop- 
ment. The copper color shoe, the luggage tan shoe. 
the wine red shoe, tied in with other costume notes. 
are accepted fashions for Spring. 

In resort and Summer shoes, combinations with white 
are more important than ever before. High shades are 
also expected to make extra sales. Navy blue will 
undoubtedly exceed its last Spring’s record. There’s 
a definite demand for grey. All the brows are brighter. 
lighter, more vibrant. Black and brown no longer tells 
the whole story. Color is in the air! 


Simplified treatmenis 


IN shoe treatments, we see this same demand for 
more dramatic effect, plus greater simplicity. This 
sounds like a paradox, but it is not a contradiction. 
There is a vast difference between a fussy, superficial 
treatment and a dramatic, fundamental treatment. All! 
the best trimming details are part of the basic design 
of the shoe. For instance, there is great ingenuit) 
shown in adjustments. All sorts of interesting button- 
and buckle effects which grow out of the actual fastening 
of the model. Perforations are on the wane and in 
their place come constructed cut-outs that stem natural]; 
from the structure of the shoe, rather than being over- 
laid on the surface. The new season is a challenge 
to good design, dramatic design—simple shoes, bu! 
shoes that tell a story. 


So, to sum up 

HOW, then, do we stand on the threshold of this nev 
year? 1936 carries on with five major developments: 
{1) Smart shoes that are comfortable shoes, with the 
low heel vitally important in tailored types. (2) New 
lasts, again for comfort and again for style. (3) Greater 
variety in patterns and a swing from the strict oxfor:! 
as the basic type. (4) A strong feeling for more colo:. 
(5) Less complication in treatments, more dramati:, 
simpler shoes. 
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STITCHED SINGLE SOLE 


STYLES FOR 


1936 


There’s no gainsaying the fact that today, 
stitched single soled shoes are receiving the 
acclaim that is their due. In Lumbard Walk 
Tested shoes the patented construction—out- 
come of many years of experience in single 
sole shoe manufacture—results in a shoe of 
amazing lightness and flexibility, yet with the 
sturdiness and shape retaining qualities of 
fine welts. 


In planning for 1936 be sure to investigate 
the Lumbard Walk Tested Line. Here you 
will find Short-back lasts—modish styles and 
reasonable prices—backed by a dependable 
In-stock service on 35 styles. 


IN STOCK 

Style N765 
White Elk 12/8 built up 
contrast heel. New short 
coupled wide back-part last. 
Send for catalog. Send for 
salesman 


WALK TESTED by 


thousands of women 


IN STOCK 
Th : r a Style 5605 
e steadily increasing popularity Black Ruby Kid 14/8 heel, 
unusu r. ie Dack- 
e rt, hort 1 last. 
of Lumbard Shoes is ample proof Ben Rg 
salesman. 


of their intrinsic merit. Dealers 
are enthusiastic—because their cus- 


tomers are. Volume is mounting— IN STOCK 
dealer loyalty i ding] “Brow kid. S648-“White 
4 —Brown 4 te 
yally 1s exceedingly grati kid. 5849—Blue kid. Patent 
fyi leather trim, 14/8 heel. 
ying. short coupled wide back- 
part last. Send for catalog. 

Send for salesman. 


LUMBARD SHOE COMPANY 


AUBURN, MAINE 
Exclusive Manufacturers of WALK TESTED Stitched Single Sole SHOES 
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M-G-M photo by Clarence 8. Bull 





Portraying the elegance of the infor- 

mal mode, lovely Madge Evans wears a 

regal gown of Chinese red with silver 

trim. For the cool California spring 

evenings Miss Evans chooses a wrap of 

white ermine. Her sandals are red 
and silver brocade. 









SPRING in Los Angeles . . . the snow-capped Sierras 
no longer resemble huge ice-cream cones, but are softly, 
beautifully green . . . Olvera Street yawns lazily in the 
warm golden sunlight. Palm Springs . . . a whirl of 
mad-riotous color against the soft purple haze of the 
desert. Hollywood . . . with its studios, stars, and 
cameras . . . a mad jumble of all the cities and streets 
of the world. Romeo and Juliet rub shoulders with Anna 
Held . . . glorious Ziegfeld girls exchange chatter with 
Chinese coolies, while mounted police, resplendent with 
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from a 


WEST COAST 
VIEWPOINT 


by Henrietta Morris 


color, join forces with the French bourgeoise. Each 
set, each picture plays its part in the style picture, not 
only of Los Angeles, but of all the world, for it is 
studio designers, working months ahead, who are looked 
to for advance style information. 

Anticipating . . . planning for months ahead of the 
season, so that when a picture is released, even months 
after its production, the styles will be far advanced. 
Every studio, and every designer, recognizes the tre- 
mendous influence the motion picture industry exerts 
on advance styles, and with production at all studios 


’ reaching a new peak, advance styles are definitely in- 


fluenced by these significant studio activities. 

Long before the first rustle of Spring, 1936, these 
influences having played their part, the Los Angeles 
Shoe picture unfolds .. . a study in CONTRAST... 
COLOR ... STYLES ... PRICES. 

The Spring season finds the demand which started last 
Fall, for shoes correct for the occasion continuing. 
Smart women want smart shoes, and this Spring season 
finds the Los Angeles market, one of America’s most in- 
dividual and style conscious centers, divided among it- 
self in color groups .. . the high style stores favoring the 
exotic, off-shades . . . deep rusty beige, rum brown, sea 
green, duck egg’s blue, plum, and clay, used singly or in 
combinations. The volume stores favor pastels in com- 
bination, white combined with pastels, and white used 
with darker contrasts. 

The volume stores will show more all-white than the 
high style stores. Both high style and volume shops 
will feature the new blue . . . slightly lighter, slightly 
grayer, but still blue for early year. It is generally 
agreed, too, that grey, both light and dark, and greige, 
a combination of grey with brown, will be popular. 

Sunbisque, which is a lovely light fawn shade, may 
be a dark horse in the Spring shoe wardrobe. Especially 
in suede finish, this color is at its best when trimmed 
in rust colored kid or calf. 

High style shops are showing Luggage Tan, or as sev- 
eral of the smart shops have called it, “Butterscotch.” 

[TURN TO PAGE 180, PLEASF | 


SPRING STYLES 
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Fast Selling 


RETAILERS 





FOR THE 
MODERN MISS 
“AND 
JUNIOR DEB 


Dress Straps and Sandal 
Oxfords in the 111/-3 
and 3!/,-8 runs. Leather 
and covered heels. 


S 


SPECTATOR 
AND 
SPORTS 
OXFORDS 


Featuring wanted ma- 
terials — both leather 
and fabric, in built-up 
heels. 


@ 


SANDALS 
FOR 
EVENING AND 
STREET WEAR 


A highly specialized line, 
featuring stripping 
vamps, built on special 
sandal lasts, with 6/8 to 
20/8 Heels. 


Sa 


CORRECTIVES 


With the popular "pil- 
lowed in comfort" 
cushion innersole. A 
business-building line of 
staples. 


Sd 











WIDE VARIETY OF COLORS 
IN ALL LEATHERS AND FABRICS 


CHICAGO SHOW BOSTON SHOW 
Jan. 6-7-8-9 Jan. 12-15 
Hotel LaSalle Rooms 809-10-11 Hotel Statler Room 519 
Chandler F. Bearce Chandler F. Bearce 
L. C. Morgan Robert H. Adams George K. Burns 


CHARLES CUSHMAN CO. 


AUBURN, ME. 


When writing advertisers please mention Boot and Shoe Recorder 


NEW YORK, Marbridge Bld. BOSTON, Albany Bld. 
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Bookkeeping made so simple that a high- 
school boy would have difficulty in making 
errors of entry, if he follows the guide 
written in every-day language. 












































































































































































































































































































































The Most Complete Record 


of Finances in the Most Convenient Form 


CONSISTING OF: 
Complete Bookkeeping 
Guide— 


Daily Records— 

Departmental Records— 

Comparative Statement of 
Income— 

Daily Record of Salesmen— 

Comparative Trial Balance— 

Cloth board loose leaf binder. 


BI Q-5O compere 


Postage Prepaid 


(Check with order, please) 
Unless C.0.D. shipment 
is preferred 


Merchants Service Dept. 

Boot and Shoe Recorder 

209 South State Street 

Chicago, Il. 

—Please send me the FINANCIAL RECORD, 
fer which find check enclosed for $10.50. 

—Please send me sample sheets for inspection. 





giving you at a glance your net profits over any period 
to date, and any detailed information you may require. 


The least entries —the least work — 
the least chance of confusion or error. 





Sales . DAILY— ( Receipts 
no Come WEEKLY— Disbursements 
4 


Itemized Over- 
Cost of Sales ( MONTHLY ) ‘head 
Returns FIGURES Net Earnings 


USED IN CONJUNCTION WITH OUR STOCK AND DAILY SALES REC- 
oats = GIVES THE BUSY STORE ACCURATE RECORDS OF EVERY 
ONE SET COVERS TWO YEARS’ REQUIREMENTS OF AVERAGE STORE. 





NEW GOVERN- 
MENT RULINGS 
DEMAND MORE 
ACCURATE AC- 
COUNTING 
THAN IN THE 
PAST. 


REFILLS IN 
STOCK. 





|_<———=GQFMAIL THIS TODAY 





BOOT ann SHOE RECORDER 


MERCHANTS SERVICE DEPARTMENT 
209 South State Street—Chicago, Ill. 


When writing advertisers please mention ‘Boot and Shoe Recorder 
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& 


Walk-Over presents a sparkling new 
1936 line for women: 

New Ardwyn Styles 

New Square Toes 

New 1936 Cabana (The world’s largest 

selling style, ready for its biggest year). 

New Sandals 

New Campus Flats 

New Spring Suedes 

New Main Spring* Arch Styles (Shoes 

that sell on looks alone, but prescribed 

by doctors the country over for their 

health features). 


* REG. U.S. Cé 
Walk-Over’s new 1936 line for men is 
based on authentic style trends as well as 
record-breaking past performance. 
B | E New Koolies (Also Concealed Cooling 
; Shoes that are ventilated without 
showing it). 
New Buckos 
New Whites 
New Comets (A custom-looking last 
with pointed toe and room inside). 


New Shock-Absorbing Shoes (with the 
Main Soring Arch). 


& 


They’re all nationally advertised—and 
each promotion is focussed on your store 
with the most complete service of localized 
selling helps in the industry. 


WA L K- OVE R All these shoes will be in stock ready 
for “‘at once’ shipment to speed up your 
D E f L E R S turnover and to keep down your overhead. 


4 


on every pair you'll get Walk-Over’s 
Greater Gross Profit. 


See new Walk-Over line at the Convention 
Hotel, Palmer House. Rooms 725-726-727. 


Geo. E. Keith Company, Campello, Brockton, Mass. 





When writing advertisers please mention Boot and Shoe Recorder 
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95 Last, Medium Full Toe, 21/8 





B Widths Only 
Meverisis “-_ 11/8 Block Heel 
AA to C. 












“WN SPRING 


STOCK 









R1564 Black Faille, silv. str. .$2.00 
R1566 White Faille, silv. str.. 2.00 
R1568 Black Velvet, silv. str.. 2.00 
R4318 Black Faille, satin str. 2.00 
R4320 White Faille, satin str. 2.00 
AAA to C Widths 

R1570 Green Velvet, silv. str. rf 
R1572 7 ye Velvet, gold str.. 







A wide 
yon 


oy ) 


ven ods Hees OOF CHARMING NEW 


ON Display AT THE 
CHICAGO SHOW 


ROOMS 958-959 PALMER HOUSE 
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CAPRI 
IN 
STOCK 





) 


R1138 Genuine ivr kid..... $3.10 


A; 


Rit42 Genuine gold kid...... 3.60 
R4300 Black Faille ......... 2.00 
\ R4302 White Faille ......... 2.00 
R4304 Black Velvet, satin trim 2.00 
a 95 Last, Ghest Vem 21/8 Louis 
lee 


AAA to C Widths 


Above Shoe Also In Stock in All 
Materials with 11/8 Block Heel 
AA to C. 


SANDALS 





© © © 

RiiGt Genuine silver kid....$2.75 9 
24 Last, Ful “ito foo, M7 HANNAHSON S 
24 Last, Full Round Toe, 11/8 Bist Eotent sapien 

Vex Ayiaths Rize at B, Ca If 2.10 
R1160 Genuine silver kid..... $2.75 63 eat Square Toe, 13/8 Square 
A162 Genuine ‘wold kid. °°. 25 HAVERHILL Heel 

as edium ‘oe, 
Louis Heel AA and B on! 
AAA te C Widths MASS. ’ 
©o2@28d200 @e8?@ 


1935 


©©CCF®@ 
a 












Spring Styles from a West 
Coast Viewpoint 


[ CONTINUED FROM PAGE 176] 






One of the Coast’s manufacturers is introducing several 
models in Luggage Tan calf skin combined with suede. 
One particularly interesting model has the high boule- 
vard heel, and features the high, wide buckle. 

Pastel patents are being favored along with the high 
colors. One manufacturer is showing all light shades 
trimmed with darker patent. These models are sandal- 
types, and feature the semi-closed vamp. Because of the 
practicality of patent, th’s manufacturer is talking it 
very strongly. He says that it will clean easily, retain 
its soft coloring, and may be worn for practically every 
occasion. One of the highly specialized retailers is favor- 
ing the br'ght shades in patents . . . greens, reds, and 
blues. This retailer also favors the patent combina- 
tions, and will feature them in his early Spring adver- 
tising. 

The place of gold as a trim on street and afternoon 
shoes for Spring again offers a wide divergence of 
opinions. One department store, conservative, smart, 
and known for its rapidly increasing shoe clientele, be- 
lieves that gold as a trim will go out completely with 
the coming of Spring. Another specialty shop, catering 
to that part of the younger set that favors the “unusual,” 
expects gold to hold over far into the Spring, especially 





















with the growing importance of black patent. 
and stylist in this shop predicts that this year will sec 
novelties reaching a new high point. These novelties 
will be in high style afternoon slippers, with dainty 
details offering a contrasting note. Another high style 
department store’s buyer differs with this opinion, and 
believes that there will be fewer afternoon novelties 
sold than ever before, and is planning a large and varied 
stock of dressy spectator sport shoes. 

He points to the climate, to the fact that people wear 
more sports costumes here than in any other city, and 
to the fact that even the new skirt lengths, probably in- 
fluenced by the Ethiopian situation, are shorter. Be- 
cause cocktail dresses also in the new short length, 
designed to be worn for both afternoon and evening, 
are less formal, this buyer points to his stock of more 
conservative sport shoes, beautiful in design and details. 
expertly created by many of our finest craftsmen, aii! 
says he believes his opinion for his store is right. 

Multi-colored shoes, rivalling “Joseph’s coat of many 
colors,” play a leading role in practically every resor' 
line. Rich, brilliant colors, suggestive of Mexico char- 
acterize these shoes. There is an “Olvera Sandal,” a 
“Mexican Love Sandal,” and various other editions of 
these slippers, each showing the peasant influence, bit 
each characterized by its individual design. 

One of the West’s outstanding manufacturers, who-c 
designer, known from Coast to Coast as one of Americ: = 
[TURN TO PAGE 220, PLEAS® | 
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Middleboro Companies 
Celebrate 


MIDDLEBORO, Mass. — Nearly 150 
guests, including town officials, bank- 
ers, representatives of the United Shoe 
Machinery Corporation and other sup- 
ply houses, leather and last men, cus- 
tomers and even officials of competing 
shoe houses in the Brockton district, 
were the guests on Dec. 10 of the John 
E. Lucey Shoe Company and Leonard & 
Barrows Shoe Company, at their fac- 
tovies here. It was the official opening 
of the two factories which have been 
in production for some time and have 
reached a total production rate of 3600 
pairs per day. 

Following inspection of the two 
plants, the guests were taken to the 
local Elks’ Club where dinner was 
served and brief addresses were made 
by George Dempsey of the Farmington 
Shoe Co.; James Smith of the Arthur 
Fisher Shoe Co., Inc.; William E. 
Doyle of the Doyle Shoe Company; 
Congressman Gifford; James H. Stone 
of the New England Shoe and Leather 
Association, and others. 

Primarily, the reception was planned 
to show those making this venture pos- 
sible what had been accomplished by 
their cooperation—the housing under 
one roof of two separate factories under 
the same general management. The 
John E. Lucey Shoe Company was 
organized in 1933 by Mr. Lucey and 
Robert Goldstein of the Boston whole- 


sale house of S. Goldstein & Sons to 
make men’s shoes retailing at $4 and 
$4.50. This year, having taken over the 
Leonard & Barrows firm, which made 
shoes to retail at $3 and $3.50, they de- 
cided to preserve the identity of each 
firm, operating each company as a sepa- 
rate unit. 

Under the combined management of 
these two men, aided by a corps of 
loyal and able employees, both units are 
now going ahead at full speed with 
existing equipment sufficient to reach a 
maximum of about 4800 pairs per day. 


Men’s Work Shoes 


In the industrial sections, where 
there is a large population per square 
area of country, there is a large vol- 
ume of work shoe business to be taken 
care of by the alert merchant. The 
point that we wish to bring out is that 
during normal times, when they are 
working twelve months in the year, the 
average life of a work shoe is about 
two to three months—which you can 
see gives four to five turnovers per 
customer on shoes per year. Let us 
draw the comparison—that in selling 
dress shoes or sport shoes, the one pair 
of dress shoes or sport shoes will last 
at least a year to the average. In a 
sport shoe, with some maybe two, three, 
four or five years, so the turnover per 
customer is very few and slow per year. 
It must be spread over a vast territory 
and a huge number of customers. 




















You Are Cordially 
INVITED to INSPECT 


“Fashion Firsts” High Lights 


IN STYLE 


popularly priced for the volume demand 


... IN STOCK NOW 


All patterns that are new await you 
The usual warm welcome extended to all comers. 


(Koon 


lOl8 + 1OI9 
Aelurer 
Houre 


GROVES SHOE COMPANY 
Salesroom and Warehouse, 311-315 West Monroe Street, Chicago, Illinois 
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Refresh Your Stock 
with Smart 
Serviceable Patterns 
UCO LOCKSTITCH AND GOODYEAR WELT 


clam 


FS OOTWERR 


(02. sh¥ 
RETAILERS 


The youth and beauty of Martha Washington 
as a young woman are the inspirations for the 
Styling of this line to retail at popular prices 
with a liberal mark-up. Practically all patterns 
carried IN-STOCK in complete range of sizes 
and widths. It will be on display Room 955 
Palmer House, January 6 to 9, Chicago, during 
the National Shoe Fair. 


9142—Duli Mat Kid Tie 
9143—Brown ie 
9144—White Kid Tle 


8163—Dull Mat Kid Side Buckie 
8164—White Bucke Reverse Calf Side Buckie 


MAYER 
Martha Washington 
Shoe Co. 
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The Last Comes First 


1935 


[CONTINUED FROM PAGE 167] 


money has been expended, due to the 
absence of other satisfactory substi- 
tutes. 

Chief among the drawbacks of wood 
is the effect of climatic conditions and 
changes. During the steam-heated sea- 
son, all moisture is driven from the 
pores of the last or the block from 
which the lasts are turned. In the 
humid months such lasts or blocks are 
impregnated by the moisture, conse- 
quently swell up. Thus, a serious prob- 
lem arises that has a complex effect 
on the fitting of shoes. To go back to 
the original last model one must 
realize that such models are supposed- 
ly kept under conditions of relative 
humidity that are constant the year 
around. Likewise, all blocks from which 
the lasts are turned are kiln dried and 
then stored under conditions of con- 
stant relative humidity. But this does 
not suffice. Such models and such 
blocks lose their standards when ex- 
posed to the air of the factory when in 
the process of manufacturing. 


Mechanical precision 


The wood, be it model, block or 
turned last, will immediately respond 
to air conditions to which it is ex- 
posed. In the winter season, with the 


absence of any thermostatic humidity 


control, the humidity in any ordinary 
steam-heated factory will fall as low 
as 20 per cent, frequently under, while 
in the Summer, when the air is ex- 
tremely oppressively heavy, the rela- 
tive humidity will almost reach the 
point of saturation. Actually, the air 
will become loaded with moisture to 
the point of registering as high as 90 
per cent or 100 per cent—the satura- 
tion point. The mean average for the 
Summer months will be in the vicinity 
of 70 per cent. Under such conditions, 
like the woodwork in our homes, there 
is a shrinkage or an expansion in ratio 
to the moisture content of the wood’s 
absorption. It is generally conceded, 
therefore, that the fluctuating range 


| of last measurements will be from % 


to % of a size, meaning, of course, 
that lasts are smaller in Winter and 
larger in Summer. It must follow that 
shoes are, likewise, so affected. Experi- 
mentation to date has not devised an 
economical way whereby lasts or wood 


for shoemaking purposes can be treated 


to make them impervious to the ab- 
sorption of moisture. It is such a prob- 
lem as this that has commanded the 
attention of the best minds allied to 
the shoe business. The ultimate hope, 
naturally, has been to remove these 
difficulties which ensue from the fitting 
of shoes. 

Climatic changes, therefore, must be 
taken for granted. However, there are 
so many factors considered in _prepar- 
ing lasts for shoemaking that the aver- 


age mind is little conscious that they 
all are dependent on precision, as fra:- 
tionally subtle as the fine accuracy of 
delicate machine parts. 

In the olden days, precision did nit 
mean anything, because lasts were 
made in one or possibly two widths and 
whole sizes. The laborious job of whit- 
tling out lasts by hand accounted for 
this lack of precision. Fit of shoes 
made accordingly was by accident, 
Such shoes never embraced many vavi- 
ations of style. . Certainly, today, we 
have 100 or more styles of men’s lasts 
to each one of 50 years ago. 


Standard measurements 


In an effort to carry out this pre- 
cision, a basis of measurement is nec:<s- 
sary. Such a basis became known as 
“standard measurements.” In accord- 
ance with this schedule, a size 7% C 
would measure 8% in. ball; 84/8 in. 
waist, and 9 in. for the instep. Work- 
ing from this base, % in. for each 
width is added or detracted in accord- 
ance with the scale of widths, up as to 
D or E and down in respect to B, A or 
AA. An example of 7% D would be 
8% in. ball; 86/8 in. waist and 9% 
in. at the instep, while a 7% B would 
show 8% in. at ball, 8 2/8 in. at waist and 
86/8 in. instep. These girth measure- 
ments, naturally, increase or decrease 
with the variations of length. For each 
half size variation, the girth measure 
will vary % in. and with the whole 
size, % in. In the instance of an 8 C, 
the ball would measure 86/8 in.; the 
waist, 8% in., and the instep, 9% in., 
while a 7 C would tape 84/8 in. at 
the ball; 8% in. waist, and the instep, 
8% in. A closer study of Diagram 1— 
standard measurement chart — will 
more fully illustrate “standard mea- 
surements.” 


Under-measurement lasts 


There are not many standard miea- 
surement lasts that are the vogue to- 
day. Some styles in the past have been 
made sub-standard, or, as the term, 
usually applied, indicates, “under mea- 
surement.” This may vary as much as 
% in. or 3/16 in. under standard mea- 
sure. This style of last has been found 
to carry a narrow ball tread, resulting 
in the worn shoe, a dreaded sprea: of 
the upper over the sole line, thus :‘iv- 
ing the shoe an unsightly shape!<ss- 
ness after brief wear. Sub-stan:ard 
styles mostly prevailed in shoes made 
of light-weight elastic leathers as kid 
and kangaroo. 


Over-measurement last 


As the heavier type of shoe si,les 
came in, following the mustering out 
of the boys in 1918, after wearing the 
Munson regulation army shoe, ©ver- 
measurement lasts soon became p’pu- 
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Mr. Cort, author of this series of 
srticles, is the lineal descendant of 
five generations of shoemakers, two in 
America and three in England. He 
tarted in Newark at an early age, 
under the rigid discipline of his 
father. He served ten years apprentice- 
chip at the bench and then left the 
shoe trade to study law. After two 
years he returned, believing the shoe 
Lusiness afforded more opportunity for 
vocational service. 

Feet, lasts and shoes are Mr. Cort's 
hobby. “Happy is the man whose 
hobby is his business." He takes a keen 
interest in the relation of feet and 
sroes to health and happiness, be- 
lieving that too little research has been 
made by doctors, manufacturers and re- 
teilers on this important subject. 

His studies on lasts will become the 
siandard treatise on the subject, and 
we are fortunate in starting the series 
o! articles in this issue—timely because 
of significant changes in wood. 

Mr. Cort has been with Stacy-Adams 
Company for eighteen years and is now 
vice-president. 

Editor's note. 











lar. The Haig models copied after 
the English lamb’s tongue styles, in- 
troduced about this time, were extreme 
in this respect. The ball was % in. 
over standard with the waist % in. and 
the instep % in. full, or over standard. 
To be more specific, lasts in this 
Hague group, stamped and marked 
7% C, were in reality 74% E at the 
instep; D% waist and a D ball. Asa 
result, from this period on to the pres- 
ent time very few regulation standard 
measurement lasts have been made. 
Very nearly all modern last styles are 
over-measurements to some degree. It 
is safe to say that all under-measure- 
ment lasts have been totally abandoned 
in these days. 


Difficult uniform fitting 

In fact, today, all prevailing, ac- 
ceptable models will be found to be 
over-measurement at least % in. at the 
ball, in many instances % in., with the 
waist and instep at least % in. full 
above standard. The difference in the 
fitting qualities of lasts in relation to 
Over-measurement is in ratio to the 
last’s qualities as a “free-fitter.” Any 
last is a “free-fitter” in proportion to 
its excess of measurement over stand- 
ard. The most practical combination 
of measurements for a_ satisfactory 
bread and butter men’s style calf shoes 
will run at least a half width over 
standard at the ball and waist and a 
standard instep. Thus, a 74% C would 
measure 8 6/8 in. ball; 85% in. waist, 
and 9 in. for the instep. For all prac- 
tical purposes, shoes made on lasts 
running fairly uniform in measure- 
ment result in less confusion to the 
shoe fitters, who find that styles on 
their shelves, made by different manu- 
facturers on different lasts, all vary in 
measurements and fitting qualities. 
Consequently, any 7% C, if thus made 


over wood of the same measurement, 
would fit fairly near alike, no matter 
whose line it was in. As it now exists 
in many stores, the several styles are 
made on several lasts, all representing 
different measurements, yet the lining 
may be marked 7% C for all of them. 
It is not any wonder that the clerk has 
to switch sizes to a 7 D or an 8 B or 
some other size that might “fit.” To be 
more specific, a customer is emphatic 
that a 7% C is his size, because such 
a size on a certain style worked out 
very pleasingly to him. He naturally 
expects and thinks that a 7% C in 
any shoe is nothing else but a 7% C. 
The shoe that pleased him may have 
had “measurements entirely different 
than any shoe on the shelf. This situ- 
ation too frequently proves distasteful 
to the fastidious customer, because he 
cannot understand why a 7% C is not 
a 7% C. Of course, where a dealer uses 
a coded size system he may deceive the 
customer, but there is always the pos- 
sible grief of the customer coming back 
to complain about the fitting. With the 
use of certain lasts over a long period 
of time, as is the case with certain 
staples, the shoe fitter learns through 
experience just how to handle the 
adaptation of such a last to a cus- 
tomer’s needs. The clerk is uncon- 
sciously familiar with the last’s mea- 
surements. One of the largest retailers 
in this country of a half century stand- 
ing said that he would take three cer- 
tain lasts which he had handled for a 
long time and shoe the world. The 
writer had knowledge of the three 
lasts to the extent that the measure- 
ments were the same. Over these three 
lasts about 30 numbers were built. 
Thus, the confusion and trouble of 
adaptation of style to the customer’s 
feet was obviated. 


Merits of combination lasts 


Much has been advertised and said 
about “combination” lasts. The mea- 
surements of such lasts may be as fol- 
lows, figuring on a 7% C basis, the ball, 
85 in.; waist, 8 2/8 in., and the instep, 
84/8 in., thereby making the last 
standard C ball; B waist, and an A 
instep. Such lasts naturally carry a 
narrower shank and a slimmer heel 
seat. Usually the shoes are considered 
as 7% a/c sizes. There are any number 
of variations used, such as a C ball, 
a B% waist, and a B instep, yet indi- 
cated as a two-way combination. 

It is conservative to say that such 
combination lasts have been mostly 
applicable to kid shoes, rather than 
calf styles. The variations of feet in 
several parts of the country make com- 
bination lasts more advantageous to 
the warmer states, where the feet run 
longer and slimmer than in the cooler 
parts, where are found the shorter and 
broader types. There is an advantage 
in fitting combination lasts where the 
customer is fitted long. The reduced 
measurements of the back-part do not 
permit the shoes to lace too closely. 
Many customers insist that they be 

[TURN TO PAGE 197, PLEASE] 
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and see what I believe to be 
one of the outstanding lines of 
the season’s smartest shoes. 
Littleways to retail at $5.00 to 


$7.50. 
Rube Stiefel, President 


M. A. Clark Shoe Mfg.Co. 


231 S. GREEN STREET 


Chicago Illinois 


PALMER HOUSE 
Rooms 966-W, 967-W, 968-W 


NATIONAL 
SHOE FAIR 
JANUARY 6, 7, 8, 9 


Salesmen in attendance 


Rube Stiefel 
Lap L. Imig 


George Teasdale 
Tom McCasky 
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_ Greatest White and Color Season Ever Is Anticipated, 


Despite Rising Costs and Selling Prices. 


Whites in plain toed bluchers, 
stitched wing tips and ventilated 
types will feature the summer sell- 
ing season with increased interest 
in brown and colored service calf. 


Photo Courtesy Haspel Bros., New Orleans 


TWO important factors which have a tremendous bear- 
ing on men’s shoe selling for Spring, 1936, face many 
shoe buyers. These are the price problem and the 
situation that exists with regard to supply of white 
leathers. 

What to do about advancing prices? How long will 
materials continue to advance? How much will the 
consuming public stand in the way of advances? How 
will the consumer react to cheaper leather substitution 
in order to get his shoes at his old price? These are 
some of the price angle problems. 

Shoes are actually costing from 25 to 55 cents a pair 
more to make at this writing than they did six months 
ago. Manufacturers have jacked up their prices from 
10 to 25 cents, only. Now that the “averaging” process 
is practically at an end, it is not to be expected that they 
can or will absorb 15 to 30 cents difference. Many of 
them are frankly telling their trade that if the same 
shoe that was previously detailed is wanted, then the 
buyer must pay at least 35 cents a pair more. 

And, to the credit of the tanners, it must be said that 
they have also acted in a fair manner in likewise aver- 
aging their costs. Practically all odd lots of usable 
leather are out of the market now, so higher prices are 
a certainty, as the market is sure to stiffen, especially 
if the European situation gets worse. 

Men’s shoes will be sold at $2.00, $3.00, $4.00 and 
‘so forth, regardless of advancing costs. But they will 
not be the same shoes as were sold at those prices six 
months ago, by a long shot. Those operating in the 
lower grades are faced with the necessity of either 


cheapening their specifications or giving up low-end 
business entirely. Several manufacturers have already 
announced this latter policy, while for the past year, 
numerous retailers have adopted a similar one. The 
manufacturers were forced to do this on account of 
higher priced leather and manufacturing costs, while 
the retailers have felt a growing tendency on the part 
of their customers toward better grades of shoes. 

Most of the buying has been on staple or conventional 
types of oxfords to date. The retail trade is more con- 
cerned today about wholesale prices and retail ranges 
than they have been for several years. Wholesale prices 
have increased to the point where retailers are being 
forced to think in terms of changing their ranges that 
have been established for two to three years. The 
change in these retail prices is giving merchants oper- 
ating in the popular priced grades more concern than 
anything else at the present time. This year’s $5.00 
shoe will in most cases be composed of the materials 
which went into last year’s $4.00 product, plus the 
styling and workmanship of the previous $5.00 grade. 
This will enable the merchant to definitely point out to 
his trade the fine points of the product, which will 
justify the advanced price asked. 

A readjustment of retail prices and quality standards 
is here. A number of manufacturers have entirely 
abandoned their low-priced trade. They have stepped 
up their retail prices at least fifty cents a pair, not be- 
cause they wished to do so, but because this was forced 
on them. This condition is truly alarming to many 
shoe buyers, because they either refused to cover them- 






































Two hand sewers who learned their trade at the bench and 
are skilled in the art of shoemaking. 


selves or else in the case of the large department and 
clothing store, the merchandise managers endeavored to 
gang up on the manufacturers by refusing to allow their 
buyers to anticipate the store’s normal needs. 

This is a time when the merchandise manager’s bluff 
did not work, for shoes are really costing more and, 
what’s more, desirable materials are not only higher 
priced, but very scarce. As one buyer remarked, a 
condition of this sort always results in the burden of 
the blame being placed on the buyer, with the result 
that many buyers will be out of a job around the first 
of 1937. Loss of business through being forced to buy 
cheaper shoes:to sell at former established prices is sure 
to cause dissatisfied customers and eventual lost busi- 
ness. All of this will be directly chargeable to the 
buyer and not to the “man upstairs.” 

Refusal of merchandise managers to allow buyers to 
pay current honest prices is causing a great deal of 
speculation among the trade as to how long the reputa- 
tion of a store will carry the shoe department along. 

A number of manufacturers making shoes retailing 
at $7.50 and over have consistently stuck to quality. 
They have asked the price of quality in a very limited 
way. They must ask a further price increase in the 
course of the next few months. This must be said about 
the group of manufacturers and retailers who have stuck 
to quality, and have allowed the price to fall where it 
may—they are in a relatively strong position to get 
further price increases, much more so than those who 
have had no definite price policy and have vacillated 
considerably during the past season. 

It is felt that in the grades retailing at $5.00 and less, 
that the price situation will be quite stabilized by the 
first of January for the coming season. Costs to the 
retailers have been advancing since the middle of Sep- 
tember, so that it is felt that prevailing prices will be 
continued for Spring. If costs do not go any higher, 
it is a certainty that they will not go any lower. 

Shoes formerly retailed at $3.00 and $3.50 are things 
of the past, as such. In the $4.00 grades, most manu- 
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facturers will use the same leathers they used in thei: 
1935, $3.50 grades in the white shoes. Price of brow: 
calf is plenty high, so is causing considerable worr\ 
to the manufacturers endeavoring to produce good shoe- 
to retail at $4.00. This same situation also exists i), 
other grades, too, with no real solution in view at th 
moment. 


THE European situation is reflected in stronger leathe: 
prices than our internal situation warrants. This affect. 
all types of leathers, kid, calf and sole leather, alike. 
Another disturbing factor in the sole leather market i. 
the 4,000,000 pairs of shoes purchased by the gover: 
ment, all of which require, according to specifications. 
top grade heavy weight outersoles. 

Retailers are now convinced that men’s shoes are 2- 
ing to be higher, and are planning their stocks accord- 
ingly. Most of the dealers are selling the quality o/ 
their shoes together with what the shoes will do, rathe: 
than offering a shoe at a price. Right now there is a 
wide difference in shoe retailing between the approach 
of good independent retail shoe men and those who 
hammer price and price only. 

Some of the chains have already advanced their 
prices, others are contemplating a price change right 
after their Winter sale period is over. This breaking 
of prices with those who have established fixed prices 
is acting as a stimulant to the independent retailer to 
adjust his price set-up accordingly. Retail prices of 
$3.00, $4.00 and $5.00 will be the popular. prices in 
this new set-up. Already $3.50 is becoming a popular 
price in certain localities. It remains to be seen 
whether or not $4.50 and $5.50 will follow along. The 
latter price has been tried out for some time quite suc- 
cessfully, but doubts are felt for the $4.50 price, as 
this is not a “natural” buying figure. 


GOOD buyers are not endeavoring to match the prices 
of the chain or basement stores. In many instances they 
are not buying from the same sources of supply, as they 
feel they are paying more than they should for thei: 
shoes, with the manufacturer giving the price breaks to 
the volume buyer at their expense. 

Right now there is a real shortage in kidskins suitable 
for men’s corrective type shoes. This will undoubtedly 
be more acute as time goes on, especially in the event of 
a war in Europe. 

The foregoing price survey is written purely from an 
informative angle. Boot aNnp SHOE RECORDER has no 
intention of trying to scare buyers into overbuying, or 
even covering more than the needs of a normal business. 
Nobody ever made any money in buying shoes in ad- 
vance of the usual. Speculation buying will be tre: 
mendously hazardous for the coming season, due to the 
number of uncertain style factors which are as yet in 
the formative stage. “Buy on the market—Sell on the 
market,” is always good sound advice. 
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To What Kind of an Organization 
Does My Order Go? 


e Is it an organization which gives the order I hand to its trusted 
representative, the careful attention and cooperative interest 


which I expect? 


@ Is it thoroughly competent to produce values which are out- 


standing in my community ? 


@ And should I not take advantage of every opportunity 
to find out exactly what is behind a product, in plant and 


organization ? 


We cordially invite all comers to the National Shoe Fair to meet the J. P. 
Smith Shoe Company at home. ... Any taxi brings you to our door in 10 
minutes. The factory is just a mile from our Convention Headquarters, 
Rooms 721, 722 and 724, The Palmer House. The transportation service is 


complimentary and we will welcome a visit from you. 


THE J. P. SMITH SHOE COMPANY 
CHICAGO 
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LAST 449. This hand-made cust 
pattern gives a shorter look in 
forepart. The wide tread 
medium swing make it an 
tremely comfortable fitter. Of 
lected calf leather, its rich, @ 
finish emphasizes the individ 
of the shoe. The slightly pitd 
small heel and modified fifi 
sole extension give a decid 
made-to-order-look. RETAILS # 
$25.00 AND UP. 


STACY} 


When writing advertisers please mention Boot and Shoe Recorder 















1 1935 BOOT AND SHOE RECORDER, December 21, 1935 Page 189 







True [Oo a 


QUALITY TRADITION 


[ have perpetuated the slandara 


in\quality shoes by STACY-ADAMS 





: _ | \ The art of making shoes by hand is tradi- 


tional — an ability handed down from one 






generation to another. Sixty years of ex- 






perience in making shoes are behind these 





men—handed down from father to son. 





In keeping with the high standard of its 





shoemaking, Stacy-Adams Co. now offer 






the new Bion F. Reynolds line to retail at 
$8.50 and up in addition to the regular 
Stacy-Adams In-Stock and Custom-made 
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lines. 
nade cust 93. Five large eyelets and LAST 325. A sturdy shoe f armth and ” 
r ees me oe tip - - postpeten, in heavy weather. Heaviest 
: racteristics o s i i i i 
Bu “ 0, which is emphatically in the Grain. , ail Stitched an eee Stacy-Adams and Bion F. Reynolds lines 
tte, ds manner. Note the high- linen of natural color, with a hand-stitched will be shown at 
A Be th ° ou with Ba pow oe « the Merion ime. This rugged 
ava blendi oF curves and lines. outdoor shoe is calf-lined t¢ hout and 
htly Ae Bord is Gallun's No. 8 a free fitter. From the Bion F. Reynolds ROOM 881—PALMER HOUSE 
fet . eee sia Vikin The line by Stacy-Adams, RETAILING AT Chicago—January 6 to 9 
jo" ro ° . 
RETAILS My wtension. TO RETAIL AT saadinasinalinas . y 
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50 AND UP, 


AD A M &% Cc @ @® BROCKTON, MASS. 
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BRETAILERS, manufacturers and tanners all know that 
as prices are advanced the market is restricted. All, 
therefore, who are seriously endeavoring to build a 
lasting business are endeavoring to maintain quality and 
let the price take care of itself. 

This resume of the men’s Spring situation is purposely 
skipping reference to the plain staple shoes. All re- 
tailers know just what the trade in their own particular 
store will approximate on the bread and butter numbers. 
They know that the trend is away from the plain shoes 
during the February to August period. 

A chart compiled by the George E. Keith Shoe Co. 
extending over a period of six years is herewith given. 
as it illustrates the steadily increased purchasing of 
ventilated and sports types of shoes, together with the 
decline of the staples. “Estimated Sales” for the com- 
ing season have never varied more than of one half 
of one per cent from the actual sales, so these figures 
should be a fair guide to retailers operating in similar 
grades. 


(Retail sales of men’s oxfords from March through August 1935 
were used in compiling this record) 


MEN'S COLOR AND MATERIAL TREND CHART 
Actual Retail Sales Spring and Summer Seasons Since 1930 


Black Black Brown Ventilated 
Patent Calf Kid Cf.-Kid & Sport Total 
1936 Estimate Spring 


& Summer 0 34. S. 18. 43. 100 
1935 Actual Spring & 
Summer Sales 0 358 56 18. 40.6 100 


1934 Actual Spring & 
Summer Sales 1 37.7 61 #179 382 100 


1933 Actual Spring & 
Summer Sales 2 45. 6.7 18.2 299 100 


1932 Actual Spring & 
Summer Sales l 476 66 212 245 100 


1931 Actual Spring & 

Summer Sales 2 4. 59 26.1 238 100 
1930 Actual Spring & 

Summer Sales 5 43.3 62 306 194 100 


It is customary to group white shoes, ventilated and 
other typical Summer footwear under the general clas- 
sification of “sport” shoes. Right now the white leather 
situation is causing considerable speculation. Shoes re- 
tailing at $5.00 and under will be from 90 to 98 per 
cent all-over white. In the $5.50 to $7.50 field, the 
proportion will be somewhat less, with a decided drop- 
ping off in the all-over whites in the shoes retailing 
above $7.50. 

Due to the scarcity of genuine white buck and the 
subsequent high price, a number of other materials will 
be used. Many merchants now know they must use 
‘ other materials than genuine white buck, or if they 
insist on the real buck that they are prepared to pay 
from 50 to 75 cents a pair more than they did last year. 
One New York City buyer paid an advance of sixty 
cents a pair in order to get the same shoe as in 1935. 
His order for 3000 pairs was placed in October, too. 
And this same man refused to consider offers of other 
manufacturers to give him the alleged same shoe for 
the same money he paid a year ago, as he knew they 
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could not deliver and also doubted the reliability of 
the maker. 

Most of the genuine buck comes from South America 
and from China, where a real hide shortage exists. This 
situation is considerably eased through the development 
by the tanners of many other excellent white leathers in 
the nappy finishes, the newest being the use of potas- 
sium which makes side leather carry the sweet color of 
the genuine buck. 

In looking over the Spring orders received by one im- 
portant St Louis manufacturer who features men’s shoes 
in the $3.00 and $4.00 field we notice that 98 per cent 
of the sport shoes on these orders call for all-over white 




















Shaping the outersole 


shoes. The largest individual selling style in all-over 
white is a plain toe, either in a lace oxford, or a 
blucher, with air cording on the vamp. Next in popu- 
larity comes the all-over white straight tip, with a small 
perforation or stitching across the tip line. Both ot 
the above mentioned types are made on a medium nar- 
row toe. Next in popularity comes the stitched wing 
tip on the same last, followed by the Algonquin type 
and brogue type, with wing tip, large perforations, etc. 


EN the other field of sports wear in the same retail 
price ranges, we find the ventilated types to be meeting 
with ready acceptance. Most of the retailers feel tha! 
if they have fair weather during the Spring selling 
months, these ventilated shoes will be better than eve: 
before. The weather last year, throughout the United 
States, went against the sale of this type of footwear. 
But with a fair break in weather this year, there is no 
doubt that they will be tremendous factors. The bigges! 
individual selling style will be the all-over white shor 
in a plain toe vamp, with pretty fair sized perforation- 
for ventilation. 

It is the opinion here that the percentage of all-ove: 
white shoes in sports wear is so great because of the 
fact that the retailers have bought earlier this year than 

[TURN TO PAGE 198, PLEASE | 


















Personal Trade File 


Des MOINES, IA.— Donald Dwyer, 
manager of the local Walk-Over Shoe 
store, uses a “personal trade file” for 
all regular full-time salesmen that has 
proved especially good in the juvenile 
section. 

This ‘file is given each employee by 
the personnel department under the 
direction of Mr. Dwyer. Cards are kept 
by the salesperson giving the name and 
address accompanying the shoe transac- 
tion with each customer. Size records 
are also noted down. 

Here is an instance that made a real 
friend for the store. A mother was buy- 
ing a pair of shoes for a small son. 
She said, “I never can remember what 
size he takes.” The salesman turned to 
his personal trade file and gave her the 
exact size of the last pair of shoes pur- 
chased by her. 

“Now, unless he’s grown considerably 
the same size should be just right,” the 
salesman remarked. The mother was 
delighted and the store made a good 
customer even more firm in her shop- 
ping loyalty. 

Another good use to which this file 
is put is in the matter of making sug- 
gested purchases of shoes. This is one 
of the primary reasons of keeping the 
files in the store. When one file is filled 
the salesmen are furnished with new 
ones. They take good care of them, 
keeping them up to date and the sales- 
men themselves have found that the 
extra detail effort required is worth- 
while for them as well as for the store. 

Each morning a meeting of 15 min. 
duration is held within the Walk-Over 
store for discussion of the file, during 
which one sort of footwear is selected 
for the day’s special sale efforts in 
connection with the -file. 

Sales demonstrations are given dur- 
ing these meetings by the store person- 
nel; after a complete sales effort has 
been presented the men, the sales- 
person is then criticized as to his effi- 
ciency in sales argument. 





Daniel J. Bolger 


BALTIMORE, Md.—Daniel J. Bolger, 
veteran shoe salesman, who for a num- 
ber of years had been identified in a 
sales capacity with D. Myers & Sons, 
prominent shoe wholesalers of this 
market, died at the Church Home & 
Infirmary after a long illness. He was 
50 years old and for many years had 
been associated with the shoe business. 
He is survived by his widow and four 
children. 


Gives Gifts for Children’s Party 


BALTIMORE, Md.—One of the major 
donations to the big Christmas party 
for children of Baltimore to be held 
just before Xmas day, was made by 
N. Hess Son, shoe merchants. It con- 
sisted of 300 spinning tops and 300 
girls’ sewing kits. 
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IMPORTANT ‘NOTICE! 


MANUFACTURERS 
and RETAILERS 


We, Schwartz & Benjamin, Inc., have been granted 


UNITED STATES 
DESIGN PATENT 
97981 


ON THE DESIGN FOR A SHOE 
AS ILLUSTRATED 


TO ALL 










TAKE NOTICE > ° > 


It is our duty and intent to protect the rights of our 
customers and ourselves against both manufacturers and 
retailers who may distribute infringements of the above 
design, and we shall, therefore, hold strictly accountable 
both the manufacturer and retailer alike. 


We therefore take this means of advising all buyers and 
manufacturers in order that they may protect themselves, 
and that we may protect the rights of our loyal customers, 
and ourselves. 





Schwartz & Benjamin, Inc. 
47 West 34th St. New York City 


On display at Chicago during National 
Shoe Fair, Rooms 969-970 Palmer House 
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SHOE MANUFACTURING COMPANY 
MILWAUKEE, WIS. 


Fine footwear for men and boys. Popularized from coast 
to coast under the following brands: BILTWELL, MAS- 
SAGIC, MODERN ARISTOCRAT, WEYWICK, WEY- 
FLEX, OLYMPIC. 
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SHOE. 


egit ail Shoes 
YA (Man Ce ( ear 


Over eighty years of experience and 
a jealous regard for the splendid 
reputation for quality, established 
by Edwin Clapp, has built up an or- 
ganization of expert workmen 
trained to one grade—THE BEST. 








On display at 


THE PALMER HOUSE 
.... ROOM 846.... 
National ShoeFair, January6-9,1936 


Edwin Clapp & Son, Inc. 


EAST WEYMOUTH, MASS. 
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Ventilated Shoes in 1936 


e§ UDGING by present orders received by many manu- 
facturers who have long specialized in ventilated types 
of men’s shoes, more interest is being manifested in 
shoes of this character for the coming season than was 
experienced last year. And 1935 was a peak year in the 
sale of seasonable Summer shoes, in spite of a bad start 
on account of a cold, wet Spring. Most retail stocks are 
well cleaned of last year’s buys, so that the merchants 
are planning their 1936 ventilated shoe program with 
a great deal of care. 

There are many beautiful patterns in ventilated shoes 
for Spring; also there are numerous pleasing colors and 
color combinations in the lines. A dealer has an almost 
unlimited stock of ventilated shoes to choose from, 
whether his retail price may be $4.00 or $10.00. The 
development of shoes of this type in the better grades 
is one of the outstanding trends. 

A decided tendency toward lighter, more flexible shoe- 
making and finer perforating distinguishes this season’s 
offerings. Perforating is mostly in the vamps and in 
the case of some of the top grades around the vamp and 
quarter stitching, only. There are very few shoes show- 
ing punching through the tips as heretofore. Quite a 
few wing tips, which are always good in sports types. 
are being worked out in the ventilated patterns. 

The number one seller in the ventilated family wil! 
be the all-over white, as these shoes are shown over a 
wide range of patterns from the popular plain toe, no 
box kind, to the citified type which does not show the 
punchings. White overweight calfskin is being pro- 
moted by several houses as the ideal upper material in 
that it is extra good for the punched varieties and will 
stand up when the perforations are spaced right. Wrong 
punching always causes a breaking of the leather. 

An increased interest in ventilated shoes is noticed 
almost everywhere. Retailers in New England are sell- 
ing a few more each year, while the sales are still very 
slow in New York City, except in the case of one 
outstanding group of stores which is doing a marvelous 
job in the better grades. Up to this season, ventilated 
shoes have not penetrated that thickly populated section 
of the country lying east of Ohio and north of Wash- 
ington. It is in this area that many dealers hope to in- 
crease their pairage through developing this type of 
footwear. All through the entire South, the West and 
the Far West, ventilated shoes have been free sellers for 
many years. This trade is on the increase in these 
parts. 

Last year practically all street sports shoes were 
either all-over white or white trimmed in the grades 
selling at $5.00 and less. Indications this year point to 
a considerable dropping off, with a possible 70 to 80 
per cent of white or a white base. This tendency to 
lighten the sales of the whites, according to those whose 
business it is to study such trends, is due to the greater 
acceptance on the part of the trade for lighter colors 
in smooth leathers and the increased sale of rough 
finishes. 
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AGGRESSIVE 


MERCHANTS 
KEEP THEIR LINE-UPS 


oneplele a 


TO SUPPLY THEIR NEEDS 
CONNOLLY PRODUCES 


H 


vclusivel _ 


DURABILITY 


AN ACHIEVEMENT IN SPECIALIZATION 


9 


At the National Shoe Fair, Chicago 


January 6 to 9, we invite you to in 


Many of the country's leading shoe 
stores supplement their style program 
in men's fine shoes with CONNOLLY 
WHY? 
Because we concentrate on these ex- 
clusively. Prompted by the desire of 
doing one job well, our craftsmen 


spect our line. When you think of 
Kangaroo or Kid, think of Connolly 
in Room 804 Palmer House. 


kangaroo and kid shoes. 


Those in Attendance: 


turn out a uniformly fine line of shoes 


C. F. Englin, Gen.” Mgr. 


which your customers are sure to be 


come aware of, because of their com- 
fort and style plus their longer mile- 
age service. 


Our efficient In-Stock Service aids you 
to get a rapid turn-over without an 
excessive stock investment, for we 
stock 75 styles, all soft leather, sizes 
4 to 15, AAA to EEEE. 


No. 7546 
Black Kangaroo 
Widths AAA-E. Sizes 6-12 


CONNOLLY 


Kage roo antl Kid Shoks Eicuswely 


STILLWATER 


MINNESOTA 





J. A. Schadegg 

R. W. Gibbon—East 

1. A. Hall—Central 

Robt. Lahey—Chicago 

T. |. Connolly—Pacific Northwest 
A. Jackson—Northwest 

O. R. Blechinger—Central 


~ When writing advertisers please mention Boot and Shoe Recorder 
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Cream and Buck 
Saddle Oxford, 
Pre-stitched storm 
welt. Roughie 
crepe sole. 


See these outstanding styles and values in 
men’s and boys’ Goodyear welts, 


SELLING FOR $3 = $3.50~$4 At RETAIL 


* 
AT ROOM 1069 
PALMER HOUSE CHICAGO, ILL. 
JANUARY 6, 7, 8 & 9 
* 


Dress, sports and Kumfort Arch correc- 
tives in the Emerson line, made _ by 
Hazzard, are among the leaders in their 
grade. 


Selling for $4—$5—$6 Retail 


* 
MAKERS OF FULL LINE OF 
RIDING BOOTS & JODHPURS FOR THE 
ENTIRE FAMILY 


PES TERED TRADE MAR 


R-P-HAZZARD CO.- 


AUGUSTA, ME. 


BOSTON SALESROOM, 119 LINCOLN ST. 
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Weatherby-Kayser Plan 
Fine Central Store 


Los ANGELES, CALIF.—As a crowning 
phase of its half-century celebration, 
the Wetherby-Kayser Shoe Company 
has signed a lease on a building oc- 
cupying a strategic location on Seventh 
Street, the street that has pushed 
ahead in the last two years as the 
fashionable shoe street of the city, and 
they will begin work at once on the 
installation of one of the finest shoe 
stores in southern California, accord- 
ing to Walden Kennedy, publicity and 
advertising manager. February 15 is 
the tentative date set for the grand 
opening. 

The building, located at 517 West 
Seventh Street, is a three-story stric- 
ture without basement. The entire front 
will be replaced and modernized. Each 
floor area is 36 by 110 feet. ‘The 
Zinke Shoe Repair Service occupies a 
portion of the first floor, with a year 
yet to go, so Wetherby-Kayser will not 
be able to take possession of the entire 
first floor right now, but the front 
will be completed at once and the plans 
designed for immediate occupation 
when the whole area is available. 


Modern features planned 


Modern features as now planned will 
be the off-center entrance, permitting 
a very large island display, with shal- 
low department store type windows 
built for rapid change and advanta- 
geous unit display. The style shoes 
will be featured on the first floor, and 
men’s shoes will have a front-store 
location in a “real man’s shop” as soon 
as the whole floor is available, Mr. 
Kennedy reports. 

The second floor will house the mod- 
ern circular children’s department and 
the $6.75 shoe departments for both 
men and women. The third floor will 
be used entirely for stock rooms and 
storage purposes for the time being. 
It is probable that the offices of the 
company, now housed on the second 
floor of the Flower Street store, will 
be moved to the third floor of the new 
location. 

The main Wetherby-Kayser store, 
now at 727 S. Broadway, will be closed 
late in January. The offices were 
moved from this location anticipatory 
to closing some months ago. 

“Three or four architectural and in- 
terior decorative plans are under con- 
sideration,” says Mr. Kennedy, “but 
whichever one is decided upon, three 
words will describe it—modern, simple, 
dignified. We do not expect to be out- 
classed by very many shoe shops in 
America.” 

Business is good in all Wetherby- 
Kayser stores, according to Mr. Ken- 
nedy. October totals for the chain ran 
15.9 per cent above October, 1934, and 
other months have run as high «s 27 
per cent above corresponding ™ nths 
in 1934. The San Diego store has sown 
very fine gains. 
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Arnold Glove-Grip in 
Seventh Street Location 


Los ANGELES, CALIF.—The Arnold 
Glove Grip Shop, owned by Barney 
Van Leeuwen, formerly located at 746 
S. Hill Street, has moved to a new 
and more commodious location at 731 
West Seventh Street, thus adding an- 
other fine shoe shop to the unusual 
lineup of quality stores on that street. 

The store has been newly carpeted 
and newly decorated. Some new fur- 
niture has been added. The frontage 
is 18 feet and depth 100 feet, approxi- 
mately twice the area occupied in the 
old store. The brilliant blue carpet- 
ing has given an attractive touch to 
the place. 

This store occupied the Hill Street 
location for five years, and prior to 
that for twelve years was located at 
408 West Sixth Street. Mr. Van Leeu- 
wen has been in the retail shoe bus- 
iness practically all his life, having 
served a long apprenticeship in Kansas. 


E. L. Moore to Open New Shop 


INDIANAPOLIS, IND.—A store room at 
31 East Ohio Street has been leased 
for a term of years by Earl L. Moore, 
who will open a Health Spot shoe shop. 
The store will deal exclusively in prod- 
ucts of the Musebeck Shoe Co. of Dan- 
ville, Ill. Associated with Mr. Moore 
will be William Hantman, who has 
been engaged in the shoe business here 
for many years. The interior of the 
shop is being remodeled in the salon 


type. 


The Last Comes First 
[CONTINUED FROM PAGE 183] 


sold a shoe which they can lace tightly 
together without the quarters coming 
together, thus giving a “lift” and a 
support to the key bones of the back 
part of the foot, thus holding the 
pivotal bones of the several arches in- 
tact. Orthopedically, a combination 
last is meritorious. In the group who 
habitually wear such a shoe there will 
be found considerabjz less arch dis- 
ability and pedic discomfort than 
regularly found in that group who do 
not. A well-known manufacturer, mak- 
ing upwards to 200,000 pairs of shoes 
per year, made 90 per cent of this 
volume on combination measurement 
lasts. Such lasts are no innovation. 
They have stood the test of time. To 
this end, many old line retailers will 
testify that they still enjoy a satis- 
factory business on their combination 
Styles. 

This is the first of a series of articles 
by Mr. Cort on the subject of lasts. 
The next article will follow in an early 
issue, 
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Anti-Friction 
ese Shoe 


: : . . u 
a and forth. The AntiFriction The foot is kept in its proper position in 
the shoe and throughout the entire life 
of the shoe. 

















The Patented Anti-Friction Tape is built into 
the shoe, goes around the foot, and is securely 
fastened to the upper at the eyelet row. 








The inside lip of the specially moulded inner- 
sole is regulated by the Patented Anti-Friction Tape 
which is adjusted by lacing the shoe. 








Made over “Combination” lasts which give 
better fit to more people than any other last ever 
modelled. 











Arches vary, but the Dr. Geo. R. Davis 
Anti-Friction shoes fit them all. 


BP The Growing Demand 
for Better Corrective Shoes affords an opportunity 


to reach out and secure your full share of this desir- 
able business. 


Bp This Greatest Shoe 


of Modern Times is known country-wide, endcrsed by 
leading foot specialists everywhere, and praised by 
thousands of wearers. 


Bp The Investment is Small 


Carry sufficient sizes to give proper fitting and dis- 
play—then take advantage of our factory in-stock 
service. 


BP Co-operative Advertising 


and “Dealer Helps” impressively drive home the 
points of merit in both corrective features and ultra 
fine construction. 

TWENTY-EIGHT (proven sellers) STYLES IN STOCK 
SPECIAL AGENCY PLAN, for Localities where 


representation is open, on request 


Visit Room 684 PALMER HOUSE 
During the Chicago Shoe Fair 


"THOMPSON BROS. SHOE (6 


FINE SHOEMAKERS M 


BROCKTON 
CAMPELLO, MASS. 
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MEN’S SHOES 
[CONTINUED FROM PAGE 190] 


the year before, and are gambling somewhat due to the 
advancing leather market. The result is that they are 
not buying a lot of various color combinations that they 
would perhaps feature in normal seasons. They want 
only the sure selling types for future orders. 


F OR shoes retailing in the $4.00 and $5.00 grades, the 
all-over white shoe is again predominant. Quite a few 
of the orders call for one or two styles of gray elk 
or gray calf, and some two-tone effects. Tan and white 
combinations seem to be selling in certain localities. 

Reversed leathers in brown, gray and white, with 
heavy colored crepe soles are producing a surprising 
amount of business, particularly on the West Coast. 
There are also orders calling for blue and other colors 
on this type of footwear. Where a strap and buckle are 
used on this type of shoe, contrasting shawl tongues 
seem to be in demand. The biggest individual selling 
style in this entire price set-up is a white calf, straight 
tip, stitched tip, close trimmed, flexible, light-weight 
shoe on a medium custom last. 

All-over brown or tan calf shoes have been gaining 
in popularity for the past two seasons, and it is thought 
ithat when the Spring selling season gets under way the 
retailers will enjoy a lot more business on this type 


of shoe. 





Lasting the sides 


The new saddle tan color will stimulate the demand 
for tan calf oxfords. A number of retailers have al- 
ready purchased shoes of this new saddle color. This 
color combined with white is also attracting attention. 
In the better grades a demand is noticed for genuine 
white buckskin, white washable calf, and white goatskin 
Tan and white will also be a factor in these higher 
priced shoes. Two or three new sandal type effects 
are being shown, but they are meeting with only fair 


success. 
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Four interviews with mid-western manufacturers of 
men’s shoes retailing between the $4.00 and $6.00 mark 
clearly indicate that a strong white and ventilated sea- 
son is ahead. Number one said: “I predicted when 
we made our Spring styles that grays, browns and blues 
in the reverse calf would predominate for Spring. We 
have approximately one-third of our Spring shoes sold 
and the all-over white is selling more freely for next 
Spring delivery than it did a year ago. 

“However, I still believe that your repeat orders will 
be very big especially on the gray and brown reverse. 
I just cannot picture in my mind the young men whom. 
as you know, we cater to principally, again buying all- 
white shoes. I believe in the Spring we will find things 
a great deal more colorful than the merchants antici 
pate. 


66 FRANKLY, we have purchased ahead a large quan- 
tity of rough colored leathers in anticipation of a grow. 
ing demand for them in the early Spring and if we are 
wrong, we are just going to be out of luck. 

“There is nothing especially new I can say regardiny 
merchandising although all shoe manufacturers must 
keep sport shoes of all types going otherwise there 
would be a tremendous falling off in the production of 
men’s shoes. 

“Our orders for Spring are considerably larger than 
they were at this time last year and we are looking 
forward to a very busy season.” 

Number two manufacturer said: “Our men have now 
been out with their Spring line approximately two 
weeks. Every indication points to a bigger all-over 
white season in popular priced men’s sport oxfords than 
ever. The trade that our salesmen have contacted dur- 
ing the short period of time they have been out with 
their sport line, would indicate that merchants are buy- 
ing black and whites, tan and whites, and other color 
combinations even more cautiously than they did a 
year ago. 

“Another indication that we have noticed in the orders 
we have received, is that ventilated oxfords are ap- 
parently going to be in greater demand than in any 
previous season.” 

Number three manufacturer: “Prospects for the com- 
ing Spring season are the best in several years. 

“While there has been a good deal of talk about com- 
binations in sport shoes for men, our advance orders 
for the Spring season would indicate that we can again 
expect very much of an all-white season particularly in 
our medium priced grades. While combinations ma) 
be good in higher priced shoes, we feel that the all- 
whites are more practical for people buying a lower 
priced shoe, particularly when only one pair of spor! 
shoes is purchased in a season. The facility of keeping 
all-white shoes cleaned makes them very desirable | 


for 
a man of average means.” 


1935 
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Gabardines With Patent 


Favored by Ferguson 


Los ANGELES, CALIF. — Gabardines 
with patent trim and a lesser percen- 
tage with calf trim have favor with 
the May Company’s fine shoe depart- 
ment for early Spring selling, begin- 
ning as early as February 1, according 
to Joe Ferguson, buyer, fresh from 
market. 

In the matter of colors, Mr. Fergu- 
son looks for blue to hold all the ter- 
ritory it ever gained by conquest and 
to claim some in addition; in fact, he 
feels blue will stand next to black in 
demand. Gray, he feels, will prac- 
tically equal brown in volume sales 
among high style shoes. A few high 
style rust colors are also booked. 

Mr. Ferguson expects to present no 
marked deviation in patterns save that 
he expects to be showing fewer 
oxfords and many more pumps, step- 
ins, ete. Heels will, on the average, 
be a little higher, Mr. Ferguson states. 

There seems little possibility of 
white losing ground in southern Cali- 
fornia for later Spring sales, Mr. Fer- 
guson argues. 


W. Y. Alleman Marries 


HANOVER, Pa—With Lawrence B. 
Sheppard, vice-president of Sheppard 
and Myers, manufacturers of the Han- 
over Shoe, as his best man, Winnemore 


Y. Alleman, superintendent of the fac- 
tory, was married Saturday, December 
7, at the home of his mother, Mrs. Cora 
Young Alleman, here. The bride, be- 
fore her marriage, was Miss Marian 
Dreher, Mt. Kisco, N. Y. 

The couple were united at a cere- 
mony presided over by Rev. Dr. Harry 
Hursh Beidelman, pastor of St. Mat- 
thew’s Lutheran church, in the pres- 
ence of the bridegroom’s mother and 
a few friends. The couple left imme- 
diately after the ceremony on a 
wedding trip. 


Patents Up and Fabrics Down 


Los ANGELES, CALIF.—Patent leath- 
ers in a variety of colors, both all-overs 
and trims, are due for an inning in 
the early Spring shoe groups to be 
featured in Wetherby-Kayser stores. 
“And in several of our stores early 
Spring starts on Christmas Day,” says 
Walden Kennedy, publicity and adver- 
tising manager. “This is most notably 
true in our Pasadena store. 

“Patents in jewel tones are expected 
to make a hit. 

“We feel also that wide straps are 
going to town in a bigger way than 
ever, and we surmise that low heels are 
definitely on the way out. Our win- 
dows will blossom out, therefore, in 
higher heels and with wide straps in 
many groupings. 

“Frank Bush, our buyer, reports a 
definite feeling for leathers for Spring.” 


We invite investigation. 





TARO MARK BEGISTEQED 


SHOES 


have every appearance 
and embody many of 
the refinements of 
much higher priced 
In the fast 
moving price range of 
$5 and $6.50 they 
assure you volume 
business and a full 
measure of profit. 


IN STOCK—a choice 
of 150 Styles includ- 
ing Lightweights, 
Staples, Brogues and 
Sports. The complete- 
ness of this service 
surpasses all previously 
accepted In-Stock 


“aylee- Meade 


footwear. 


standards. 


Neither money, brains nor 
time were spared in de- 
veloping a new, unique and 
continuous merchandising 
service. @ Every detail 
complete... simple in 
operation .. . based on the 
principle of strong identifi- 
cation of your store. 


THE NATIONAL SHOE FAIR— Chicago — January 6+-7-8+9 


E. E. 


TAYLOR CORP., 


PALMER HOUSE— Rooms 707 - 708 


BROCKTON, MASS. 





Room 813 
Palmer House 
Chicago 
Jan. 6,7,8&9 
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F you haven’t seen the Spring 1936 

Pied Piper Line, write for a represen- 

tative to call. Meanwhile, ask any 

Pied Piper dealer (including many of 

America’s outstanding merchants) what he thinks of the 

Pied Piper proposition today. Ask, too, about today’s 

instant complete Pied Piper In stock service. Ask about 

workmanship, quality and value—not only value from the 

standpoint of quality and price but sales-making, business- 
building, merchandising value. 


Consider salability! Then get on the band wagon and participate 
in this greater Pied Piper season. 


PIED PIPER SHOE COMPANY 


Exclusive Manufacturers of Feature Juvenile Footwear 
for More than Twenty Years 


WAUSAU WISCONSIN 








DIDER 
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UVENILE HEALTH § 
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SHOES 
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SOMETHING is needed to put pep into the juvenile 
shoe business. Alert merchandisers in all parts of the 
country complain that while their children’s depart- 
ments are by no means dead; that, on the contrary, 
business is not too bad; nevertheless they all sense that 
a spark is needed—something which will overcome the 
present dead-level inertia and send it forward with a zip 
to a new high. 

That being the case, what is the matter with the 
thought that if women can be educated—as they have 
been educated—to buy shoes for occasions and shoes 
to harmonize with the costume, there is no reason why 
children should not do likewise. In 1936, let’s con- 
centrate, not on selling children’s shoes, but on build- 
ing up the child’s shoe wardrobe. 

In the past what have we had? Read any retail ad- 
vertisement. They all say: “Party shoes and play 
shoes”—just that and nothing more—with the result 
that the average parent has come to consider two pairs 
of shoes ample for the needs of her offspring. It is 
almost in the same category with the man who greeted 
the present of a book with the remark: 

“What do I want with a book? I’ve got one.” 

And yet the merchant knows better. In his own stock, 
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"Shoes for the occasion" proved effi- 
cacious in increasing volume on men's 
and women's shoes. Why not apply 
the same slogan to the children's shoe 
business? This article gives practical 
suggestions for promotion of a juvenile 
shoe wardrobe to cover the average 


youngster's needs. 


at the time he is imploring the mother to buy her 
daughter a pair of party shoes or a pair of play shoes, 
will be found, more often than not, the following num- 
bers, or their equivalents: 

Black patent one-straps. 

Brown calf, wing-tip blucher oxford. 

Brown or smoked elk, moccasin-vamp oxfords. 

White kid, smooth calf or suede strap models. 

Sandal-type numbers of leather. 

Beach sandals with fabric uppers and either crepe or 
leather soles. 

The black patents are for dress—for wear with the 
heavier types of clothing worn during the Winter and 
early Spring or with darker shades in light weight Sum- 
mer frocks. The wing-tip blucher oxford is a school 
shoe. The moccasin-vamp pattern is a play shoe, or 
either of these last two can be used interchangeably. 
White shoes are for dress when frocks become light in 
weight and in color. Sandals of leather are ordinarily 
used as Summer play-shoes, although there are other 
types well adapted for semi-dress occasions during the 
warm weather. Beach sandals are for wear with beach 
costumes—or with shorts. 

There isn’t a shoe in this line-up which should not 
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Deft fingers supply the vital element of skill that constitutes 
good shoemaking. 


be included in every child’s shoe wardrobe—if that 
child is to be correctly and healthfully shod. How to 
promote their sale—that’s the question. 

If this problem is approached by the same process 
of reasoning as that employed in the merchandising of 
women’s style footwear, the result should be the same. 
Certainly, at least, it should be better than the present 
two-pairs-per-year which the shoe trade seems to have 
accepted as its objective. 

In selling women’s shoes, as has been pointed out. 
constant stress is laid on shoes for occasions and shoes 
to harmonize with costumes. In many cases, this dou- 
ble stress results in the sale of two pairs for the same 
occasion, complementing two different dresses or cos- 
tumes. This method of merchandising has become 
commonplace in the trade. Over a period of years. 
furthermore, it has become the accepted thing among 
most women, and yet no one has tried to create the same 
association of ideas either in the mind of the young 
miss, or of her mother when daughter’s shoes are under 
consideration. 


Selling style to juveniles 


It is true that some few stores throughout the coun- 
try have been successful in building up their children’s 
shoe business on a style basis, but by and large the 
practice is far from general and can be extended con- 
siderably before reaching the elastic limit. 

Specifically, what these stores have done is to plan 
their promotional activities in girls’ shoes along lines 
practically identical with those used in promoting the 
sale of women’s shoes. No advertisement is released 
which does not picture a shoe, describe it accurately and 
recommend its use either for some specific occasion or 
with a certain type of costume. There are “Wet-Weather 
school shoes,” welts with medium heavy soles. 

“Play shoes for wear with dresses,” brown or smoked 
elk, some with moccasin-like foreparts — others with 
plain toes or with wing tips. 
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“Play shoes for wear with shorts,” which, more often 
than not, are perforated types with crepe soles. 

“Beach Shoes—with or without pajamas,” which are 
sandals in a wide variety of colors. 

“White shoes for wear when you're all dressed up 
on Sunday afternoon,” mostly white bucks and suede- 
type leathers. 

“Shiny patents for the party when you wear a dark 
dress.” 

“Glistening whites for the party when you wear a 
dainty frock.” 

These are some of the themes which have been 
adopted with conspicuous success—themes which have 
been carried over from the advertising department to 
the selling floor and made the basis for extra-pair sales 
by salesmen alert enough to know when the time is op- 
portune. 


Window and interior displays 


There is no good reason why the same theme should 
not be carried into the windows. In fact, it should not 
be a difficult matter to borrow and display (with credit) 
types of girl’s garments with which the shoes in the 
windows harmonize. Interior displays are in order. 
also—and, in the case of department stores, children’s 
shoes can easily be displayed in clothing and coat de- 
partments——just as styleful overshoes for women are 
now displayed in fur and coat departments. 

An occasional spree, in which an entire window of a 
family shoe store is devoted exclusively to getting 
across the idea of multiplicity of styles for the miss 
and the junior miss, will not hurt any merchant. Not 
that it can be expected to revolutionize things over- 
night but it is bound to have an effect which will be 
cumulative if persisted in long enough. 

All the foregoing, it must be remembered, applie- 
only to selling those juveniles who have reached the 
age when style makes a real appeal. They are girls 
who crave more or less grown-up styles—a fact recog- 
nized by the stylist of every juvenile house in the coun- 
try. 

In case the merchant is in doubt as to what consti- 
tutes good style in shoes for the miss of eight to the 
young lady of high school age, there is one almost in 
variable rule to be followed. Almost without excep- 
tion, style shoes in this group are merely adaptations o/ 
patterns which have proved popular a season or two 
before in women’s shoes. The ghillie tongue oxford. 
for instance, had not been “in” as a woman’s style prop- 
osition much more than one season when it was tried 
out in connection with the wing-tip pattern for girls 
shoes. It is still being sold in good volume and will be 
until it has totally disappeared (if it ever does) from 
the women’s field. Last year, we witnessed a revival 
in women’s lines of the sturdy welt oxford with so 
called gypsy seam—with and without the ghillie tongue. 















er. 
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coy ONE AND 0 


WRITE 
FOR NEW SPRING & 
SUMMER CATALOG 
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© FOR ALL 


“PLAN 


All For One and One For All — the greatest philosophy 
the world has ever known—stands as the bulkwork of The 
Doerman Plan—giving each and every “Great Scott” dealer 
an equal and impartial right to profit through the sale of 


“Great Scott” 


Shoes, and to benefit from the tried and 


proved bondship where manufacturer and merchant stand 


shoulder to shoulder to protect the interest of one or all. 


*Ten New Boys’ Welts 


“Great Scott” dealers will be happy 
to learn that we have added ten boys 
and big boys genuine Goodyear Welts, 
making our line even more complete 
than it already has been. They make 
“Great Scott” the finest and best 
balanced line of juvenile footwear. 


You can see the complete "Great 
Scott” line during the National Shoe 
Fair. Ben C. Davis of Chicago, R. 
Hocking of Detroit, B. R. Boyle of 
Cedar Rapids, F. Langer of Minneap- 
olis, Mort B. Gibian, Chicago, Francis 
Langer, Jr., Minneapolis, Richard 
Hocking, Jr., Detroit, and Henry D. 
Kuehn, Milwaukee, will greet you. 


NATIONAL SHOE FAIR 
ROOM 731 AT THE 


MORRISON HOTEL 
CHICAGO, ILLINOIS 


D SHOE MFG. CO. 


SOUTH MILWAUKEE WISCONSIN 


When writing advertisers please mention Boot and Shoe Recorder 








Painstaking inspection at every stage assures quality 
workmanship. 


This year it has been one of the best of the high-style 
sellers in the misses’ and junior misses’ lines. 

So, too, with leathers. Rough-finished leathers— 
suedes, reverse calfs, etc.—although always popular 
among women, experienced a revival a couple of years 
ago as high style leathers. Instantly, and this is par- 
ticularly true of whites, they became popular among 
the younger set in the middle teens. 

The important point to be noted, however, is that 
in the process of adapting women’s styles for wear by 
their daughters, much of the “fussiness” seen in wo- 
men’s patterns is totally eliminated. The pattern is 
simplified, toned down, as it were, in deference not only 
to the tastes of the mothers but of their daughters, as 
well. The youth of today does not go in for frills and 
furbelows. They want shoes like mother’s but not 
like mother’s. 


The place of patent leather 


Another instance is patent, for which there has been 
an increasing demand from manufacturers of women’s 
shoes all during the Fall making season. There has 
been unusually heavy demand, furthermore, for colored 
patent for use as a trim. If this goes over among 
women, before the Summer season is more than well 
under way, we will see the same combination of neutral 
colors with colored patent in the juvenile lines. In- 
cidentally, this may prove to be one of the sparks for 
which the juvenile shoe merchandiser is looking. 

Girls younger than the class we have been discussing 
take pretty much what their mothers decree they shall 
have. They have not yet been bitten by the virus of 
rebellion or rugged individualism or whatever it is. 
But they like white oxfords and sandals. They adore 
patent because it is shiny. They wear brown oxfords, 
with plain toe or wing tip, to school and in the Summer 
they have their beach sandals and a few novelties of 
other kinds. 


The secret of building up business among this age 
group is not to cater to the youngsters, as in the age 
group above, but to impress on the mothers with every 
means at the command of the adroit merchandiser, that 
lasts are right for growing feet; that sizes are plentiful; 
that there will be no trouble in getting an accurate fit 
in any style carried in the store’s stock. 

And when the youngster has entered the store bash- 
fully hanging to the skirt of her female parent, what- 
ever you do, don’t treat her as though she was an in- 
fant. Don’t talk baby talk (the writer has seen the ef- 
fects). Treat the child as though she was an intelligent 
adult. Ask her if the shoes feel comfortable. Ask her 
if she likes them. More repeat sales than most mer- 
chants have ever dreamed of have been lost because 
little Mary, with a lively recollection of having been 
“‘kidded” and made feel uncomfortable, has hysterically 
refused to return for another pair to the store where she 
was mis-handled the first time. 


Small boys deserve a break 


No one loves little boys. Theirs is a sad and lonely 
life—full of frustrations. Their play shoes, as often 
as not, are their old school shoes with a new half-sole. 
Their school shoes of today, yesterday were their Sun- 
day school shoes or maybe the shoes they wore when 
they were dragged, protestingly, to an effete and sissi- 
fied dancing academy. In fact, they’re darned lucky 
if they aren’t made to wear big sister’s outgrown ox- 
fords. 

Some of these days, headed by a retail shoe merchant, 
these few million-odd youngsters who wear out in the 
vicinity of 25,000,000 pairs of shoes per year, are go- 
ing to revolt. The shoe merchant who heads this re- 
volt and comes out king of the bunch, will be the one 
who has a bright promotional idea, so compelling that 
the youngsters will make mother’s life miserable until 
she goes into that store for a pair for junior. 

While not wishing to pose as experts in child psy- 
chology, we of the Boot anD SHOE RECORDER staff are 
at least entitled to guess whence will come the inspira- 
tion leading to some of these promotional ideas. One 
of the sources is, or should be, the toy industry. 

This toy industry is not so dumb. It has had its 
secret service agents in a good many homes and has 
seen the avid young male, on his stomach in the exact 
center of the middle room, devouring the (Heaven help 
us) so-called “funnies.” Instantly we have toys built 
around the spinach-eating Pop-Eye motif; guns like 
those used by Buck Rogers in the next century. How 
about Skippy, Tim Tyler, Little Jimmy and Henry? 
We apologize to those we may have overlooked. 

Can anyone see any promotional possibilities in this? 
Even merely as names they have pulling power. Also 
think of what a Pop-Eye shoe cartoon could be made 
to look like. Make it even better with a small wooden 
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IN the booming _ nineteen 
| 
a 


twenties most shoe retailers 
scrambled wildly for the women’s 
business, and the men’s business— 
while children’s shoe business in most 
Department Stores literally became 


an orphan. 


During the depression, simply hang- 
ing on to what business they had was 


problem enough for most shoe shops. 


Today, business is “in the clear” 
again — and justified optimism is 
everywhere evident. The progressive 
Buyer or Independent Store owner 
should now give careful consideration 
to the third road to shoe prosperity— 


the children’s business! 


After 47 years of concentration upon 
making children’s shoes exclusively— 
and still in the hands of-the original 
owners—Dr. A. Posner, Shoes, Inc., 
has shown exceedingly rapid growth 
this past year. More new accounts— 
and bigger accounts — have been 
added than in any other 12-month 
period in its history. 


Not from our viewpoint only has the 
Dr. Posner line been successful. One 
big New York Department Store re- 


ports a first year increase of over 


126% in its children’s shoe business 


with the Dr. Posner line. A Buffalo 
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SHOE PROSPERITY 


IN 1936 


Department Store reports a gratifying 
increase in volume with the line. In 
Philadelphia and many other cities, 
exceptionally fine results have fol- 
lowed the promotion of the Dr. Pos- 


ner line. 


That your store, too, can boost its 
children’s volume with this line isn’t 


even open to doubt. 


There are two divisions in the Dr. 
Posner set-up. Each one has its own 
dynamic selling idea. Either line, or 
both, are available to you — unless 


your competition already has them. 


If aggressive promotion of children’s 
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shoes is part of your plan for sharing 
in the prosperity of 1936—we’d be 


interested in talking over the Dr. Pos- 
ner possibilities with you. A mini- 
mum investment, an in-stock service, 
and complete selling helps—make this 
proposition very much worth your 
while. Write us today. Dr. A. Posner, 
Shoes, Inc., 140 West Broadway, 


New York City. 
The Sign of Science in the mak- 


ing and fitting of Correct Chil- 


dren’s Shoes. 

















SCIENTIFIC 


SHOES 


FOR BOYS AND GIRLS 


Give your child correct Bedy Balance 


The regular Dr. Posner line is com- 
petitive in price. This line is de- 
signed and built for “Correct Body 
Balance.” Because these shoes sup- 
port the child’s feet scientifically, 
they aid in Perfect Posture. That 
means stomach in, chest out, spine 

straight and better bod- 


ily health. The consumer 

response to this idea has 

been overwhelming and 

you, too, should hitch 

your children’s shoe 
orrect imeorrect 


Postre Pouare, Sales to this health idea. 












The " 
MUSCLE BUILDER 
SHOE 


prevents PRONATION 





The only new idea presented in children’s 
shoes in the past 15 years. The inner 
side of the heel is wedged to tilt the 
heel bone and thus throw the forepart 
of the foot inward—the correct position 
for walking. Three patented pegs oppo- 
site the wedge keep the wedge angle al- 
ways the same for the life of the shoe. 
A dramatic, easily-pictured idea that 
overcomes the unscientific cobbler wedge. 
Endorsed by doc- 
tors and accepted 
by the thought- 
ful mother who 
gladly pays a 
few cents more 
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The final finishing operation contributes much of the smart 
appearance that the customer sees. 


Pop-Eye inside the carton. Or don’t name the shoes 
at all, if you don’t want to, but give the kids a differ- 
ent “funny” character every time he comes in for his 
shoes. Let him chew some of your gum while he is 
making his choice. 

There is nothing new in the idea of building trade by 
giving presents to little boys but the trouble in recent 
years is that no one in the shoe industry, with perhaps 
one or two exceptions, has bothered keeping abreast of 
the little boy’s mind. He has gone way beyond toy 
balloons and in whistles. In fact we suspect that he 
is tired of them. A little judicious scouting of the 
novelty toy market will bring to light probably half a 
hundred novelties designed to retail for not more than 
two cents each, which will make acceptable gifts for 


kids who come in to buy shoes. 


Tricks with shoe cartons 


Or if the merchant wishes to play some more tricks 
with his cartons, how about designing one which, after 
being emptied of the shoes it once contained can, by 
scoring along a few dotted lines, be turned into a toy 
cardboard garage, for instance—something in which to 
park the fleet of tiny automobiles with which all boys 
delight to play on rainy days. 

These suggestions really are more for the manufac- 
turer than they are for the merchant because, with the 
exception of the types of toys to be given away, there 
are comparatively few merchants financially able to 
bring out a line of shoes named for any of the famous 
funny characters seen in the pages of our leading news- 
papers, or to pay for specially designed cartons. 
Royalties alone, paid to the creator or the creator’s 
employer, would be large. 

Nevertheless it’s a thought in the right direction. 

When it comes to a discussion of style, we must keep 
in mind that there are two distinct types in “boydom.” 
One is the numerically small class of early sophisti- 
cates, most of them in the large cities, who wear shoes 
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closely patterned after father’s but with different lasts, 
of course. These boys will buy and wear the familiar 
brown, wing-tip oxford, but they also have patent 
leather pumps and oxfords for formal affairs. They 
have been wearing black oxfords for some time now; 
and whites are plentiful in the Summer time. 

The average merchant in the average town does not 
need to worry himself much about this type. What he 
should watch is the growing tendency of the average 
youth to ask his parents if he cannot have a pair of 
black shoes, as well as browns. 

Black shoes have neved sold as well as have browns 
but if the experience of a small retail store in a Boston 
suburb is any criterion, they will become increasingly 
important. Even a healthy boy likes an occasional 
change, this merchant has found. In fact, his sales this 
Fall to date have been almost a fifty-fifty split between 
the two colors. 

And boys like medium high boots, with pockets in the 
side for knives. They like the pockets there whether or 
not they are allowed to carry knives. The pocket serves 
to convince their buddies that they could carry a knife 
if they wanted to. They like modified ski boots in the 
Winter and the very sturdiest of both low and high-cut 
canvas, rubber-soled footwear in the Summer. They 
like tips on their shoes of leather other than the smooth 
calf, or elkskin, of which the rest of the upper is made. 
Hence the popularity of the sharkskin tip, and others. 
Introduced as a protection against scuffing (thus taking 
the place of the old-fashioned copper tipped boots), 
this tip has become a style feature with the boys. It 


is different. 






White Shoes for Summer 


A FEW years ago a man seen wearing a pair of all 
white shoes on the street would have been the object of 
ridicule. Now fully sixty per cent of the men have a 
pair of either all-white or white combination shoes 
which they use for regular summertime street wear. Last 
year when high color reversed calf shoes came out, most 
of the smart buyers said they would not sell. One West 
Coast operater (Gallencamp) cleaned out 42,000 pairs. 
Color for next Spring will certainly enliven the men’s 
shoe program. Color, too, will aid the merchant in get- 
ting the necessary advanced prices. It will be hard for 
a merchant to justify a jump in a plain shoe in some 
cases, while the showing of a brand new shoe, a color- 
ful shoe, will go a long way in easing price resistance. 

Let’s take a look at some of these colors which are 
already being detailed for Spring wear in some of the 
advance style stores. 

A blue quarter, gray vamp, plain toe, two-eyelet monk 
in suede calf, then the same thing with dark blue quar- 
ter and a light brown vamp, makes a beautiful bal- 


[TURN TO PAGE 210, PLEASE] 













OUR 
new line of 


LITTLEWAY SHOES for modern 


misses is a fitting companion forthe well-known C-S-E welt lines 


‘HIS especially attractive line of smartly patterned, flexible, 
close-edged Littleway shoes for the modern Miss has a place in 
most stores. Retailers who have seen these new shoes say they will 
sell easily, profitably and, added to the already popular C-S-E Welts, 
make the Curtis-Stephens-Embry lines more attractive than ever. 
Backed by all the experience and resources of an organization long 
specializing in juvenile footwear, you can be sure of dependability 
and salability. 


No. 5403 BERTHA , No. 7039 VELMA 
Welt Construction Littleway Construction 
BOTH PRICED AT $2.85 
5% — 30 days 
F.0.B. READING, PA. 


CONVENTION 
ROOMS 703-704, PALMER HOUSE 


The new and complete Curtis-Stephens-Embry Spring lines will be shown. They emphasize 
the value and salability which at moderate price levels build a greater volume of sales. 


In Attendance 
ARTHUR SALOMAN and T. H. EMBRY 


TIS-STEPHENS-EMBRY CO., Reading, Pa. 
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House, Chicago, during the 


6, 7, 8, 9—and 
WE WILL SHOW YOU 


America's Number One Line 
of scientifically correct foot- 
wear with exclusive patented 
in-built features .. . and we | 
will show you the profit-value 


of THE PROPR-BILT PLAN 


If interested in a more per- 
manent children's shoe busi- 
ness, details of this Propr-Bilt 
selling plan will be sent on 
request, 

















A very 
popular 
fast-selling 
number 
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New York Office: 531 Marbridge Bldg. 
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Christmas party held last year in Rosenthal's Family Shoe Store at Bakersfield, Calif. 


Holds Children’s Christmas Party 


Saturday story hour and pre-holiday children’s shows 
put Bakersfield store in lead in juveniles 


THE Saturday forenoon children’s 
story hour, a feature which never fails, 
and a children’s own juvenile-act show 
held on a Friday evening two weeks 
before each of the major holidays— 
Thanksgiving, Christmas, and Easter— 
have done more than their bit in put- 
ting Rosenthal’s Family Shoe Store at 
Bakersfield, Cal., in the front as a shoe 
store for children. 

Harry and Ralph Rosenthal, the pro- 
prietors, received a great deal of pub- 
licity when they won the “Sherwood 
Forest” set-up three years ago and 
they have never stopped making good 
use of that department. It furnishes a 
fine spot for the entertainment features 
that Bakersfield children and their 
parents like so well. It means free pub- 
licity in the daily newspapers for these 
events are “news.” 


Only Superior Talent for Story Hour 


“Our story hour is right in the Sher- 
wood Forest room,” says Harry Rosen- 
thal, “and only the best of talent is 
used. Any city has such talent if it is 
searched out and used. For a long time 
a professional kindergarten instructor 
had the period and now we have a wo- 
man formerly connected with a major 
Lyceum and Chautauqua system. The 
hour is from 10 to 11 A. M. Usually 
the story teller seats herself on a rather 
high chair aside of the castle, for a 
little formality is a good crowd-holder. 

“The story teller is clever at playing 
in with local civic events. For instance, 
when we had Pioneer Day in Bakers- 
field, a prize was offered to the child 
attending story hour dressed in the 
best old-time costume. More than 25 
came jin costume, some dating back to 
1840.’ 


Does Not Interfere 
The story hour in the Rosenthal store 


does not interfere with business. The 
Sherwood Forest room is quite segre- 


gated and the seats are placed so the 
children are not looking out into the 
main sales room. The stock rooms for 
children shoes are so built that sales. 
men can enter them without disturb. 
ing the story hour group. 

The attendance is always good. This 
year the average has been 65 children, 
but the number has run up well above 
100. The plan has increased the siz 
of the store’s territory, for children in 
town from neighboring towns are now 
getting the habit, and representatives 
of P.T.A. and other organizations in- 
terested in children’s work are con- 
stantly dropping in. Parents, too, fre- 
quently come and the story telling is 
so well done they enjoy it as much as 
the children. 


The Big Shows 


The show staged to reintroduce the 
store to the public two weeks before 
each major holiday is done on a much 
more elaborate scale. The reason for 
selecting Friday night is obvious for 
that keeps it from interfering with 
school. The time is 8 to 9:30 P. M. 
Newspaper publicity with photographic 
illustrations appearing two weeks in 
advance of a holiday has outstanding 
advertising advantage, so the event is 
very well timed. 

A stage is built near the rear of the 
store with the painted forest as the 
stage background. Juvenile acts, as 
many as 20 in each show, are solicited 
from the child talent of the town. For 
the last show Ralph Rosenthal ran 4 
classified advertisement asking for 
talent. 

Conducting the first few shows of 
this kind were professionals employed 
for the purpose, then Ralph decided to 
take hold himself as director and an- 
nouncer for he has gifts as an actor 
and entertainer. The largest attendance 
drawn by the professional was 35. 

[TURN TO PAGE 211, PLEASE | 
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IN STOCK 
SIZES 
2TO8 


ELAMS 
Pre-Welt Shoes 


THE FINEST 
CHILDREN’S SHOES MADE 


The first step in securing parents as steady customers 
lies in supplying them with satisfactory shoes for the 
children. That's why retailers of Elam's Pre-Welt 
Shoes have found them such excellent business-builders. 


Parents are always completely satisfied with Elam's 
Pre-Welt Shoes . . . with their scientific construction, 
perfect fit and outstanding value. And retailers are 
completely satisfied with the unusual merchandising 
opportunities they present. 


Elam's Pre-Welt Shoes are made with Full Grain Retan 
Soles; Water Resisting, Golden Color; Solid Leather 


Counters; Leather Trimmings and Quarter Linings. 
They are IN STOCK for immediate delivery. 


Write for our catalog and price list. 


F. S. ELAM SHOE CO. 


176 NORTH WATER ST., ROCHESTER, N. Y. 


LANE BROS. CO Boston, Mass. 
GLASER SHOE CO San Francisco, Calif. 
BOSTON SHOE CO 772 So. Los Angeles St..Los Angeles, Calif. 
B. ROSENBERG & SONS. 215 Decatur St New Orleans, La. 
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SHOE CO. 


IN STOCK DEPARTMENT MONARCH SHOE CO 


844 W. ADAMS ST., CHICAGO 


White Shoes for Summer 
[ CONTINUED FROM PAGE 206] 


anced shoe. Combinations of suedes are coming in 
very strong. They have already made their influence 
felt in the top grades, so should rapidly sift down to 
the more popular priced group, thus enjoying greater 
selling appeal. There are combinations of white buck, 
with blue saddles, green and the very popular maroon 
saddles. Also fawn buck with luggage tan and again 
with maroon saddle. All of these in five-eyelet plain 
toe oxfords. All with welting and napped fibre soles 
matching the saddles. A fawn buckskin, with a flame 
welting and flame fibre sole is a highlight in colors. The 
trade is feeling its way along with maroon, fawn and 
dark green, green bucks and sueded leathers in the 
brogue types. All of these shoes are color contrasted 
with welting, laces and upper stitchings. 

Dress pumps, turns, of maroon suede show promise 
of action, not nearly so much, however, as those made 
of navy blue suede. Dark blue grosgrain turn dress ox- 
fords are selling well in the hot spots. 

Alligator is coming in strong, both as all-over and 
when used as trimming white buck oxfords. These 
make conservative shoes which are very rich. 

Miami is planning rather complete stocks of these 
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SEBO’S NEW STYLES 


Spring and Summer L986 
National Shoe Fair 
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extreme colors for the Sunshine Show to be held in 
January at the beginning of the season, while Los 
Angeles buyers feel the opening of the Santa Anita 
races will stir up action in the color situation. New 
York City is rather conservatively inclined to wait out 
the consumer reaction in Miami and Los Angeles be- 
fore doing much plunging. In this way the northern 
cities have a little advantage, for the styles will be un- 
questionably settled by the time cruise season opens. 

In many quarters it is felt that the gradual increase 
in the use of colored materials will ease the tenseness 
of the white buck shortage, especially in the best grades. 
The swing toward the use of alligator, patent leather in 
black and colors, together with colored suedes and cali 
leathers, will do a little in relieving the situation. 

With all the talk of colors in the reversed leathers. 
the fact remains that browns will outsell the blues. 
greens and grays by at least a 25 to 1 ratio. All-white 
is still the greatest pairage producer by all odds, and 
will continue to hold its unquestioned lead. The on!) 
“if” being, if the price of the genuine buck does not 2° 
too high. If it does, the high price will cause the kill: 
ing of the sale. Few manufacturers are now makin: 
any money producing genuine white buck and it is sur’. 
if the price skyrockets, that they will be forced to tur 
to buck splits. 




















such as buffalo and seal, etc. White in 
both smooth and buck finishes will be 
very important. Colors include rich 
browns, two-tones in brown and tan, 
the usual patent leathers, whites, blues 
and whites with tan trims, and high 
colors such as red, blue, green and ox- 
blood in smooth finished kid and calf- 
skin. 


ILLUSTRATED FOR BOYS 


White buck blucher with heavy crepe rubber 
sole. 
Tan reversed calf combination with tan Nor- 
wegian, crepe rubber sole. 
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Not Forgetting the Children 


[CONTINUED FROM PAGE 71] 


Genuine moccasin, the accepted boy shoe. 
Wing tipped development in a genuine moc- 
casin construction. 


ILLUSTRATED FOR GIRLS 


A new T-strap pattern in calfskin 


The Mary Jane pattern in a Spring revival. 
Made new by its D'Orsay cut. 
Baby's shoe in white kidskin with lizard tip. 
This light flexible leather as an extra shoe for 
infants is a new development of this season. 
Three growing girls shoes. The white buck 
step-in with the Kiltie tongue. The patent- 
leather T-strap sandal. The calfskin broad 
strap introducing a square toe. 





Holds Children’s 
Christmas Party 


[CONTINUED FROM PAGE 208] 


When Ralph took hold himself he pulled 
in 750, crowding not only the store but 
the sidewalk. 

Among the child numbers listed at 
this last and most successful show were 
popular songs, tap dancing, banjo and 
guitar duets, accordion solos, piano- 
logues, and special tenor solo numbers. 

The audience at each show so far 
has been divided about 50-50 between 
adults and children. 

“The most effective shows have been 
those just before Christman and just 
before Easter. I believe the Easter 
show has stacked up the biggest quick. 
tangible results,” says Harry Rosen- 
thal, “and naturally we decorate the 
store somewhat, though never exces- 
sively, in keeping with the holiday in- 
volved. The event grows in importance 
with the passing of time. The same 
can be said of the story hour.” 


Travelers Expect 
Record Convention 


[CONTINUED FROM PAGE 82] 


This same committee has approached 
some of the oil and gasoline producers 
with the suggestion that traveling men 
who cover 20,000 to 25,000 miles per 
year in their cars are entitled to a 
sizable reduction in their fuel and oil 
bills — something approaching the 
wholesale rate. 

Taken all together, it has been a 
busy year in the N.S.T.A., with every 
indication that it will be even busier 
and more successful during 1936. 

Officers, directors and committee 
heads of the association are as follows: 

Leopold L. Imig, president; Hector 
E. Lynch, vice-president; Thomas A. 
Delany, secretary-treasurer. 

Regional governors — Harry P. 
Lynch, chairman; Charles W. Evans, 
Ross Bates, J. E. William Prescott, 


E. H. Moody, Fred Zorn, William J. 
Ahern, W. L. McMannis. 


COMMITTEES 

Publicity—Thomas A. Delany, chair- 
man. 

Railroad—E. C. Keleher, chairman; 
E. C. Bigelow. 

Style—M. E. Tobias, chairman. 

Transfer and baggage—Henry Thor- 
son, chairman; Edward B. Craney. 

Legislation —-Charles I. Slipher, 
chairman. 

Hotel—George Murray, chairman. 

Membership—Joseph Kalisky, chair- 


man; George McIntire, Norman 
Souther. 

Education — T. Paul Tankersley, 
chairman. 


Budget—John F. Powers, chairman. 

Trades cooperative—Roscoe E. Orr. 

Insurance — Charles W. Morrill, 
chairman; Thomas A. Delany, secre- 
tary; Fred W. Stanton; Buford Mc- 
Whirter; Paul S. Lippincott, Jr. 


AFFILIATED GROUPS 


The national association is made up 
of the following affiliated organiza- 
tions: 

Boston Shoe Travelers’ Association, 
Buffalo Association of Traveling Shoe 
Salesmen, Central Association of Trav- 
eling Shoe Salesmen, Shoe Trevelers’ 
Association of Chicago, The Cincin- 
nati Association of the National Shoe 
Travelers, Colorado Shoe Travelers’ 
Association, Indiana Shoe Travelers’ 
Association, Iowa National Shoe Trav- 
elers’ Association, Shoe Travelers’ As- 
sociation of Los Angeles, Nebraska 
Shoe Travelers’ Association, North- 
western National Shoe Travelers’ As- 
sociation, Ohio Shoe Travelers’ Associ- 
ation, Pacific Coast Shoe Travelers’ 
Association, Pacific Northwest Shoe 
Travelers’ Association, Pennsylvania 
Shoe Travelers’ Association, The Phila- 
delphia Shoe Travelers’ Association, 
Rochester Association of Traveling 
Shoe Salesmen, Southern Shoe Sales- 
men’s Association, Southwestern Shoe 
Travelers’ Association, Wisconsin Shoe 
Travelers’ Association. 















lm starting " 
the New Year 
in Excelsior 
OF ficial Scout 
Shoes - - - 

| They're great! 





















—Says our first 
advertisement in 


Boys’ LIFE 
Saran: 


@ One of a series in our 
national program for 
1936—featuring Official 
Boy Scout Shoes and the 
regular Excelsior line of 
sturdy service and dress 
shoes for boys. Proof 
that Excelsior is defi- 
nitely in the Boys’ Shoe 
business—rumors to the 


contrary. 


No. 740——OF FICIAL 
BOY SCOUT MOC. 
CASIN TYPE OX- 
FORD. Brown Elk, 
raw cord sole, rub- 
ber heel. Sizes A, 4 
to 6—B, C, D and F, 









No. 438—BOYS’ 
POPULAR WING 
TIP OXFORD in 
white buck. Lea- 
ther sole, rubber 
heel. Sizes 1 to 
6. Widths B, C 
and D. 
@Turn to page 168 for adver- 
tisement of our Vani-Tred and 
Betty Ann Shoes—and plan to 
see Excelsior’s complete line at 
the Chicago Shoe Fair, Rooms 


855-856 Palmer House. 


EXCELSIOR 
SHOES, INC. 


Subsidiary Selby Shoe Co. 


PORTSMOUTH, OHIO 





















































Page 








212 



















= 


4 





Th Th 


ie e 
FOOT LAST 
Reg. U. S. Pat. Office 


CHILD 


LIFE 


SHOES 


MADE ON 


aos" LASTS 


Exclusive showing of shoes on the 


famous-fitting Research Lasts. 
Stock. Popular Prices. 


Room 662, Palmer House 


Chicago, Jan. 6 to 9 


CHILD LIFE SHOE MFG.CO. 


‘i 


MILWAUKEE, WIS. 


The 
SHOE 
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Progress in Box Toes 


EIN the old days, the box toe—all of 
which originally were made of leather 
—was merely something to strengthen 
that part of the shoe. But when style 
began to be expressed in terms of toe 
shapes, the picture changed rapidly. 
The need then developed for types of 
box toes which were lighter in weight, 
yet strong; which could be made to 
conform accurately to the lines of the 
last; and which did not show up as 
ridge or bulge on the outside of the 
toe part. While the leather box toe 
persists, therefore, its use is confined 
largely to some types of women’s sport 
shoes and to a few of the high grade 
men’s lines. 

Taking the place of the leather box 
toe today are three other types—the 
so-called thermoplastic box, boxes made 
of cellulose or celluloid compounds, and 
cork. 

In making the thermoplastic type, 
highly compressed felt is used, impreg- 
nated with certain waxes and gums. 
Latter day improvements have largely 
increased its durability and its resili- 
ence. New methods of conditioning the 
box—making it soft and pliant so that 
it may be molded closely to the last— 
have been developed. There is an elec- 
tro-vapor process and a steam condi- 
tioning process, both of which are 
widely used. 

Celluloid compound boxes bear no 
resemblance, insofar as physical prop- 


erties are concerned, to the overly 
brittle celluloid used, let us say, in 
cheap toys. Though light in weight, 
they are exceptionally strong and re- 
silient; and when conditioned—made 
soft by dipping into a specially pre- 
pared solution—they are almost un- 
believably plastic. Furthermore, in the 
process of drying, they fuse with the 
doubler, making a compact, immovable 
mass. 

With the changes in shoe styles that 
occur from year to year, leading man- 
ufacturers of cork box toes have kept 
pace with this situation by making the 
necessary changes in the physical char- 
acteristics of their product. Cork box 
toes made and sold ten years ago were 
cut from material in which the binder 
employed to hold the cork together was 
a linseed oil cement. In addition to a 
more satisfactory binder in cork box 
toes that are being sold today, a special 
fabric is used in the manufacture of 
cork box toe meterial that will better 
withstand the treatment so necessary 
at the pull-over and bedlasting ma- 
chines. 

Cork box toes are now manufactured 
in gauges suitable for the styles and 
types of shoes in which they are used. 
The heavy and medium gauges are used 
principally in the manufacture of men’s 
and boys’ welt shoes, while the light 
gauge cork box toes are used, gener- 
ally, in women’s and children’s shoes. 
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See This Feature Line 
of Genuine Goodyear 
Welts at Room 662, 
Palmer House, Chicago, 


Shoe Fair 


National 


Jan. 6-7-8:9 











Genuine Goodyear Welts 


to Retail at *3°° in Misses 


40% 


—eat a 


The new Spring line of TOM-BOY Genuine Goodyear Welt Shoes 
is an amazing revelation in shoemaking, quality and value. Straps, 
ties, oxfords and shoes with distinctive and exclusive features, 


such as: 


1. Genuine Goodyear Welts 


2. Full Grain Uppers 


3. Genuine Cordovan Leather Outsoles 
4. The famous Herbst TOE STUD 

5. Real Advertising Cooperation 

6. Complete In Stock Department 


The new TOM-BOY Line is a real merchandising proposition for 
aggressive merchants. Be sure to see it. 


SHOE 


MILWAUKEE, WIS. 


LANE BROTHERS CO., 555 ATLANTIC AVE., BOSTON, MASS. 
NEW ENGLAND STATES DISTRIBUTORS 


“7 


Mark-up! 


MFG. CO. 
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SPECIALTY types of footwear, including slippers, 
tubber footwear and various other classes of shoes, 
which , because of their materials, construction or use, 
fall somewhat outside of the merchant’s regular lines 
of leather footwear, are tending to take on an in- 
creasing importance from the standpoint of the aver- 
age retailer. Without in any way encroaching on 
the regular bread and butter business of the shoe store, 
these specialties offer increasing sales and profit pos- 
sibilities as extra items which can be sold through 
intelligent promotion. 

In a large measure, the growing sales appeal of foot- 
wear specialties is based on the fact that manufac- 
turers are putting so much more style into their 
designs. This is true of slippers, which are now offered 
in such a multitude of beautiful patterns and materials 
in addition to the standard styles of yesteryear, also 
to rubber footwear of the protective variety, such as 
arctics and overshoes. And it applies also to the great 
variety of rubber specialties, outside of the protective 


Page 213 


SLIPPERS 
RUBBER 
FOOTWEAR 


Miss Jean Parker, M. G. M. star, 
wearing a smart pair of open toe san- 
dals. 

BOOT AND SHOE RECORDER. 


A photo specially posed for 


field, such as tennis goods, bathing and beach sandals, 
summer sports footwear, etc. 

In most progressive and alert shoe stores, slipper 
business is no longer confined to holiday season and 
certain other seasonal periods, but has been developed 
to a point where it accounts for a reasonably steady 
volume of sales, month in and month out. This is 
due in part to the energy, initiative and enterprise of 
the manufacturers and retailers in promoting slippers; 
it is also due in a large measure to their increased 
style appeal. Slippers have been designed for so many 
uses and occasions that there is now a wide assortment 
of enticing styles suitable for every season’s selling. 

The comfort slipper for women has been pushed into 
the background with increased sales on the boudoir 
types. The staple D’Orsay type still holds the lead 
in sales for the year round seller and will continue 
to do so for the coming year. New treatments, trim- 
mings and materials, such as a new fabric called 
“Beauvais,” have changed the appearance of this type 





Page 214 


Some of the newest designs in women's slippers for the 
coming season. 


slipper but the D’Orsay style still carries through. 
Fur-trimmed pajama and boudoir slippers are the 
major sellers around the Christmas season in the 
D’Orsay and bootee styles. For the Spring the plain 
D’Orsay and mules will lead in sales with hostess 
sandals well up in popularity. 

Kidskins still hold the lead in slipper materials, 
but fabrics, especially satin, are gradually coming to 
the fore with the increased sales on mules and the 
other boudoir types. 

An orthopedic slipper for women was introduced 
this Fall for those women who, wearing orthopedic 
shoes during the day, desire a slipper for house wear 
that combines all the features of the orthopedic shoe. 
The sole of this slipper is neither hard nor soft; it 
combines the sturdiness of the hard sole and the com- 
fort of the soft sole. This slipper is made only in the 
D’Orsay type and is strictly a comfort slipper. So 
far, since its introduction, this slipper has met with 
unusual success and it is expected that it will continue 
to go over big for the coming Spring. 

Sandals for the morning are new on the market. 
Women for some time have demanded a comfort slip- 
per that could be put on when arising in the morning 
and worn for the housework and for morning shopping 
and street wear. These sandals are made of a fabric 
called Payson linen in three colors, tan, blue and red, 
with darker tones of kid used on the heel, T-strap and 
middle vamp. The kid in the middle vamp extends to 
the toe and is cut away in parallel strips. The heel, 
built for comfort, is of 10/8 height. 

For afternoon street and sport wear, the T-strap 
sandal will be out in front with the lower heel heights, 
around 10/8, predominating. Fabrics of the open 
weave type such as linens and stitched plaids will 
be big sellers for this type of wear. Light reversed 
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calf and kid ‘swede will be seen in brown, white and 
Casino colors in the square toe and heels in the lower 
heel heights. Kidskin and white fabric sandals will 
be much in demand for the woman who desires to tin! 
them to correspond to her frock. 

In evening slippers gold and silver kid continue to 
be far in the lead in the T-strap sandal. Fabrics are 
still strong for the evening slippers, with satin leading 
the field and made up in various designs. Some velvet 
will also be seen. Wine is going strong in women’: 
indoor slippers this year and it is expected that it 
will be much stronger next year. 


A longer Christmas season 


Shoe merchants have found that the Christmas busi- 
ness does not end with Christmas but that there is a 
big demand during the first two weeks in the new 
year. The reason for this, one man found, was thai 
many gifts were of money and the person receiving 
such a gift would spend it on necessities, and slippers 
would come in for a good amount of this spending. 
Then there is the question of exchange; many people 
receiving gifts exchange them for others of more neces- 
sity, and again slippers, through the use of display 
and advertising, would garner a good share of this 
business. 

The volume in women’s slippers is still under the 
$2.00 but there has been a distinct trend, as in shoes, 
toward better grade merchandise. 


Fancy colors for men 


Men’s slippers, like women’s, are turning to more 


fancy colors. Wine kid is a big seller in the men’s 
slipper field, but tan kid continues to lead the field of 
colors, though wine is a close second. Blue is next 
lo wine in popularity with green and black in the back- 
ground. Kidskin is, and will continue to be, the big 
seller of men’s slippers, although felts in new designs 
will show a little movement. Fancy inlays and com- 
binations of two tones of kid are the new things in the 
men’s slipper field and are expected to show good 
sales, although the plain kid slipper will continue to 
lead, especially with the new. perforated vamps which 
have so far taken hold very well. The opera slipper 
for men makes up about 85 per cent of the total slip- 
per sales. Everetts, cavaliers and Romeos make up 
the other 15 per cent but they are gradually fading in 
the background except for the men who have become 
so accustomed to them from habitual use that the) 
prefer them above all others. 

The shoe retailer could take a leaf from the book of 
the manufacturer who checks up on the color that will 
be popular in lounge robes for men in the coming year 
and orders accordingly. 
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Long anticipated Spring Showing 
will be held in Rooms 1001, !003, 
1004, W, Palmer House, Chicago, 
and in Room 589, Hotel Statier, 
Boston. Visit these displays for all 
that is new and authentic in 


Springtime sandal footwear. 


TUPPER, INCORPORATED 


352 FOURTH AVE. NEW YORK CITY 


When writing advertisers please mention Boot and Shoe Recorder 
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RUBBER FOOTWEAR SPECIALTIES 


for SPRING and SUMMER 


THE surprising feature of the so-called rubber foot- 
wear industry, when one sits down and looks at it 
calmly and without bias, is the extent to which its 
products have invaded the field formerly occupied ex- 
clusively by the leather products of the shoe industry, 
without materially cutting into the market for the 
latter. There is, of course, one important exception 
to be found in the field of juvenile footwear, many 
of the kids of the country having decided that the 
sturdy canvas shoe with rubber sole is what they are 
going to wear during the warm months of the year. 


Extra pair opportunities 


By and large, there is less competition than one 
would believe possible after glancing over any of the 
lines of the big rubber companies. There seems to 
be accumulating evidence that, with comparatively few 
exceptions, therefore, these products are really extra- 
pair propositions which can be used profitably to 
increase volume instead of merely switching volume 
from one type to another. 

Moreover, rubber companies have spent many thou- 
sands of dollars in research work designed to deter- 
mine what new features should be built into their prod- 
ucts in order to attract husiness. They have much 
the same feeling as that which we find in the leather 
shoe industry—that it is not enough to merely talk 
shoes—one must have specific things to point to— 
sales-clinching reasons. 

In the field of rubbers this is best illustrated by the 
trend toward increasing lightness, snugger fit and 
greater durability. In light-weight rubbers, footholds 
and rubbers of the oxford type, a specially com- 
pounded stock is now being used which combines lots 
of wear with lots of stretch. Light-weight rubbers of 
this type for both men and women, hug the shoe at 
every point, add practically nothing to the weight to 
be carried by the foot and have in them more real 
wear than was possessed by rubbers twice as heavy 
manufactured only a few years ago. This develop- 
ment parallels the development of light-weight foot- 
wear of leather. It has kept pace with it—step for 
step. 

For volume selling in the late Spring and Summer, 
women take kindly to the fabric sandal with crepe 
rubber or ‘Smooth rubber sole. These are being pro- 


patterns, T-straps, one-straps and. oxford ties with flat 
or Cuban heels. Plain white and whites trimmed with 
colors may be had in oxford and tie types in the better 
grades for wear as a spectator sports shoe. 

That is only part of the Spring and Summer line-up 
for women. 

The favorite Summer rubber for men is the clog 
which just covers the sole, and many of them are so 
light that they can be folded and dropped into one’s 
coat pocket if the weather clears after leaving home 
in the morning. Canvas sport-type shoes for men 
this Summer will be seen in a range of colors not 
hitherto available. Whites, blues, browns and even 
higher colors are being put on the market. The lace- 
to-toe model is coming into its own for tennis as the 
logical successor to the older, bal pattern. Fishing 
boots, also, are being improved. There is the familiar 
hip type favored by trout fishermen who whip the 
small streams and if the men in your community don’t 
like the smooth-soled type, they can be had with the 
soles studded with rubber cleats. The lower types of 
rubber fishing boots also come equipped with both 
types of soles and there is a tendency arnong the man- 
ufacturers of the better grades to equip all fishing 
boots with a special strap harness to keep them up. 


Trimmed oxfords for boys 


Among boys there has been discovered a trend away 
from the high-cut canvas rubber-soled shoe and _ the 
trade anticipates an increased business on a trimmed 
canvas oxford, which is really nothing more than 
a cut-down high shoe on the old familiar and ever- 
popular lace-to-toe pattern. There are, also, oxfords 
with leather uppers and vulcanized crepe soles (these 
for adults as well as for boys) for tennis, or general 
out-of-doors wear. Uppers can be had either in smooth 
or sueded leathers; and the leathers may or may not 
be perforated, as you wish. 

That covers fairly well, the line-up for Spring and 
Summer. As days become colder, rubbers become 
heavier for both men and women. As snow approaches, 
the overshoe comes into view and everyone is familiar 
with the wide range of protective footwear in this 
division, as well as with the style heights to which 
overshoes have risen. 

The prototype was the old, cumbersome, four-buckle 


arctic, which still sells well to women in some sections 
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Out of the Southwest comes the 

















COWBOY 
BOOTS 


For 57 years these boots have 
been making friends. They are 
made in a large number of Special 
Designs, both in stock numbers 
and made to order. Retailing 
from $10 to $100. 


LACE BOOTS 


Recently Justins have added to 
their already well established 
Lace Boot line—a special Arch 
Support Boot—which is proving a 
real seller. In stock numbers retail 
at $8 to $18. 


Lrand 


ROOM 842 
PALMER HOUSE 
January 6-7-8-9, 1936 


We invite you to come up and inspect 
this complete line of men’s footwear. 
For 57 years the Justin Brand has been 
a mark of Quality recognized by the 
outdoor man as the standard by which 
others were judged. You'll find the 
products carrying the Justin Brand are 
made right and fairly priced. 


Write for the new 1936 Catalog 














RIDING, FIELD & 
MILITARY BOOTS 


These boots are cut on the finest 
English lines and made with that 
extreme care necessary in a well 
turned out Military Boot. Made 
in a pleasing range of colors—in 
stock to sell for $18 to $25—Cus- 
tom Made, $25 to $50. 


WORK SHOES 


Justin Fighter Work Shoes are 
made to give service and satisfac- 
tion to the wearer. A better work 
shoe, reasonably priced—it is also 
made with the arch support feature. 
To sell from $5 to $10. 

















DRESS SHOES 
FOR MEN 


57 years of Footwear Experience goes into 
the production of Justin Dress Shoes. They 
are styled by experts and constructed by 
real craftsmen—a shoe which will make 
your shoe department show a profit. To 
retail from $5.00 to $8.00. 


H. J. Justin « Sons, Inc. 
FORT WORTH, TEXAS 
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Photo by Tom Evans, M-G-M 


Dainty Jean Parker, featured player chooses blue satin 
slippers laced with a dainty shade of coral satin ribbon to 
match the coral ribbons of her blue negligee. 


of the country. For the more sophisticated, however, 
there are the fabric overshoes with a variety of fasten- 
ings, the all-rubber type—lined or unlined; the fur- 
trimmed numbers (and in a variety of furs, at that) 
and half a dozen others which we are all familiar. 
Duplicate most of these in the smaller size runs and 
you will have what the miss will wear and has worn. 
The rubber patterned to resemble a wing-tip oxford, 
introduced last year, is still with us. 

For men who are active and out-of-doors during the 
winter days there are real hunting boots of all rubber 
and lined for warmth. There are what might be called 
snow-boots which come half way up the calf of the 
leg and which lace. The hunting boots, by the way, 
have been seen in two types—one which laces all the 
way up and the other which is pulled on and closed 
with four or five laced eyelets at the top of the boot. 
Men have their overshoes, also, with zipper, buckle 
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or glove clasp fastenings—lighter in weight and with 
more protection than was ever offered in the old days 
with the heavier types. 

It was noted near the beginning of this article that 
all these products have been introduced into retail 
shoe stores and shoe departments of department stores 
without seriously interfering with the sale of leather 
shoes. The further statement was made that, because 
of this fact, they can logically be considered as extra- 
pair profit builders. 

Now extra-pair profit-builders can be sold in just 
one way—by suggestion. This is recognized by the 
manufacturers of rubber and canvas footwear, at leas: 
some of whom are active in merchant education. Som: 
of this educational material even looms up as a near 
text-book for the benefit of the retail salesman. 

Many of these talking points, of course, have t» 
do with the style features of the merchandise; but 
there are structural features, as well, which will be 
found more than merely helpful in interesting cus- 
tomers. 

Methods of vulcanization have been improved tre- 
mendously. Special innersoles giving real support 
have been added to lines of canvas footwear—particu- 
larly in those designed for active boys and tennis- 
playing men. Outersoles on these types also are more 
durable and the durability has been achieved by the 
science of rubber chemistry rather than by a mere 
thickening of the rubber sheet used in making the 
soling material. 

The “sneaker” of today has traveled a long way; 
and is as different from the old-time, thin-soled canvas 
shoe which was common ten years ago as day is from 
night. 

In fact so durable are some of these types and so 
well do they support the arch of the foot and protect 
the ball against the constant hammering of the earth 
in walking, that early Fall hunters sometimes wear 
them into the woods—getting them a full size larger 
than they normally wear and donning heavy wool 
hunting or ski socks. This is an extreme case, of 
course, and is given here not as a promotional idea 
but merely to illustrate the length to which the rubber 
companies have gone in perfecting their products. 

Lasts, too, have undergone a tremendous chanze. 
Not only is orthopedic correctness taken into consid«r- 
ation but, in the case of women’s rubbers, it is not 
uncommon for the better-grade manufacturers, bef. re 
they decide on their rubber line, to buy samples of 
women’s shoes over every last in the market—then 
to manufacture the rubbers to fit those lasts. Experi- 
mental rubbers then are sent out into dealer’s stocks 
and reports received as to fitting qualities and the 
reaction of women customers. 

Once interested, therefore, it is plain to be seen 

[TURN TO PAGE 267, PLEASE] 
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Selected by “Young America’ 


Authentic a 
Shirley Temple ¢ 
Slippers 
by 
- Restful 


The complete line of au- 
thentic Shirley Temple 
Slippers will be on display 
during the National Shoe 
Fair at Room 913, Palmer 
House, Chicago, and at the 
Boston Show at Room 537, 
Hotel Statler. 


20th Century 
FOX FILM STAR 


—_— Footwear Company has been selected to manufacture 
authentic Shirley Temple children’s slippers. 


Shirley Temple Slippers have a double appeal for both retailers and their 
customers ... the name and romantic appeal of the popular young star 
who is so actively influencing juvenile dress . . . and the attractive styles 
and sound value of the line itself. 


Shirley Temple Slippers will make your children’s department boom .. . 
get stocked now for an early showing. 


Restful Footwear Co. 
31 Wilkinson Ave. Jersey City, N. J. 
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NEW 
YORK _ 
ADDED 
EXCLAMATIONS OF 
APPROVAL 


In Noting the Value of 
Our Attractive 


SPRING LINE 


SANDALS 
AND OXFORDS 


ALSO 
NOVELTY SLIPPERS 


In Typically Summer Fabrics 





LOOK AT THEM AT 
CHICAGO 


ROOMS 663 and 676 
PALMER HOUSE 





We Never Forget Nor Should You, Our 


IN STOCK SERVICE 


IN KID AND SATIN MULES, D’ORSAYS AND 
BOUDOIRS 


Keystone Slipper Co., Inc. 


1422 Callowhill Street, Philadelphia, Pa. 
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Spring Styles from a West 
Coast Viewpoint 


[CONTINUED FROM PAGE 180] 


most brilliant shoemen, introduces a sandal that com- 


* bines no less than eleven colors. Other models from 


this same designer combine three, four, five, and six 
colors ... all exotic, brilliant, resembl-ng the exquisite 
colors in the peacock’s fan. These models, sandal types, 
have the high boulevard heel so much in favor this 
season. 

From one of Pasadena’s leading manufacturers conies 
word that exclusive resort sandals will be in the hich, 
off-shades. Many of his smartest resort models are 
created of sail-cloth, some in solid colors, others in thse 
colors with white dots. Ultra smart styles in resort and 
cruise sandals have the wedge heel. 

Resort sandals, also shown in linens, combine darker 
details of patent. One smart model of rusty pink linen 
is trimmed with rum brown patent. Another in sea 
green linen is combined with dark green patent. Sev. 
eral models shown in dark pastel linens have dainty 
bandings and strippings of white, while white mocels 
are trimmed with dark brown, blue and green patent. 
A chic blue gabardine is trimmed with grey, and like. 
wise, a grey gabardine is trimmed with blue. 

To the canvases of the Masters whose works are shown 
in the Metropolitan Museum, one manufacturer attributes 
his success at combining colors. He has spent years 
studying the:r exquisite colors, their blendings, and 
their combinations, and now in his shoes combines, with 
the deft eye of the artist, those colors reflected in all 
their glory from these canvases. 

Sandals continue to hold the fashion spot-light, with 
retail stores in all buying groups showing a decided 
tendency to feature both single and T-strap models. The 
sabot strap also promises to be even more popular than 
during the Fall. It is shown in white buckskin combined 
with blue, brown, or black. 

Recognizing the tremendous influence of the thousand: 
of women students who attend the numerous women’s 
schools, colleges, and universities in Southern California, 
local retailers depend upon this clientele for a sub- 
stantial percentage of regular business. Year round 
customers, these college women, wearing active type 
sports shoes, and the semi-dressy spectator sports models 
for the Campus furnish a significant cross-section of 
what the well-dressed younger women want and weat. 
Having little time for afternoon functions of the more 
formal type, these women are definitely interested in 
evening footwear for the many Campus formal activities. 
To cater to their wants, several of the high style shops 
have had models made especially for them. One model, 
a slack-type oxford in white, brown, blue, natural, ot 
grey buck, has a matching flexible sole of crepe. This 
oxford is plain, its only trim being perforations. It 
has the 12/8 heel. 

One sport section sold 80 per cent of its Fall sport 
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SPORTOCASINS BASS 


‘Om- 
rom 

SIX 
isite 
pes, 


this 


G-H-Bass & Co- 


The Original Golf Moccasin 
For 10 Years the Choice 


of Champions 


The Abbott Company 


DIVISION OF 





OUTDOOR FOOTWEAR 


Bass Ski Boots are used by members of 
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shoes in buck, and expects this same percentage to hold 
for the Spr’ng season. One of its outstanding models 
will be the oxford described above. Kidskins, calfskins, 
and bucks are, in the opinion of those who know, the 
three materials most commonly demanded, with buck 
being in first place. Prices in this sport section range 
from $4.95 for the oxford descr'bed above to $10 for 
the dressier type oxfords and walking shoes. 

One of our retailers, specializing only in short vamp 
shoes, many made in individual orders, prefers simple 
patterns with dainty trimmings. He !s planning to com- 
bine colorful patents with darker patents, particularly 
in the greens and reds, and he will also show blues in 
all shades. Says this retailer: “For my type clientele, 
and my type shoes, selling, as I do, only short vamp 
models, only certain materials and certa’n combinations 
are effective.” Many times a customer, seeing a regular 
model in a smart combination, wants it made up in a 
short vamp model, but this is seldom possible because 
of the inadaptability of the pattern, mater‘als, and color 
combinations to the shorter vamp. 

Shoe materials will be numerous and include kidskin, 
suedes, fabrics, calf and patent. Suedes in the most 
beautiful colorings will be combined w’th patents, and 
suedes used in multi-colored combinations will also be 
exceptionally good. Fabrics, especially the new gab- 
ardines, continue strong, as will linens, and linen type 
materials. Several retailers expect this to be an out- 


standing fabric year, with novelty materials playing a 
starring r6le. 

The demand for “something different” this year ac- 
counts for the use of novelty fabr’cs . . . materials to 
match dresses, materials used as dress trims, and even 
the use of printed materials in resort wear, in the design 
of smart shoes. 

Linens in all colors and combinations are outstanding 
for practically every occasion. One buyer in a smart 
College Section is buying linens of the shantung type. 
as well as those of the ribbed variety. Inspired by the 
numerous calls last season for slippers with a sheen to 
wear with linen and pique dresses after they were ironed, 
he will show a linen sandal, the material having a silken 
sheen, trimmed w:th silver kidskin. He expects this 
to be one of his biggest informal evening models. 

For town wear, dainty kid shoes in navy, white 
dubonnet and new shades of brown will accompany the 
very feminine types of dress which is being shown for 
Spring. To conform w'th this feminine mode with its 
shorter skirt lengths, dainty shoes will appear in pumps, 
straps and stepins with ribbon ties. 

The early informal evening season gains importance 
with the opening of local Winter resorts . . . Palm 
Springs, Ensenada, Baja California (Mexico) and Death 
Valley. Palm Springs looks forward to an exceptionally 
gala season, with informality being the rule. At the 

[TURN TO PAGE 223, PLEASE] 
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ON DISPLAY 
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Chicago 
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Humboldt, Tenn. 
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Important Construction Details 


Shanks 


IF heel bases were made long enough, 
we would not need shanks in shoes, we 
found. This is merely another way 
of saying that the function of the 
shank is to resist the downward thrust 
of the foot in walking—the greater 
part of which thrust must be absorbed 
by that portion of the shoe shank just 
forward of the heel. In fact, you don’t 
need to be so very old to have known 
the time when many shoes were made 
without shanks as we know them now, 
or with wooden shanks if they pos- 
sessed any at all. 

From the welter of experimentation 
which started shortly after the end of 
the World War have emerged what 
may be termed three basic types of 
steel shanks—that made of untempered 
steel which can be molded into shape 
as part of the bottoming process; that 
made of resilient spring steel, highly 
tempered; that made of a steel which 
is said to combine the advantages of 
both the previously named types. 

Derivations of these are common. 
So are combinations. We find shanks 
made partly of untempered and partly 
of tempered steel. We find both types, 
either singly or in combination, which 
are again combined with leather or 


| reinforced with leatherboard. Practi- 


cally all of these can be had in any 
shape which the last requires. Conse- 
quently there is no excuse for a shank- 
piece which does not conform to last 
shapes. The manufacturer can have 
them any way he wants them, broad 
at both ends and narrow in the middle; 
broad at the rear end and narrowing 
to practically zero at the other; or the 
reverse. 

He can get them in any weight and 
of any required degree of strength, 
resiliency, malleability. He can have 
them with any degree of curvature. 
The steel industry goes on the assump- 
tion that the customer is always right. 

What it all boils down to, in the final 
analysis, is that the shank, no matter 
what it is made of, is intended wholly, 
solely and entirely as a means of pre- 
venting the shank of the shoe from 
collapsing under the weight of the body 
whose foot is encased in the shoe. If 
it does that and conforms to the re- 
quirements of style and of the tech- 
nical shoemaking process, it is a good 
shank. Otherwise, not. 

But there are modern shanks other 
than those of steel. Leatherboard is 
combined with wood to make an ac- 
ceptible shank for certain types of 
shoes; there are even plain wood 
shanks, carefully shaped by intricate 
machinery, the lineal descendants of 
the more crudely made ones in use 
many years ago. There are also shanks 
of plain. leatherboard, but these do not 
Measure up to standard insofar as 
strength is concerned. Nevertheless, 
they are used on low-heel types in a 
few of the volume grades. Whether 





or not they are satisfactory seems tv 
depend largely on the weight and walk- 
ing habits of the individual who wears 
shoes thus equipped. 


Eyelets 


THE eyelet started making new style 
history in the year 1935 because it be- 
came an item of fashion importance. 
An excellent example of just how im- 
portant the eyelet might be is illus- 
trated by this selling technique, ein- 
phasized by a card in a famous 
Broadway men’s shoe store. The card 
reads: 

“If you have a preference for eye- 
lets, you can have your shoes set in- 
visible, brass, black, in colors or, for 
that matter, in jumbo sizes.” 

Once there was a time when eyelets 
had to be guaranteed, for they would 
lose their enamel and become brassly 
conspicuous, but now eyelets are made 
with a molded top of celluloid and 
stand for the life of the shoes. A 
great many special, fancy eyelets are 
made, but by and large the eyelet as 
a feature of adjusting the shoe by 
means of a lace is, and will be, in the 
majority of shoes in the year 1936— 
for the lace adjustment has proven 
itself best in the long run. 


Buckles 


MIANY customers have not caught on 
as to why some shoes look better to 
them than others. To all appearances 
some shoes are worth a dollar or so 
more to a customer than another shoe 
made in the same factory and in the 
same grade. The reason for this is 
that some little thing is added, some 
little touch which lifts the shoe out of 
the ordinary class. Right now con- 
paratively few shoes are being worn 
which have lace adjustments, so great 
is the trend toward other kinds of fas- 
teners. At least twenty times as many 
shoes have buckles this season as con- 
pared with last Spring. 

There has been a great development 
in lasts, and lasts are fitting better, 
consequently more open shank patterns 
are on the market. See what is hap- 
pening to the monk types of shoes. 
This trend toward more open types 
of shoes is of tremendous importance 
in connection with the styling possi- 
bilities. It is rather hard to add a new 
thought in a lace shoe which will life 
the shoe out of the regular class, but 
there are almost unlimited chances of 
doing this to a shoe carrying a buckle. 

Buckles have taken on new impor- 
tance. They are not just fasteners, 
they are as necessary to the proper 
styling of a shoe as costume jewelry 
is to a well-dressed woman. Buckle 
designing has so improved recently 
that these ornaments are really com- 
parable to jewelry. 
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Spring Styles from a West 
Coast Viewpoint 


[CONTINUED FROM PAGE 221] 


exclusive Dunes, where, in past seasons, formal dress 
was practically “must,” one sees only sports clothes 
on those who “belong,” with only an occasional tourist 
in formal clothes. 

Resort hotel dances find smart cottons, reflecting the 
Tahitian influence, holding the spot-light in both Palm 
Springs and Ensenada. These dresses may be of the 
“formal” type, but being linens, piques, and novelty 
fabrics, the picture remains informal, in the face of the 
regal formality of “in town.” 

The formal evening picture is varied . .. gay, daring, 
rich, colorful, and flattering, with women again wanting 
to be glorified. Evening slippers will run the gamut, 
says one buyer, from the very height of simplicity to the 
most elaborate and ornate. From a s‘mple sandal 
created of only several wisps of crossed satin held with 
a simple buckle . . . open toe, open heel, open shank, 
to a regal model of metallic brocade combined with white 
satin, an elaborate jewelled clasp for fastening, the 
tempo of the evening slipper is reflected. 

Metallic brocades continue to hold a spot of im- 
portance. Satins and crepes in white for dyeing, in 
combinations, or used alone, combined with gold and 
silver kidskin are expected to be good. Volume stores 
will again feature gold and silver kidskins, with silver 
holding first place in the later Spring season, and gold 
holding first place in the early showings. White will be 
highly featured by the volume stores. 

Lasts... heels... toes... each becomes a very dis- 
tinct feature of the Spring picture, with opinions again 
at variance. Those shops that appeal to those who are 
young, and those who have young ideas, favor the chic 
square heels and square toes. Square heels are no 
longer “novelty,” but are as much a part of the accepted 
style picture as is the fast increasing demand for straight 
boulevard-type heels, no matter how high. Square heels 
are found on active sports-type shoes, as well as on the 
dressier type spectator sport shoes. Square heels are 
shown in all heights, from very low to very h‘gh. 

The conservative shops are in favor of the square heels 
in the low type, but are not quite sure of them in the 
high boulevard type. Even these shops admit the grow- 
ing popularity of the square heel, and will reluctantly 
accept it, if pushed to do so. 

Shops and department stores in all price groups feel 
the tremendous demand for the lower-type heels. The 
flat or “slack” shoe cont‘nues for Spring in all materials, 
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SWAN 


Procress in business de- 
pends on honest values faith- 
ful service and fidelity to an 
ideal. The manufacturer pro- 
gresses in direct proportion as 
his goods and services are satis- 
factory to retailer and consumer. 


Tue PRODUCTION of quality 
slippers, and their sale at fair 
prices, has always been our 
policy. Its soundness is reflected 
in increased volume from every 
section of the country and the 
steady expansion of our business. 
With improved business condi- 
tions the demand for quality 
slippers has greatly increased. 
Working to full capacity under 
ideal conditions, our skilled ar- 
tisans are constantly striving to 
improve our already superior 
products. 


At THE CLOSE of this, our 
most successful year, we thank 
our customers, and pledge a 
continuation of the policy that 
has been so acceptable to them 
and a source of satisfaction to us. 


SWAN SHOE COMPANY, 


MANUFACTURERS INC: 


combinations, and colors, with the now traditional “flat” 
2201 AISQUITH STREET, BALTIMORE, MARYLAND 


heel. 
ae — er CHICAGO OFFICE LOS ANGELES OFFICE 
One smart younger section is not featuring “low 209 S, STATE ST. 218 E. EIGHTH ST. 
heels, but will show semi-dress oxfords in blue, grey, Harrison 5050 Vandike 2735 
, ; YORK OFFICE 
white, and natural buck with the 12/8 heel. In this ™ es ae 
department, volume business is done on “novelt’es.” Wlsconsin 7-8962 


The wise young buyer does not consider the plain opera 
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pump a staple. There are heel differences, and shank 
differences. In his pumps, heels are shown in all heights 
to satisfy all types of customer’s demands, but no matter 
what the height, there are no shaped heels shown .. . 
all are in the straight boulevard type. 

Heels are not always covered. Many new models fea- 
ture the straight boulevard heel of polished leather, even 
on the pastel suedes. On the kids and patents, however, 
heels are covered, and might match the darker trim on 
the shoe. 

Lang, one of our movie stylists, late of New York 
and Europe, now designing for such lovely ladies as 
Jean Arthur, Claudette Colbert, Marion Marsh, and many 
others at Columbia, favors the opera pump. He likes a 
white pump with the high boulevard heel tinted in 
absinthe green, coral, peach, rose quartz, or Pers an 
blue. If the star’s dress is simple, with touches of 
color, this designer favors the tip tinted to match tiie 
heel. 

One model, especially favored by Lang, is created of 
rose quartz alligator with high boulevard heel covered 
in plain leather, and harmoniz:ng piping also of the 
plain leather. With these pumps, a bag of rose quartz 
leather with matching alligator is used. 

Lang is using ribbed linen for Spring, and accenting 
linen on crepe dresses. He favors linen of the Shantung 
type because of the possibilities for exquisite tailoring. 
With these dresses, he is creating linen hats to harmonive, 
and favors linen shoes, especially the opera pump. 

Favoring tailored suits, Lang has created sharkskin 
blouses of intricate designs for Spring, and suggests 
slippers of sharkskin . . . not leather, but the silk so 
popular for suits, dresses, blouses and ensembles. 

Bernard Newman, R.K.O. designer, also favors the 
plain opera pump. There are times when he uses a frag- 
ile sandal, but the occasions are rare. He believes that 
the shoe must be in harmony with the entire ensemble, 
and it is most important that it completes the costume- 
picture. Sports shoes for sport, town shoes for town 
wear, evening shoes for evening, and each in its proper 
place, with style, materials, and colors in harmony is 
his maxim. 

Newman does not like the jewelled slipper, but pre- 
fers the shoe of velvet, brocade, crepe, or satin. When- 
ever possible, he matches the materials of the shoes with 
the materials in the gowns. Designing for such glitter- 
ing stars as Lily Pons, Ginger Rogers, Irene Dunne, and 
others, Newman favors modified Fall colors for Spr'ng, 
used singly, and in combinations. 

Price, as usual, is a problem. The lower price stores 
are contemplating a slight raise in prices. The higher- 
price stores report a continued demand for better shoes, 
with the price question secondary. These stores are ¢°t- 
ting $12.50 and $14.50 for shoes, and are now having 
demands for even more expensive models. Department 
stores as well as specialty shops report prices of $4.05 
for sports shoes, up to $8.75. These stores also show an 
increased volume from $8.75 to $10.50. 
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SERVICE 


The individual and collective experience and 


facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. 
AUBURN, MAINE 


T. W. GARDINER CO. 


LYNN, MASS. 


UNITED LAST CO. 
BROCKTON, MASS. 


STEWART & POTTER CO. 


BROOKLYN, N. Y. 


THE LAST WORD 


UNITED 


EMPIRE LAST WORKS 
ROCHESTER, N. Y. 
KRENTLER BROS. CO. 
ST. LOUIS, MO. 
KRENTLER BROS. CO, 
MILWAUKEE, WIS. 
UNITED LAST CO., LTD. 
MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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AND SHOE 


THIS fall we made a discovery. We found out that 
silkworms and goats and calves and sheep and fierce- 
looking steers all have complexion difficulties that 
show up in finished products if their diets are not 
strictly right. Furthermore, we found out that the 
people who throw silk (no connection with lassoing 
a bull or shooting off the mouth) and tanners who 
make leather out of animals’ hides and skins are 
always in difficulties about sorting their raw product. 
All because there are no diet specialists overlooking 
the food that the silkworms and goats and calves and 
steers eat, and there are no uniform diets in world- 
wide acceptance. 

Some mulberry leaves are better, some grass is 
greener. Some steers and calves are all for the “Hay, 
Hay” diet, others nibble dry grass with not even a 
dash of spinach. And some very genteel little calves 
have milk while their little cousins, the goats, will eat 
almost anything. This has something to do with shoes 
and leathers. The silkworm diet has a lot to do with 
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Progress in the Science of Tanning 

and the Steady Improvement of 

Manufacturers’ Processes Have 

Resulted in Finer Products, Out of 

Which the Shoes of Today Are 
Fashioned 


Illustrations, top to bottom, show 

sole leather dieing out operation; 

cutting out upper leather; upper 
stitching. 


the appearance of silken-clad legs worn with the smart 
new leather shoes. The varied diets of live stock have 
a lot to do with the appearance of leather in shoes 
for men and women and children. 

Tanners of America take full advantage of all mod- 
ern methods of manufacturing. They have been un- 
tiring in developing new processes of tanning. Scientific 
knowledge of the chemistry and physical structure of 
hides and skins has replaced the old guess work. The 
use of synthetic tanning materials has increased, and 
with their increasing use has come a more scientific 
control of tanning operations. The harmful effect of 
germ life on hides and skins is fully recognized. 
The modern American tanner has a chemist and a 
technical staff carrying out research work and studying 
new methods to perfect the finished leather product. 
Yet no tanner can control the diet and the life habits 
of the raw stock in all parts of the world whose skins 
will later go to make up his product. 

This makes us realize that there is still a field of 
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Stitching the uppers. 


uncharted work. Admiral Byrd explores the Antarctic. 
The Soviet Union colonizes the Arctic wastes. But as 
for us, we can look forward to a new vocation, one 
that will take us to far lands, and around the world. 
If a body of tanners will group themselves together 
and subsidize our work we shall be willing at any 
time to travel around and regiment the diet of live- 
stock and even lizards and alligators. We shall en- 
force the most rigid control, and every member of the 
future raw stock will be ticketed as to diet. Then, and 
only then, will tanners be able to control the colors 
of a batch of hides or skins. Then the millennium will 
be reached and sortings will be easy. China, their 
skins mixed together in the beam house, will be placed 
in the same color drum and come out the same identical 
color. A calfskin from New Zealand will emerge in 
the identical color of one from Sweden. All because 
we have established a uniform menu, with bottled 
water for all, all over the globe. 


Why modern leathers excel 


Facts about leather that we didn’t know until re- 
cently, and which we feel very strongly because they 
explain why modern leathers are superior to the prod- 
ucts made in grandfather’s day, are briefly these: 

Old-time methods of tanning did not always pro- 
duce soft, mellow leather. The only thing our grand- 
fathers could depend upon was that leather would 
wear a long, long time, but even if it wore and wore 
and wore, tiny, infinitesimal cracks often appeared 
on the surface of the leather grain. Leathers made by 
modern methods in America are well lubricated in 
the tanning. The fat-liquoring processes which are in 
general use today were developed by tannery chemists. 


They have studied the action and properties of oils” 


and the mechanics of leather lubrication. As a result, 
we have soft, mellow leathers in place of hard, harsh 


leathers. 
The scientist has contributed his knowledge of the 
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action of germ life on the skins and hides in soak 
and the entire period of manufacture. Special dis- 
infectants are used to protect the skins against bac- 
terial infestation. Beam house methods have pro- 
gressed to a point where the soaking operations to 
soften and cleanse the skins also serve as disinfecting 
operations. 


Water chemistry a factor 

You wouldn’t believe that the tannery chemist 
watches the chemical content of the water used in 
tanning with the same rigid inspection given to baby’s 
formulas. Well, he does, and he takes tests every morn- 
ing and sometimes twice a day. One tanner found it 
necessary a few years ago to import tank trains of 
water during a drought, but even the water brought 
in from a distant point was tested carefully before it 
was shipped, and again before it was used. The physi- 
cal properties of water in different regions vary greatly. 
Some leathers can be tanned most satisfactorily in 
one region, some are successfully produced in other 
locations. The first tanneries in this country were lo- 
cated as near as possible near a plentiful supply of 
forest and water. That was in the days of vegetable tan- 
ning, with the extracts made from bark. Today the 
forests are gone, but the tanneries are still located 
near water, or they have special artesian wells. And 
leather tanned in one plant will come out an entirely 
different product tanned in another plant in the iden- 
tical method unless the water is the same at both 
tanneries. 

The synthetic tanning materials, the chrome method 
of tanning, which has cut down the time necessary to 
produce good leather, the new leather finishes in use 
and the contribution of the manufacturers of new dyes. 
paints and pigments, all of these are modern develop- 
ments. They result from research, and scientific study 
of the nature of leather as it is produced from raw 
hides and skins. Every step in the process of tanning 
can be controlled as to timing, temperature, concen- 
tration. Every item used in leather manufacture can 
be analyzed, and if unsatisfactory it can be rejected. 

But the complexion color of the animals whose 
skins and hides go to make leather cannot be con- 
trolled. Brunettes and blondes, redheads and tow- 
heads, animals from hot countries with pigmentation 
different from those raised in Northern climes—they 
all arrive together at the tannery, and the only thing 
the tanner can do is to keep them assorted by origin. 

Take a good look at the beautiful kidskins and calf- 
skins made by the American tanners. They did not 
always look like that. At one time, before the chrome 
tannage was invented in this country, subsequently 
to spread to Europe and to every country where they 
make leather, it was impossible to make such soft 
pliable leathers of uniform quality. As a matter of 
fact, you and you and you were not making constant 
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Consumer response to our national advertising this fall has proven that 
CRESCO CALF is going places in a big way. It’s the one water- 
proof calf that always looks dressy, that takes a beautiful shine, that 
fulfills every requirement of distinctive shoes for men. 


CRESCO CALF is made in brown, cordo shade and black. Complete 


information upon request. 


Creese and Cook Company 
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This vegetable tannage is the one 
all-purpose leather that stands out as a 
mark of extra value in footwear. Con- 
sumers recognize its distinguished 
appearance — its glove-like pliability 
— its fidelity to form and color. ¢ The 
name “Norwegian” means something 


—so successtul merchandisers feature 
it in advertisements and window dis- 
plays. ¢ At the Chicago show, verify 
for yourself the fact that this vege- 
table-tanned leather makes leaders 
— the top of any manufacturer's line 
over a broad group of price ranges. 


A. F.GALLUN & SONS CORPORATION, MILWAUKEE, WIS. 
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Tacking the innersole to the last. 


demands on the tanner to produce new finishes and 
new shoe colors. The shoe manufacturer made a 
utility product. Shoes were high shoes, sometimes 
with a small amount of decoration applied on the 
shoe. Occasionally the younger members of the family 
wore red shoes. But as a general thing black was in 
steady demand, with some call for grey and fawn 
cloth tops to relieve the monotony. 

First of all, examine the smooth glace surface of 
kidskin, then note its soft glovy feel in the skin, and 
the soft texture in the finished shoe. Over a period of 
twenty years kidskin tanners have been working to 
perfect their product, to eliminate the harsh papery 
feel of the older tannages, to develop new methods of 
holding colors to greater uniformity. 

Now, consider white kidskins. They deserve con- 
sideration because they are actually a modern inven- 
tion. No leather is naturally white, any more than 
it is naturally red or blue. Yet the kid tanners of this 
country have worked ceaselessly to produce a softer, 
mellower tannage on goatskin, with a white finish 
that is, and remains, truly white. This is in reality a 
synthetic product since it is as far as possible from 
the natural skin, yet the leather is soft, pliable and 
easy to clean. 


Gold and silver kid 


A few years ago all the gold and silver kid used 
in evening shoes came from abroad. Today, the Amer- 
ican tanners have developed the difficult art of making 
these beautiful kidskins in the smooth gilded and sil- 
vered finish. They have gone further and created new 
products to grace the evening scene—dyeable gold or 
silver kidskins with imprinted designs picked out in 
the metal, which can be colored any imaginable pastel 
or jewel shade. 

The growth of sueded finishes in fashion has not 
been overlooked by the kid tanners. They are making 
and selling quantities of suede finishes on goatskins, 
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available in a whole bouquet of pastel and jewel 
colors, pale attenuated shades as well as deep rich 
stained-glass colors, and the staple black, brown and 
white. There are embossed goatskins and printed kid- 
skins, crushed kids and novelty grains. The American 
kid tanner has just begun to realize the possibilities 
of this versatile raw product, goatskin. 

In recent years American calf tanners have been 
outstanding in their ingenious application of fashion 
trends to their product. Forced by these very fashion 
trends to develop newer and more acceptable leathers 
for women’s shoes, they have at the same time cre- 
ated several outstanding new calf leathers for men’s 
shoes and a number of revivals and new creations 
have been launched for women’s shoes. 


Progress in calf leathers 


Calfskin means — simply calfskin — to the unin- 
formed. To the initiated it represents a whole family 
of beautiful leathers, each designed for a specific use. 
and each to be judged on its individual merits for this 
specific use. 

Calfskin, like kidskin, was not always available in 
the wide range of colors we see today. What russet 
shades and blacks were made were difficult to pro- 
duce and seldom uniform. The blacks were greeny 
blacks. The russets were indigenous to the vegetable 
tanning process—almost natural colorings. 

Today we see a real achievement in the form of 
black blacks in calf leathers of all types—jet black 
suedes and reversed calfskins, inky black smooth and 
boarded calfskins, embossed and printed calfskins with 
a true black finish that does not wear off. The colors, 
too, are keyed to all the fashion shades and calf leather 
takes to color just as well as it once took to russets. 

Here are a few of the innovations in calf tannage 
in recent years that we think worth listing: glove-like 
women’s weight calfskins, usually in L and LL weights, 
with a fine, mellow grain and a marked affinity for 
beautiful colorings; suede calf, non-crocking, in black, 
white and a rainbow of colors, velvety and mellow 
to feel and suitable for both shoes and bags; glove- 
type tannages for bags in creased and crushed finishes, 
also spot-resistant tannages in smooth and boarded 
bag calfskins; reversed calf with a distinctive rich 
heavy ooze finish, in heavy and medium weights; new 
embossed and printed calfskins that are softer and 
mellower than the early products of the processes; 
neutral-back calfskins in very heavy weights for un- 
lined shoes; men’s colored calf in a demi-glaze finish 
and rich, deep colors. 

The light-weight calfskins made on small imported 
skins have been created especially for women’s shoes 
in the light turn, welt and cement processes. They are 
made with a very smooth or finely boarded finish, 
which comes out in the lasting to accentuate the demi- 
glaze surface. These leathers are usually very lightly 
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asts of Quuatity 


The Sterling insignia on your lasts is a mark 
of superb quality, a pledge of authenticity, a 
guarantee of fit. Because quality is inherent 
in every Sterling creation, and fit and smart- 
ness are integral parts of that quality. 


Sterling ability to exactly interpret current 
footwear fashions has been well known in the 
.trade for thirty years. Sterling Service will 
make you completely proud of your line. We 
invite you to try it. 


Sterling Last Corp. 


335 East 27th Street, New York 
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SPORT SOLES 


You will see Panco Sport Soles on dozens of lines of shoes dis- ANCO 
played at the Show. These shoe manufacturers, with the offer- SUEDE 
ings of the sport sole market before them, chose Panco Sport 

Soles because of their light weight—proven durability—flexi- 

bility and true economy. They know from long experience that 

Panco Sport Soles will support their reputation—that they 

enjoy the confidence of shoe retailers, which is a direct reflec- 

tion of the attitude of millions of satisfied wearers. 
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STA-TITE HEEL 


Panco Sta-Tite is one heel you can talk up—and that will not 
let you down. Talk up its non-dirt tracking “nailless”’ tread— 
its permanently tight fit to the base—its double wear—features 
made possible by the patented wire mesh nail anchorage em- 
bedded in the base. Talking points help sell shoes and Panco 
Sta-Tites have more of them. Satisfactory wear keeps them sold 
and brings customers back. Here’s where Panco Sta-Tites do 
their biggest job. 
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Girls with swift fingers complete the vamping process. 


dressed so that they will not lose the demi-glaze which 
is a fashion factor. The general tendency in most 
treeing rooms today is toward less finish on all types 
of leather. As a matter of fact, the lightweight calf 
leathers like the bag leathers, which are made to match 
in color, are available in a wide range of fashion 
shades as well as black and white. Suede calf and 
reversed calf are also made in every imaginable color. 
We were surprised to learn that reversed calf is not 
made in exactly the same tanning process of the suede 
calfskins of lighter weight, which they so closely 
resemble. 


Research improves white leathers 


White suede calf and white reversed calf are in 
general use, but it was not until very recently that the 
calf tanners learned how to make a true white in nappy 
leathers. These leathers mark another milestone in 
progress, and like all white leathers, they represent 
the results of endless research and experimentation. 

Patent leather would seem to mean just patent 
leather. But much to our amazement we were shown 
the actual differences between the old-type patent 
leather and the modern product. Patent leather of 
1935-36 is enormously improved over the old tan- 
nages. In the first place, the leather is softer and has 
more of a leather character, and in the second place 
the colors are much more interesting. We saw some 
navy blue patent that we like just as much and pos- 
sibly better than the old stand-by, black. We saw 
pale pastels and brilliant gem colors. We were also 
surprised to learn that some tanners make special 
patent leathers in soft, pliable tannages, especially for 
handbags. They can even make white patent leather 
today. Some of you would take this for granted, but 
having been told the story of the ceaseless years of 
effort that have been necessary to produce white 
leathers of all types, we were mildly surprised to find 
patent leather in the list of whites. 
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Leathers used in great quantity in children’s shoes 
are calf, elk and elk finishes. The story about elk 
leather is interesting because it is still made by the 
old native Indian methods. Genuine smoked elk, while 
it is comparatively small in volume, is actually smoked 
in the tannage, and the leather is very soft, spongy 
and mellow. Elk finishes are made on sides and kips, 
and they are greatly improved in appearance, wear 
and quality over the heavy, platey leathers once pro- 
duced. They make wonderful leathers for children’s 
shoes because they are flexible, yet long-wearing, and 
they can be cleaned. In addition to the “smoked” 
elk color, they are made in both light and dark colors. 

Buckskin is an aristocrat among American leathers. 
The fine nappy surface is found under the grain, and 
is not the flesh side as in the case of suede leathers. 
This explains why the tanners of suede leathers have 
worked so hard to duplicate that fine nappy surface 
in white suede leathers. Buckskin is made from deer- 
skins from all over the world, and the supply is nec- 
essarily limited. My, my, and white nappy leathers 
so high in fashion this year, too! 

Leopards don’t change their spots, and alligators 
and lizards won’t change their scales. But the tan- 
ning of the reptile skins, which has always been a 
high art in this country, has changed greatly in recent 
years. And a good thing, too, with alligators so high 
in fashion demand. The principal difference is in 
the lubricating process which keeps the skins supple, 
and a new method of finishing in many colors with 
a demi-glaze. They use small Mexican skins mostly 
for women’s alligator shoes, but the large-scaled skins 
in larger dimensions are used for bags, luggage, and 
most recently for men’s “crocodile” shoes, which, they 
inform us, are on the style horizon. 


Developments in sole leather 


Getting right down to basic leather, we were im- 
pressed by the facts we learned about sole leather. 
Like everyone else, we simply took it for granted that 
sole leather is just sole leather. One thing that is 
unique is that sole leather is still tanned by the vege- 
table tanning process, and consequently it takes much 
longer to produce than chrome upper leather. (Hides 
must lie in the tan-bark solution for a long, long 
time.) A weak solution is used at first, gradually 
strengthening the tan liquor in the vats, which pene- 
trates the hides thoroughly through and through. It 
requires from two to six months to make good sole 
leather, sole leather that is pliable, resilient, firm and 
long-wearing. Much of the sole leather used in women’s 
shoes is bleached to a very light color, then refinished 
in a pale cream tone in the finished shoe. But there 
is a tendency in the past few years in high-grade foot- 
wear for both men and women toward the rich natural 
tan color bottom finish. The amber toning produced 
by bone rubbing is characteristic of soles custom 
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NEW TOOL FOR MERCHANDISING 


STYLE ELEMENT 
ADOPTION OF 


OF WELTING 


DOUBLEDECK WELTING and 
PRESTITCHED STORMWELT are 


selling thousands of extra pairs, 












































and now for summer consider the 
possibility of COLOR in welting— 
Blue, Red, Green and Yellow to 


balance completely your carefully 
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shoes. The new colored welting is 
available in all styles, plain Good- : 
year, Channeled Welt, Crosscut ) PRE-STITCHED 


and STORMWELT. 



























































Brighten up your men's shoes with 











color and novelty. 
















































































A Style factor 
Stimulant 
COMPANY 


MASS. 

























































































When writing advertisers please mention Boot and Shoe Recorder 








Putting in the eyelets. 


made on hand-stitched shoes. This natural bottom 


finish with the boned glazing is truly the mark of a 
high-grade shoe—and a sole leather that will give re- 
markable service. 

Now, don’t go asking us why, with all the modern 
improvements, including special plumbing in the 
plants, and the use of special extracts and synthetic 
tanning materials, and “close control” in place of the 


old remote control, and hundreds of thousands of 
dollars spent on further research to improve their 
products, the American tanners still are unable to 
govern the production of absolutely uniform colors 
and gradings. The answer is in the first part of this 
article. They can’t control the animals’ diets. And 
furthermore, they say they think it will be goodness 
knows when, or never, that they will be able to produce 
a white leather that will not discolor when exposed 
to strong sunlight when wet. Infra-red and ultra-violet 
rays are particularly harmful to white leathers that 
are damp from cleaning. Tell your customers, and 
your treeing room foreman and your uncles and 
aunts and nieces that so far the tanners have not been 
able to apply a thick finish that will destroy the 
potency of the sun’s rays without ruining the fine 
leather character of their products in the doing. 


Spring fare in fabrics 


Fabrics for shoes are still on the up and up. Re- 
tailers expect to do more business this Spring, even 
than last, on fabric shoes. And last Spring’s figures 
were no insignificant record! This doesn’t mean every 
store, for there are some sections where fabrics have 
not yet taken hold. And there are some big city stores 
that do not feature fabrics. But by and large, it’s 
an extremely promising fabric season, in all grades. 

What’s the reason? Some people think it’s simply 
the urge for change. Women like fabric because as a 
shoe material it is comparatively new to them. When 
the saturation point is reached, then we’re due for 
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another shift of favor. Others say that the coolness 
of fabric, its ease in cleaning, and the fact that it 
can now be counted upon to wear are the three reasons 
for its success. 

In our opinion, there is still another—fabrics are 
neither. too tailored nor too dressy for that betwixt 
and between shoe that makes itself so useful in every 
women’s wardrobe. To promote fabrics at any time 
to the over-shadowing of the smart tailored shoe mate- 
rials or the more delicate dress shoe materials is, we 
believe, a serious mistake for this very reason. Fabric 
can make one shoe take the place of several and in 
so doing shuts the door to multiple pair business. But 
without question, fabric has its place in the picture. 

For the early Spring, gabardine, the name rather 
loosely used for a firm worsted fabric, ranks high 
again. And all the best gabardines are plain as a pipe 
stem. Jacquards are shown, but jacquards are not 
selling. Some retailers are looking for different weaves 
—various cotton and silk textures that will give a 
slightly different surface effect. Several such indi- 
vidual and interesting weaves are now on the market. 
A few meshes are also being used, chiefly in inserts. 
But the consensus is there is nothing quite so satis- 
factory as a good gabardine, and there isn’t enough 
good gabardine to fill the demand. 

In colors, blue leads by a substantial margin. Black 
is good. Brown is comparatively weak. The demand 
for gray is growing, though it does not represent vol- 
ume by any means. Rust color, luggage tan and red 
are represented. Patent leather continues to be the 
best trimming, with calf and kid next. 

For later on, in early Summer shoes, only one fabric 
is firmly established at this time, linens and linen-like 
weaves. The smarter the shoe, the rougher the linen. 
White is the obvious favorite, with some feeling for 
the dark shades, for Summer town shoes, and with 
the pastels featured in high style lines. Every season 
some multi-colored effects and other novelties appear 
on the scene, but it is too early to predict which ones 
will rate in the second showings. 


Elastic yarn in shoes 


One of the interesting developments in shoemaking 
in recent years has been the development of new elastic 
fabrics made with permanently elastic yarn, which 
has found such wide uses in other industries. The 
fundamental idea back of this new type of shoe fabric 
is that it makes possible a high degree of fit and 
comfort. 

The development of these new materials is the re- 
sult of almost three years of experimental work, dur- 
ing which two major problems had to be solved: 
First, the degree and strength of elasticity, which 
is desirable for practical use in footwear, and, sec- 
ondly, a new shoemaking technique which would over- 
come the difficulties in the lasting of elastic fabrics. 
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Seaming up the quarters. 


The principal difficulty which had to be overcome in 
the lasting was the fact that in order to preserve the 
correct shape of the finished shoe it was necessary 
that little or no tension should be placed on the 
materials. Several methods have been used to over- 
come this difficulty, and one of the most successful 
has been the sewing of a rigid tape on to the fabric 
quarters to hold them in proper position, this tape 
being removed when the lasting was completed. 

The yarn on which these fabrics depend for their 
permanent elasticity is the first spun elastic thread 
ever made. Its base is a chemical compound con- 
taining a small percentage of rubber, which is forced 
through spinnerets in much the same manner as cellu- 
lose in the making of rayon. The fine round thread 
thus produced is then covered on a patented machine 
with silk, cotton, or worsted, according to the type of 
fabric in which it is to be incorporated. 


Fabric linings 


The inside of a shoe is exposed to more of what 
might be termed “frictional wear” than any other 
portion of the shoe with the exception of the sole. 
The material with which the shoe is lined, therefore, 
must measure up to this requirement. Durability is 
a prime requisite. 

More than that, however, it must have another kind 
of durability—tensile strength. Many manufacturers, 
experimenting with low-grade cotton linings, have 
found to their sorrow that cotton fabric lacking this 
tensile strength is apt to give way under the strain to 
which it is subjected as the upper is lasted. Add to 
these two qualities, the proper amount of elasticity, and 
you have, according to the trade, the ideal fabric 
lining. 

Keeping this in mind, it is obvious that most of 
these qualities must go far back of the weaving process 
by which cotton thread is transformed into cloth. The 
proper selection of the raw material from which the 
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thread is made, and the proper method of making this 
raw material into thread, are very important; also 
they are highly technical—too technical to be treated 
here. The safe rule is to buy from those houses which 
have the reputation of handling quality materials. 
There is no test which the retail merchant can apply. 
He must rely on the word of the manufacturer, in 
connection with which it is apropos to point out that 
so well understood is this among shoe manufacturers, 
that many of the makers of even the lesser grades 
prefer to line their shoes with a much superior grade 
of cotton fabric. 

While there have been improvements of several 
kinds in cotton linings during the last few years, the 
basic types used are still the same—twills, drills 
and ducks. 

In the weaving of most types of cloth, the weft or 
filler thread passes over one warp thread, under the 
next, over the next and so on. In twills, however, this 
filler thread passes over one warp thread and then 
under two, three or even more warp threads. 

Drill takes its name from the old “Imperial Drill,” 
having two threads in the warp and three in the filler. 
Duck, insofar as the weaving process is concerned, 
is merely a fine, light-weight canvas, woven somewhat 
more closely, of course, than canvas, but very similar 
otherwise. 

One other function of the shoe lining should not 
be overlooked—its protection of the leather, not from 
the rubbing of the foot against the leather, but from 
foot perspiration which might easily cause the leather 
to rot, or, at best, to neutralize the tanning agents in- 
troduced into the leather during the tanning process. 

So we must add to the qualities of a good lining 
the ability to absorb moisture. 


Importance of the last 
The CHARACTER of a shoe is in the last. 


The process of making lasts is as complicated as the 
process of making shoes. More so, in some respects. 
since mak’ng lasts requires the same artistry, crafts- 
manship and workmanship in all instances, regardless 
of the grades of shoes to be made over them. 

Fit is a prime requisite of all grades of shoes; in- 
creasingly so. That means consummate skill in the 
making of lasts for all grades of shoes. 

There are many operat’ons in the making of a last 
just as there are in the making of a shoe; more than 
200. There are more free-hand operations in the mak- 
ing of a last than there are in the making of a shoe. 

Needless to say, a keen sense of style values is neces- 
sary to a successful last business. And the ability to 
combine style and fit is a genuine art. 

To completely describe in detail, or even partially. 
the long, involved practice of making lasts would be an 
interminable task, and would fail of readers, even in 
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P speciany ROBERTSON Alligator and Calcutta Liz- 
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Finished with expert care and skill. 
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Spring will feature Alligator and Calcutta Lizard. The 
finest will feature ROBERTSON Leathers. 
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Last block being shaped on the lathe. 


limited space. But it is a worthwhile service to the 
shoe trade as a whole—styling, manufacturing and mer- 
chandising—to bring to the attention of retailers espe- 
cially that good fitting shoes and good style shoes can 
only be made over lasts that are made correctly. 

Among the essentials of a last in addition to style 
and fit are proper selection of the wood itself in the 
forest, proper treatment of the wood in the form of 
logs, requiring expert knowledge all the way along an 
extended line of different kinds of handling before the 
blocks from which the lasts are made are landed in the 
bins at a last factory. 

This phase is seldom, if ever, given any thought, even 
by the manufacturer of shoes, to say nothing of retailers 
or wholesalers. Yet the permanence of both the fit 
and the style of a shoe, as related to the last, from which 
it derives its being in the first place, really begins back 
in the earlier stages, the original form or kind of wood 
from which the last is made. It is also essential to the 
permanence of the style and fit of a last that it be 
handled and treated properly through the various stages 
of the actual making of the last. 


Lasts take the lead in style 


Some of our keenest stylists are to be found in the 
last industry—men who have style sense to a superlative 
degree and the ability to interpret trends quickly and 
accurately. Alertness to style trends is outstanding. 
Yet manufacturers as well as retailers and wholesalers 
very often ponder and study last men’s suggestions for 
months before accepting them as sound, and even then 
often wait months on months before adopting them for 
production. Perhaps this is as it should be. The point 
emphasized is that last men are often far in the lead as 
stylists, or interpreters of style trends. 

Last men as a whole, speaking generally, do not 
presume or assume to work with retailers and whole- 
salers very much. Some of them would like to more 
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than they do, but feel that their first duty is to cooper- 
ate with manufacturers to whom they want to sell their 
product; and they often find manufacturers, for one 
reason or another, definitely committed to proceed along 
lines which prevent the last man from doing much 
about it, however positive he may be in his opinions 
and suggestions. A good last man is a valuable asset 
to any factory which cultivates or permits his entrance 
for actual work or comment. 

While it may be true that some losses have occurred 
to manufacturers from accepting the advice or sugges- 
tions of last men, the preponderance of results to man- 
ufacturers is distinctly of the opposite nature. Taking 
shoe manufacturers as a whole, tremendous losses are 
falling upon the shoe industry at this very moment 
through reluctance to accept the last man’s story on 
style, fit, workmanship and associated elements. The 
present season offers ample evidence of this simple fact. 


Pattern-making highly specialized 


With the possible exception of last-making, pattern- 
making is one of the most highly specialized of the 
professions catering to the shoe manufacturer. It is 
by no means enough that the pattern manufacturer 
know style and how to translate a style motif into a 
good-looking theoretical pattern. He must know 
whether the particular pattern will look well on the 
specific last under consideration; whether the pat- 
tern, as made, will cut economically from the material 
which the manufacturer proposes to use; whether, in 
other ways, it is an economical or expensive pattern. 
He must know everything about practically every oper- 
ation performed on the shoe upper in the shoe factory. 
Otherwise, the practical shoemaker, when he gets the 
pattern, will find himself in difficulties. 

Every pattern starts with an idea. The idea may 
be that of the pattern manufacturer or it may be the 
creation of the pattern man in the employ of the shoe 
manufacturer. If it be that of the latter, the first job 
of the pattern manufacturer is to size up the theoretical 
design and see if he can suggest any changes which, 
while not detracting in any way from the picture cre- 
ated by the designer, nevertheless will make the pat- 
tern more practical from the viewpoint of the shoe 
manufacturer. 

There are a few pattern manufacturers, of course, 
who start clear at the source and actually themselves 
create new patterns and even new color combinations. 
One of these has been known to spend nearly $30,000 
a year in style research alone. 

In days past, many patterns were made of metal. 
They were really dies which could be inserted into 
the so-called “clicking machine” and used to stamp 
out the various parts of the shoe upper in the shoe 
factory cutting room. This machine later fell into 


‘disuse as style became more and more a factor in the 
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A NEW DAY DAWNED IN SHOE HISTORY 


THE NAME “DAREX”, representing a marked 
advance in the art of shoe manufacturing, is now 
so firmly established in the industry that it seems 
far more than five years ago since it entered the 
field. Yet during that short space of time Darex 
Processes and Products have become securely 
associated with nationally known brands and 
many more modest brands equally ambitious to 
produce better shoes in their respective spheres. 
Darex feels honored to have been privileged to 
play a part in the greater 

success of these many rep- 

utable brands of better 

shoes. 

For all Darex products are 

designed — specifically 

built—to bring definite, 

marked, superior advan- 

tages not found in natural 


products to this new era in the art of shoe 
making. Their uniform characteristics permit 
manufacturing economies that give you better 
shoes—more comfortable, longer-lived, smarter 
shoes for your customers—than would other- 
wise be possible if shoe makers had to rely solely 
upon products hitherto available. 
Darex is proud to stamp its trade mark name on 
the products of its manufacture, confident of its 
contribution to the industry. You can take ad- 
vantage of these new ad- 
vances to better shoe con- 
struction by specifying 
Darex products in the 
shoes you sell. Write — 
Dewey and Almy Chem- 
ical Company Cambridge, 
Massachusetts and Mon- 
treal, Canada. 
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“All of this talk about business 
improvement is the bunk.” 


"You must be one of those 
who haven't yet tried 
Surpass Brown or Surpass 
Blue Glazed hids!” 


Sales of Surpass Brown and Surpass Blue Glazed Kid have 
been ata level that has more than justified the faith we had 
in our ability to supply colored glazed kids having as much 
. character and uniformity as Surpass Black Glazed Kid. In- 
creasing sales have justified, too, the preparatory work we 
put into assuring ourselves that the raw stock, the basic 
processes and the color tones for these kids were right. 
Many shoe manufacturers and shoe retailers have already 
found that our BROWN, which is neither too red nor olive, 
and our BLUE, both of which are carefully chosen in line with 
the current fashion vogues, have a definite customer sales 
appeal that means a real increase in business. See these 
Surpass Glazed Kids for yourself. 


~ SURPASS 


BROWN (4) 


AND 


BLUE 


as well as BLACK 





% Shoe Manufacturer 


® Shoe Retailer 
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industry and patterns became more numerous. Heavy 
dies then in use became prohibitively expensive. 

A fairly recent invention, however, seems destined 
to give new life to the clicking machine. There has 
been invented and put on the market a metal pattern, 
machine-made, with a double cutting edge—one on 
each side of the pattern. The advantage of the doubl: 
edge is that after a piece for the right-hand shoe of a 
pair is cut from one side, the pattern can be turned 
upside down and the left-hand piece can be cut using 
the same pattern. While this reduces the cost great}, 
in comparison with the metal dies used years ago on 
the clicking machine, it is still more expensive than 
the patterns designed for use in hand cutting. It is 
entirely practical, and even economical, however, for 
use when a large number of shoes are to be made froi 
the same pattern—100 cases or more. 


Flexible innersoles 


The innersole is probably the most important pavt 
of good shoe construction. A proper selection of the 
innersole must be made if a satisfactory shoe is ‘o 
be built. 

There are a number of innersoles on the market. In 
fact, the innersole problem is mainly one of using 
a specialized product for a special purpose. In 
making the rounds, we found many excellent inner- 
soles of materials other than leather. These fabricated 
innersole products are quite extensively used and the 
story of them and other fabricated shoe materials is 
so important that a special consideration of the newest 
developments in their use and manufacture appears 
elsewhere in this issue. 

Practically all leather manufactured for flexible inner- 
soles is vegetable tanned cowhide split. The raw ma- 
terial is obtained generally from manufacturers of 
chrome tanned side upper leather. Vegetable tannage 
covers a period of from four to six weeks, depending 
upon the process which varies in different tanneries. 
Long experience has proved that vegetable tanned 
leather for flexible innersoles is the most satisfactory. 
This tannage imparts to the leather a long tough fiber 
which produces ideal channeling and stitching proper- 
ties. An innersole with a short or brittle fiber will not 
hold the stitches and in many cases causes the shoulder 
of the channel to break off. 

In the selection of an innersole the kind of shoe to 
be made must be considered. Where flexibility in the 
shoe is required a thick or very stiff innersole should 
not be used. The weight and tannage should be con- 
sidered for the desired flexibility without being too soft 
and flabby. Shoes for hard wear and long service 
should have the corresponding type of innersole to 
withstand the strain and hold the shape of the shoe. 

Another item of importance in selecting the inners: le 
is the weight in iron required for the shoe to be cvn- 
structed. In welt shoes where all-leather innersoles 
are used, 4-414 iron weights are required. For some 
other types, a lighter weight can be used. 
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Welting as a Style Factor 


UNTIL very recently Goodyear Welting, since the 
beginning of the Goodyear Welt type of construction, 
has been a highly essential and important detail in 
shoe construction. Almost any student of the art of 
shoemaking has realized the importance of quality in 
this essential detail, as welting, of course, is the con- 
necting link which holds uppers and bottoms together 
in a Goodyear Welt shoe. The shoe itself is no better 
than the quality of the welting. 

In the last few years welting has assumed a new role, 
namely, a style factor of considerable importance. Per- 
haps the first step in this direction was when one promi- 
nent manufacturer introduced to the trade an item 
which consisted of the regular standard Goodyear 
welting cut, molded and formed to yield a rib on the 
inner edge which was integral with the Goodyear welt 
base itself, and formed an inseam sealing type of caulk 
welt which actually accomplished the detail of choking 
the inseam against the inroads of moisture in a manner 


Welting today plays an important role in the styling of shoes. 


more thorough than the old familiar two-unit types of 
gasket welting. Wherein this type of welting was 
originated as a practical shoemaking device to satisfy 
a long-felt need, it was soon found that it lent itself 
to great possibilities in the way of decoration and style 
feature. The rib in many cases was colored in harmony 
or in contrast with the upper stock and striped pat- 
terns, notched effects, and other variations of it came 
into general use with the result that in the styling of 
shoes attention was diverted to this point where hitherto 
nothing but a plain flat welting had ever been used or 
considered. 

After attention had once been attracted to the pos- 
sibilities of styling at this point on a shoe developments 
followed consistently and steadily. Doubledeck welting, 
for instance, soon made its appearance, where the welt- 
ing, as its name implies, was made in two decks with a 
tow of ornamental stitching on the top deck, and later 
the familiar pre-stitched stormwelt made its appear- 
ance. By utilizing an ornamental row of stitching 
on the face of the rib of the stormwelt it became pos- 
sible to produce a very attractive style in a shoe which 
teseembled the custom-made reverse welt, which made 
this type of shoe possible for popular priced lines, 
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The Newest Talking Point 
in Shoes 


Is Really the Innersole 


Why? Because it is the weight point of contact 
with the foot. Foot acids from the pores do 
their greatest damage through friction and body- 
heat on a grained surface. Absorption and drying 
causes the average innersole to bulge and crack, 
but such is not the case with our Genuine Newflex 
Pigskin Innersoles, The special process tanning 
used by us in the development of Newflex Inner- 
soles enables them to maintain the porosity, ab- 
sorption, and non-cracking features so essential to 
the promotion of better Foot Health. 


Specify Newflex Pigskin Innersoles for your Health 
Promoting Footwear, and urge your customers to 
note the advantages. 


NEWFLEX e 
- 


INNERSOLES 
COUNTERS & WELTING 
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We Will Be Pleased to Send Samples 





EDGAR S. KIEFER 
TANNING COMPANY 


TANNERIES @© GRAND RAPIDS, MICHIGAN 
SALES DEPARTMENTS @ 223 West Lake Street, Chicago, Illinois; 
Lyman P. Gutterson, 42 Lincoln Street, Boston. Tel. Liberty 1206. 
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“ALL 
THROUGH 
WHITE” 


As superior in 
appeal as white 
flannels in com- 
parison with white 


ducks. 


Gseex 
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PEABODY 
MASS. 
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Synthetic Shoe Materials 


Application of scientific research and methods of 
manufacture has aided their development 


SYNTHETIC products are making a 
very real contribution to better shoe- 
making, because they supply material 
that is uniform and dependable and 
that has been tailor-made to do a 
specific job. 

The shoe-buying public, especially in 
these lean years, has become keenly 
aware of the importance of many other 
features besides style in a pair of 
shoes. Both men and women now look 
for and realize that they have a right 
to expect long wear and healthful, 
fatigue-reducing foot comfort in the 
shoes they buy. 


New outsole materials 


Even in outsoles, new and improved 
materials are available, having many 
demonstrable selling points that appeal 
to the ultimate buyer. Some of these 
new outsoles are smooth or suede-like 
in finish, slipproof and waterproof, yet 
amazingly light weight and resilient 
for easy walking. They insulate against 
heat and cold, giving a foot comfort 
and freedom from fatigue that are 
building repeat business for those mer- 
chants who are awake to the public 
demand for better shoes. 

Various materials and compositions 
are used in the making of non-leather 
outsoles. Some are of rubber, some 
contain rubber in combination with 
other substances. Some are made of 
wool felt impregnated with latex and 
then compressed to a fraction of their 
former thickness to give a firm, long- 
wearing sole. They are obtainable in a 
variety of colors, and also in pure white 
for professional wear. Their skidproof 
and waterproof features and the in- 
sulation they give against cold and 
damp make them eminently suitable 
for both spectator and active sports 
wear, for professional people, house- 
wives, etc. 

Probably the most important of the 
“hidden parts” in shoe construction is 
the insole, as it is the very backbone 
of the structure on which the shoe is 
built. It must be firm and sturdy to 
hold the shape of the shoe and tough 
against pull and strain. As it is also 
vital to flexibility, protection and gen- 
eral walking comfort, it must be light 
in weight, yet deeply cushioning, re- 
silient, and porous. 

Here again, to meet this new era in 
shoe-making, chemically engineered 
products have entered the field. Some 
of these have certain advantages that 
are built into the material itself to give 
exactly the desired features for the 
type of construction in which they are 
to be used. For instance, soles for 
stitched construction should be dense 
enough for the threads to sink into the 
sole sufficiently so that they do not ap- 





pear above the surface of the finished 
shoe. With modern materials it is pos- 
sible to obtain an insole with the exact 
density required and to be assured that 
each insole will be like every other and 
run uniform in every shipment over a 
long period of time. 

Some of these insoles are made of 
felted cotton or other fibres impreg- 
nated with latex and compressed to 
give the desired characteristics. They 
are extremely soft and springy to the 
feet, provide insulation against cold 
and heat as well as hard floors and 
pavements, and buoyantly flexible. Un- 
like natural products, they are not af- 
fected by moisture, and do not crack 
after being in contact with the per- 
spiration of the foot. They are free- 
breathing to equalize foot temperatures 
and to provide more rapid evaporation 
of perspiration. 

Because these products are labora- 
tory controlled, it is possible to build an 
insole with the required characteristics 
for each price class and to offer the 
material in uniform cutting sizes of 
exact thickness, which gives economy 
and dependability in the manufactur- 
ing process, more accurate cost esti- 
mates, and better shoe construction 
within any price class—properties not 
heretofore available in existing natural 
materials. As these definite economies 
are reflected in better shoes at the 
prices offered, these new materials are 
a definite contribution to modern shoe 
construction. Properly displayed to the 
ultimate buyer, they are merchandising 
features that can help sell more shoes 
for aggressive merchants. 


Sock linings and heel pads 


Other “hidden parts” where tech- 
nological improvement is offering bet- 
ter materials are the sock linings and 
heel pads. While their primary object 
is to cover stitches or nails used in 
the construction of the shoe, their com- 
fortable glazed surface presents a 
definite style appeal that helps to sell 
shoes. 

Sock linings and heel pads are ob- 
tainable in the same fine materials as 
are used in modern synthetic insoles. 
They are made of felted cotton or other 
fibres, bonded with latex, and then 
pyroxylin coated to give a smooth, 
smart finish. Because of the nature of 
their construction, they can be made 
to the exact thickness for maximum 
comfort and give much greater softness 
and thickness than any piece of leather 
in the same price range. Also, it is 
possible to get a more exact match in 
color with the lining of the shoe, giving 
better style appearance to the finished 
shoe. 

Probably two of the most outstand- 
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war 


The New Importance of 


SATIN 
is Best Interoreted with 


SKINNER'S SATIN 


Ricu, lustrous and outstandingly beau- 

tiful, Skinner's Satin represents shoe 

satin at its finest. You will find it featured 

in the leading quality lines of new formal 

footwear, because it looks the best, wears 
the longest and offers the 
greatest value. 


Insist on Skinner's Satin... in 
stock in Black, White and colors 
_.. the loveliest and smartest for 


spring footwear | 


William Skinner 7i/ | 
and Sons 7 ~ New York, NY. 


“SELECT SKINNERS FOR QUALITY” 
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15 SPRUCE ST. 


Irving Tanning Co., Inc. 
Peabody, Mass. 
Sheepskins 





DETROIT 


JOSEPH S. SALOMON 


LEATHER 


announces that they have been appointed sole agents in the State of New York for 


N. J. SCHORN & CO. 


Successors to Carl Schmidt @ Company 
Tanners of the Schmidt Calf Leathers 


We are now ready to supply Schorn’s Calf Leathers for men’s, women’s 
and children’s better shoes to the Shoe manufacturers of New York 
State. You'll find Schorn’s Calf Leathers possessing remarkable strength 
along with extreme lightness and pliancy. 


METROPOLITAN AGENTS 
John R. Evans 8 Company 
Camden, N. J. 

Glazed Kid and Upper Leather 


Mr. Milton Salomon will be in attendance at Chicago during the National Shoe Fair 


MICHIGAN 





NEW YORK CITY 


Geo. Knight & Co., Inc. 
54 Lincoln St. 
Brockton, Mass. 
Perforating Machines and Dies 

















ing examples of the successful use of 
synthetic materials are fibre counters 
and the felt-impregnated and celluloid 
box toes. Counters and box toes were 
among the first synthetic materials to 
be introduced in this field, and today 
a surprisingly high percentage of all 
shoes made take advantage of these 


products, even in the higher price 
brackets. Here again, scientific de- 
velopments have produced products 


tailored to the needs of the job, which 
permit the building of better, more 
uniform shoes in each price class. 

Hidden away in the production costs 
of shoe building comes the question of 
cements. These divide themselves nat- 
urally into two categories: first, those 
that are used to give a temporary 
bond; and, secondly, those that are 
used in the final assembly. In this 
latter class, the latest developments in 
cement are offering new methods of 
shoe construction whose ultimate pos- 
sibilities are as yet undetermined. By 
and large, cements are made either 
from rubber latex or from pyroxylin. 
Solvent rubber cements, except for cer- 
tain types of jobs, have now been 
largely replaced because of their fire 
and health hazards. 

Let us look at the cements in the 
first class. These are used to hold tem- 
porarily different parts of the shoe 
together during assembly before the 
shoe or the parts of the shoe are 
stitched. They must bond firmly with- 
out slipping during process; they do 





not need to give so strong a bond as 
cements used for permanent joining, 
yet they must be free from any mate- 
rials that might weaken, stain, or in 
any way damage the final shoe. 

Cements used in the final assembly 
are a comparatively recent develop- 
ment and are more complicated in 
formula, because of the rigorous de- 
mands placed upon them, since they 
have no stitching or nailing to aid them 
in holding the parts together. 

To illustrate a few of these newer 
types—there is the tongue backing 
cement used to give a permanent bond 
between the leather and the cotton 
lining of the tongue of welt shoes, 
doing away with the need for unsightly 
stitching that spoiled the appearance 
of the shoe. 

Another recent development is a 
cement that actually vulcanizes a fine, 
strong, high-grade cotton lining to the 
vamp so that the shoe can be perfo- 
rated to give clean holes with no 
possibility of the lining’s slipping or 
wrinkling as the shoe is worn. This 
has made possible the building of an 
extensively perforated Summer shoe 
free from fraying or filling up of the 
holes, yet with the cool comfort of a 
eotton lining next to the foot. Yet 
another new cement holds the quarter- 
lining, the quarter, and the counter to- 
gether as a single unit so that there 
can be no wrinkling of this portion 
when the shoe is worn. 

In certain types of construction the 





soles are attached to the uppers by 
pyroxylin, giving shoes free from 
stitching and of greater flexibility. A 
very recent development has been the 
growing use of vulcanizing latex 
cements as a method of sho@ construc- 
tion. They are being largely used in 
the manufacture of sandals and small 
child’s shoes, and are particularly at- 
tractive to the manufacturer because 
they require no expensive machinery. 
In fact, there are an almost infinite 
number of shoe cements, each designed 
to do the best possible job for a defi- 
nite type of work. 

It is interesting to note from this 
brief, high-light consideration of shoe- 
building that there is a definite growth 
of new materials in shoe construction. 
Gone are the days when a manufac- 
turer had to rely solely upon the va- 
garies of nature to produce only one 
material for shoe construction—a ma- 
terial that cloaked itself in the magic 
of one name regardless of the infinite 
variety of properties, qualities, or piece 
sizes under which it was offered. Today 
there is a new era in shoe-building 
materials founded on the ability to pro- 
duce products with uniform properties 
and designed for the jobs for which 
they are intended. The result is that, 
not only is it possible to build better 
shoes today than were built yesterday, 
but these shoes can be produced more 
economically, and higher quality con- 
struction and materials can be inco:po- 
rated in every price class. 
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ANNOUNCING 
ZAPON 


1 9 3 6 
SPRING LINE 


of Slipper and Sandal Materials 


Slippers and sandals in these new and smart 
Zapon materials will be on display by leading 
manufacturers at the Chicago & Boston shows. 


Zapon representatives will also be on hand, 
at both shows, to be of service to the trade. 


“The Standard of Quality Since 1884” 


ZAPON DIVISION 


ATLAS POWDER COMPANY 
Stamford, Conn. 


Ww 
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NISHANK 


AN OUTSTANDING ACCOMPLISHMENT 


This important new development in shank con- 
struction has been thoroughly tested and is en- 


dorsed by leading manufacturers and retailers 


A special circular on UNISHANK will be mailed on request 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 4 
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KIDSKIN IS BEST FOR STYLE 

KIDSKIN IS BEST FOR COMFORT 
KIDSKIN IS BEST FOR HEALTH 
KIDSKIN IS BEST FOR ALL OCCASIONS 
KIDSKIN IS BEST FOR ALL SEASONS 











THE BEST AND MOST FAMOUS KIDSKIN IN THE WORLD IS 


VICT kid 


made only 
by 


ROBERT H. FOERDERER 


INCORPORATED 


PHILADELPHIA, PA. 
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ANGAROO 
anveoinm AMERICA 


Unsurpassed for men’s Street and men’s 
Dress Shoes! Kangaroo is 17% stronger, 
weight for weight, than any other leather. 
It is as soft and pliable as fine kid. It 
won’t scuff easily. The grades of Kangaroo 
used in street and dress shoes have a tight, 
even grain that takes a high, lustrous 
polish. Kangaroo means real satisfaction 
for the customer, and real profits for the 
manufacturer and retailer. 
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SURPASS LEATHER Co. PHILADELPHIA 
RICHARD YOUNG CO. sew vox 
ZIEGEL-EISMAN CO. ososrox 
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L. M. OAKLEY 
Gen. Sales Mer. 
TRENTON, N. J. 


E. ERICSON H. G. ANDERTON 
768 N. Water St. 30 South St. 
MILWAUKEE, WISC. BOSTON, MASS. 


PERSONAL (im 
Sceond Nat Bank Bld. A T T E N T I O N , R. H. PHILLIPS — 


Second Nat’l Bank Bld. 258 Broadway 
CINCINNATI, O. NEW YORK CITY 


always at your disposal. Our salesmen are interested in your prob- 
lems after the sale is made as well as before, and are ready to give 
you any help that their experience can suggest. At the ESSEX plant, 
as well as on the road, we have an intimate knowledge of the service 
needs of the Shoe Manufacturer and a sincere desire to meet those 


needs. 


A COMPLETE LINE 


makes it easy for you to fill your requirements. Heels—Soles— 
Soling —any color —any shape—any style—we have it or can 
make it to your individual specifications. Ask us! 








We Will 


QUALITY a 


is inherent in every ESSEX product. The best of raw HOTEL 
STATLER 


to obtain unvarying results of the highest grade—and — 


that priceless ingredient, the integrity of the maker, Jan. 12, 13, 14 
assure you of QUALITY that is no idle boast. eit 


materials—men whose experience has taught them how 
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NAP 





CREPE 





GRISTLE 
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P 


FLOATING GUM 





QUALITY 


L = A D E R S Hi I P is gained and held by producing mer. 


chandise that meets the most exacting require- 


DU-FLEX SOLES ments. For years DU-FLEX soles have met all tests 
ON DISPLAY 

AT PALMER HOUSE 

Room 963W soles that will be exceptionally popular for the com- 


IN 


CHICAGO ing season.. Look for the name DU-FLEX—it's the 
* mark of Supreme Quality. 





for service and style.. We present four types of 














AVON SOLE COMPANY, Avon, Mass. 


Exclusive Makers of DU-FLEX PRODUCTS 
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White glazed kid opera Town Shoe—Step-in model 
with open shank and pink of white charmooz kid with 
pleated bow in white kid saddle and Colonial buckle 
—for formal wear. of white lizard. 


A sports shoe of white 
buckid with tip, saddle 
and heel of chaudron kid 
No. 21. 


t oak Yack pairs 


white shoes 7 every CUSTOINCD 


White Shoes and a White Coat constitute the foundation for a 
summer wardrobe. They have always been desirable, now they 
are essential. 


White Shoes for Town wear, Sports and Formal wear may be 
fashioned in glazed kid or sueded surface to be style-right. ‘“‘Shoes 
for the Occasion”’ are provided by the simple method of selling 
two pairs of white shoes at the same time—one pair in white kid 
—one in Buckid or White Charmooz—with heel heights for the 
occasion. 


Amalgamated White Glazed Kid No. 81, White Charmooz No. 
981, and White Buckid No. 982 are tanned to meet the tests of 
wear and style requirements and uphold the prestige associated 
with the Amalgamated trade-mark. 
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Meet Us at... 
National Shoe Fair 


JANUARY 6-7-8-9 


EAR AFTER YEAR, dealers have 

found it well worth their time to 
visit the Dr. Scholl Exhibit... . This 
year even greater interest than usual 
will be centered upon it. 


Since the last convention, Dr. Scholl 
has developed and perfected a num- 
ber of new Appliances and Remedies 
which are receiving a very hearty re- 
ception from the trade. Naturally, you 
will want to see and hear about these 
new profit-producing items. 


When you have learned of our far- 
reaching advertising and sales pro- 
motion plans for 1936—the greatest 
in the history of the company—you 
certainly will return home filled with 
a new enthusiasm and determination 
to make Dr. Scholl's Foot Comfort 
Service a bigger, better and more 
profitable feature of your business. 


DON’T FAIL TO DROP AROUND AND SEE US 


BOOTH No. 9 


AT ENTRANCE TO MEETING HALL 


Palmer House 
Chicago, Illinois 











Let Us Show You 


THE BOOK 
OF FACTS 


which 
comprehensively out- 
lines how you can cap- 
italize on the opportu- 
nities 1936 offers you! 











THE SCHOLL MFG. CO., Inc. 


Makers of Dr. Scholl’s FOOT COMFORT 
Appliances and Remedies 


213 West Schiller St., Chicago 


62 West 14th Street, NEW YORK 
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ACCESSORIES in the shoe store are really an evolu- 
tion from the limited variety of items, including dress- 
ings, laces, shoe trees, etc., that used to be found at 
the findings counter. Up to a few years ago, the 
average shoe store carried a small stock of such 
articles, chiefly as a service to the customer. Sales were 
small and few stores gave much effort to promotion. 
With the advance in retail merchandising practices that 
has taken place in the past few years, however, it has 
become increasingly apparent to many shoe store pro- 
prietors and managers that these extra items offered 
an opportunity for business which could be developed 
to sizable proportions. So findings became accessories, 
a term which is more readily understood by the general 
public and lends itself more easily to promotion. And 
the old findings counter blossomed forth as a first-rate 
department in the modern shoe store. 

One of the disadvantages under which every retail 
shoe merchant is obliged to operate arises from the fact 
that his is an exceedingly specialized line of business. 
Primarily he sells shoes, and everything else that he 
sells is subordinated to this main specialty of his busi- 
ness, both in his own mind and in the minds of his 
customers. All of which is a very good thing in many 
ways but not so good from the standpoint that it tends 
to narrow down the shoe store’s prospective customers 
to those actually in the market for shoes and also 


Findings 


Store 
Equipment 


Interior: Gibson Incorporated, in 
Hollywood, an outstanding achieve- 
ment in modern shoe store design 


and decoration. 


curtails the possibilities for multiple sales to these shoe 
customers. 

While such limitations undoubtedly exist and make 
it more difficult for shoe stores to increase sales outside 
of their own specialized line of merchandise, neverthe- 
less they are by no means insurmountable obstacles. 
Resourceful retailers have found that it is possible to 
develop extra business on many accessory items, some 
of which are closely related to the shoe business and 
others of which, less closely related, are still logical 
lines for shoe store selling. 

Most important of all of the accessory items now 
sold in the shoe store, in point of volume and general 
importance, comes hosiery. The shoe store that doesn’t 
sell hosiery today is the exception, and in most stores 
it is sold, not merely as a convenience and service to 
the customer, but as an item from which the merchant 
expects to realize a substantial profit. In this he is 
usually successful, assuming that he and the others of 
his organization devote a reasonable amount of selling 
effort and promotion to the hosiery branch of the 
business. 

Since fashions in hosiery are so intimately and logi- 
cally related to prevailing styles in shoes, the shoe 
store is a natural place in which to make hosiery pur- 
chases and shrewd shoe merchants are constantly en- 
deavoring to educate their customers to an apprecia- 
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A group of the season's new designs in handbags. 


tion of this fact. The shoe salesman who has sold a 
woman a pair of shoes for a certain occasion or a cer- 
tain purpose is in an excellent strategic position to 
suggest to his customer the sort of hosiery she should 
have for wear with these particular shoes, or at least 
to draw the customer’s attention in a tactful way to 
the subject. Different stores handle this matter of 
suggestive selling in different ways. In some cases 
hosiery appropriate for the shoes is brought to the 
woman as she is seated; in other stores she is escorted 
to the hosiery counter and there the sale is made by 
a salesperson who specializes in stockings and pre- 
sumably knows all there is to know about them. 

In one store with which we are acquainted a neat 
hosiery container has been designed and in it an assort- 
ment of styles and colors is brought to the shoe cus- 
tomer as she is seated in the store. The precise method 
of operation is not so important, so long as the shoe 
store makes the most of its opportunity to close the 
hosiery sale at this psychological moment when the 
shoe sale has just been concluded and the customer is 
obviously in the most receptive mood to buy hosiery. 

In the men’s shoe store display plays an extremely 
important role in hosiery selling. This applies both 
to window displays and displays within the store. The 
latter should be in a prominent position where the man 
who comes in to buy shoes is sure to see the socks on 
display. Since few men ever really have enough socks, 
they are usually open to suggestion, either oral, on the 
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part of the salesman, or the mental suggestion that 
comes from an attractive display. In the latter case 
the aim should be to show a wide variety of colors and 
patterns, likely to appeal to men of all tastes. Shoe 
stores that have made a really careful study of this 
matter of suggestive selling of hosiery to men have in 
many instances been able to develop a volume of busi- 
ness that seemed almost incredible. But it is a prime 
essential to know the sort of merchandise which the 
store’s clientele will wish to buy and to have at all 
limes a good assortment of colors and patterns, together 
with a complete range of sizes. 


Extra sales possibilities 


Sales and profit possibilities on the different shoe 
store accessory items vary considerably, as do the pos- 
sibilities for their promotion. Arch supports, appli- 
ances and the various remedial items of this general 
character, for example, offer possibilities that can be 
developed to very profitable proportions in the store 
that emphasizes fit and comfort in its shoe selling. 
Manufacturers have devoted careful thought and plan- 
ning to the promotion of these items and provide a 
great abundance of promotional material for use in 
windows, counter displays and otherwise. Moreover, 
the number and variety of these remedies and appli- 
ances have been increased to. an astonishing degree. 
The shoe store that sets about to build a profitable 
business in such foot comforts will find an abundance 
of material to work with. 

Shoe trees have long been recognized as accessory 
items with real sales possibilities for stores that really 
try to sell them. While the number of customers who 
actually come in and ask for shoe trees may be small, 
it is relatively easy to interest the shoe customer through 
suggestive selling, and the great majority of shoe tree 
sales are made in this way. The salesman should em- 
phasize the fact that shoe trees are a good investment 
because they help to keep shoes in better condition, 
improve their appearance and prolong their life. 

Polish, dressings, brushes, etc., are small items on 
which a very excellent business can nevertheless be 
built if they are promoted intelligently and displayed 
and merchandised in an effective way. Readers are re- 
ferred to the Nov. 16 issue of Boot AND SHOE REcorD- 
ER, which devoted a special section to these various 
accessory items and suggestions for their promotion. 

Handbags constitute a class of shoe store accessories 
that is becoming increasingly important and winning 
more and more recognition. As leather goods, hand- 
bags properly and logically belong in the shoe store, 
side by side with shoes, while the fact that fashions of 
today decree a direct relationship between shoes and 
handbags as costume accents makes them all the more 
suitable for shoe store sales promotion. 
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shoe fitting—when you use the er 


DE LUXE 
MODEL 

















For Shoe Manufacturers— 


ae ee . * ' The Shoe Factory X-Ray Inspector has 
. and it is the only positive way of checking your own or your competitors o hems see for ledian touks or Gaus 


H ; 1 and defects in leather, or misplaced 
fitting service. It lends an eye to the sale and an ear to the comments! It makes cuske dine @ Wale iow of sete 


the sale a decision, not an argument; for you can see the fit, and your customer poop coi bes aan Ne peschered 
can see the fitting all around the tissue of the feet. It aids greatly in bringing 


customers back, not to return shoes but to buy shoes fitted the X-Ray way. 


Above we show the front and back view of our new DeLuxe Model, priced at 
$750 A.C.; or $800 for D.C.; on easy terms. It harmonizes with the new modern 


types of store interiors. 


On Display—Palmer House and Morrison Hotel 
National Shoe Fair —January 6 to 9, Chicago 


X-Ray Shoe Fitter cabinets are now used by hundreds of leading stores and 
departments. They are available in a range of models priced from $500 to 
$750 A.C.; $50 additional for D.C.; on easy terms. Since shoe fitting has become 
a profession, the store using the X-Ray Fitter has a competitive advantage. No 
technical knowledge is required to operate it, and it is absolutely shock and ray 


proof. It really brings your store up-to-date! 





Incorporated 


3535 North Palmer, 
Mitwaukee, Wisconsin 
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Could passers-by resist the appeal of shoes in a setting 


like this? Put real sales punch into your displays; let us 
help you work out an individual, original and modern 


ADLER-JONES 


background. 

Whether in wood, metal or 
glass, our complete organization 
of craftsmen will work out our 

















artists’ conception of how your windows should look. 
Visit us at the National Shoe Show, room 943. We will 
be pleased to show you drawings of our recent work. 
If you are not on our mailing list, 
let us know. We want to send 
you our seasonal catalogs of 
decoratives. 





DISPLAY DESIGNERS 
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Store Lighting 


664 BRIGHTLY lighted window acts as a magnet to 
the retail shoe store,” says Maurice I. Solomon, dis- 
play promotion manager of Adler Shoes, New York. 
“Inadequately and poorly-lighted windows are as detri- 
mental to the store as a business without organization.” 
Enlarging on this phase, he agreed that good lighting 
is more imperative than any single item in display, 
for “light will draw people from the passing throngs, 
from across the street. Good lighting inspires confidence 
in the merchandise, in the store. The dim window makes 
you suspicious of the merchant.” 

Mr. Solomon insists that the display reflects the per- 
sonality of the owner, of the store .. . if this is so, 
wouldn’t you say a bright window reflects a “bright” 
proprietor and a “bright” business? The depressing 
reaction to the eyes from straining them leaves an 
unfavorable impression of the merchandise. Have you 
ever noticed a person pressing his nose against the 
glass of your window in an effort to see? This doesn’t 
always happen on frosty days—but frequently is caused 
by inadequate window illumination. 

If the window is dim, equipped with obsolete re- 
flectors, has glare and street reflections in the glass, the 
passerby is not tempted to stop and see “what’s what.” 
In other words, the lighting must be good, must be 
adequate in order to sell—whether it’s expensive or in- 


expensive items. The display and shoes may be ex- 
pensive, but they are only successful if the lighting is 
perfectly controlled and concentrated on the merchan- 
dise—not in the eyes of the customer. 

You can’t get good lighting results from antique 
equipment . . . remember the window of years ago with 
its dust-catching, homely lantern hanging down in the 
middle, producing a yellow, glary light that was most 
painful to look at? Could you get away with such a 
fixture today? Certainly not . . . show window lighting 
is planned to conceal the equipment, to put light on 
the merchandise—not in the eye of the potential cus- 
tomer. Silver mirrored reflectors are designed to con- 
centrate the light on the lower third of the window— 
the “attraction zone,” so-called because it’s the part of 
the window first seen (unconsciously) out of the corner 
of the eye when a person passes your store. Light on 
the “attraction zone” sells more shoes, and sells shoes 
faster. There are reflectors designed for shallow and 
deep windows, all to put the most light on the most 
important part of the display. 

“Many purchases,” said Mr. Adler, “are made after 
closing hours by passersby being able to admire the 
merchandise displayed . . . this eye admiration creates 
a desire to own and a sale results. I have personally 
heard of many cases where a customer remarked that, 
‘I saw a certain style in your window one night last 
week.’ He did not see that item in the window when 
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Are Standard Display 
Equipment in the 
Modern Shoe Store 


Whatever the type of shoe you are display- 
ing...from a swagger oxford to a de- 
lectable evening sandal... Fairy Forms 





will make it look smarter, richer, more 
irresistible! 

Fairy Forms sell shoes by presenting them 
at their best, with design and style attrac- 
tively displayed. That’s visual salesman- 
ship, and it gets results! 

Fairy Forms are indispensable for today’s 
merchandising. Order the types you re- 
quire from our catalog. 


Te ae Boost Hosiery 
PROTECTED BY AMERICAN wnat Kuo soneicn patents S a les, Too 


Effective display on Fairy Forms will make your 
hosiery department a busier place. Here is the finest 
way to display color, texture and smart appearance. 
Fairy Forms are lifelike and show hosiery as it will 
actually look in use. Fairy Forms for hosiery belong 


in every well equipped shoe store. 


There are types of Fairy Forms for every purpose. 
Send for our illustrated booklet which describes them 


all, and ask for our suggested displays. 


On display at the Na- SHOE FORM CO., Inc. * At the Boston Show, 
tional Shoe Fair in January 12-15, 1936, 
Booth No. 1 and Sample AUBUR N, N. Y. on display at the Hotel 
Room 798, Palmer House, iianilaaidai Minit Statler in Booth No. 1 
Chicago, III. . and Sample Room 421. 
United Last Co., Ltd., Montreal, Canada 


Northampton Frankfort 
England Paris Germany 
Melbourne, Australia France Mexico City, Mexico 
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INTRODUCING— 


for the first time, an outstanding line 
of leather handbags, to be shown at 
the National Shoe Fair. 


WE INVITE YOU— 


to come up and see this complete 
display of $2.00, $3.00, and $5.00 
retailers. Just the bags you need 


to go with your shoe lines. 











ROOM 1014-W - - PALMER HOUSE 


S. MALOW; H. A. HANCOCK; J. SWERDLOW 
IN CHARGE 


CRYSTAL LEATHER GOODS, INC. 


Manufacturers of Smart Women’s Handbags 
320-322 WEST ADAMS STREET 
CHICAGO ILLINOIS 











You Are Cordially Invited to See 
the New 





GUARANTEED 


HAND BAGS 


on display at the 
National Shoe Fair 


Room 1043 
PALMER HOUSE 
CHICAGO 


Copex bags are made in 
all leather grains of a new 
long-wearing material that 
makes it possible to guar- 
antee every bag to give 
entire satisfaction. This 
offers a new and powerful 
selling appeal that means 
increased sales. 


To retail at 


$1.95 


Styled for the retail 
shoe trade. 


MORRIS, MANN & REILLY, INC. 


320 WEST ADAMS ST. CHICAGO, ILLINOIS 






































he came in to buy, as the window had been dressed 
since . . . the sale was completed from his description 
of what he had seen in the show window the previous 
week,” 

Bright lighting helps customers to make a quick, 
definite decision. Light at night pays profits—it is a 
silent salesman that is tireless, consistent, effective, 
economical. Traffic that is made up of potential buyers 
passes your store every minute—don’t let them for- 
get your store. 


Profits in handbags 
Hi AND BAGS for the Spring season are being styled 


to conform to the military trend in women’s fashions. 
This means that the majority of them will be decidedly 
tailored. Broad straps and big buckles are being very 
prominently displayed in the early line of Spring 
numbers, designed to harmonize with the increasing 
popularity of the broad-strap, large-buckle shoes. A 
great deal of emphasis is being placed on patent leather 
bags in the belief that patent leather is due for a 
strong comeback in the Spring style picture. 

The under-the-arm models are expected to continue 
as the most popular types of bags, although the over- 
the-arm type will be in much greater demand than it 
has been for some time. There is a decided feeling 
afnong hand bag manufacturers that the “Top Handle” 
over-the-arm type bag is starting on the road back to 





popularity, and although it won’t outsell the under- 
the-arm bags this season, it is felt that within the next 
year they will be the big sellers. 

Leathers featured in the Spring bag line-up are: 
Calf, patent and many types of grains. Early buying 
from the South also indicates that there will be a 
strong demand for suede buck bags in all the leading 
pastel shades, the most popular of which are burnt 
orange, canary and pink. Gabardine is also coming 
into its own very decidedly in the hana pag industry. 
All types of bags in white are going to be among the 
top notch sellers for the late Spring trade. 


Functions of the counter 


THE counter performs the important function of hold- 
ing the back part of the shoe in shape. For correct 
fitting and long wear, it should be moulded exactly to 
the Hines of the last. Counters are made from many 
grades of leather and fibre and the most dependable 
are those which are made from solid leather of good 
quality, or from the best grade of fibre in which hemp 
and flax are used. 

Leather counters might be graded under three classi- 
fications. The first is solid leather, moulded or flat; 
the second grade is moulded and dipped in a light solu- 
tion of glue, and the third or low quality leather, light 
or heavy, must be saturated with glue to give it the 
necessary firmness. 
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Specialties 


Rubber Footwear 
[CONTINUED FROM PAGE 218] 


that the retail merchant is not to be allowed to lack 
talking points. But how, you ask, are we going to 
interest people? 

One of the obvious methods, of course—so obvious 
that it will probably provoke a laugh—is to show 
them in your windows. If you do not have room in 
your windows for the display material which prac- 
tically all rubber footwear manufacturers send out 
with their merchandise, a suitable beginning can be 
made by a simply-worded card near the rubber or 
overshoe, or whatever it is—enumerating what the 
shoe is for, why it is desirable—-and what it costs. 

Department stores, as evidenced by the photographs 
reproduced in connection with this article, have gone 
to even greater lengths. They have put into execution 
plans for showing their higher-styled protective foot- 
wear in parts of the store where it is not even for sale. 

One of the photographs shows a fur-trimmed galosh 
in the store’s fur department—and the retail saleslady 
has an opportunity to point out how well the fur trim 
of the shoe harmonizes with the fur of the coat which 
the customer has just bought, or with the fur neck- 
piece. Another photograph shows a different all- 
fabric type in the coat department of the department 
store. Another photograph shows a shadow-box dis- 
play treatment with a background suggestive of the 
type of weather during which the merchandise would 
be the most useful. 


Displays within the store 


There is no reason why these ideas should not be 
adapted by the merchant running a family shoestore. 
It is true that he probably cannot display them with 
the garments sold in department stores but he can 
adopt for himself the principle of display—window— 
also interior. There are very few people today which 
cannot find room some place on the selling floor for a 
small table or two or three small tables on which 
to place timely merchandise bought from a rubber 
footwear manufacturer. These should be so located 
that they will be in full view of the customer when 
he or she is being fitted to a pair of leather shoes. 

Shadow boxes built into the walls of the store can 
be utilized for periodic displays of this merchandise. 
Big plaques of wall-board bearing samples of canvas 
footwear or rubbers or what-not can be introduced 
into the window—hung by cords from the ceiling or 
used as a background. A section of tennis net can be 
used for tennis shoes; or a basket-ball with a basket- 
ball shoe on it is not a difficult matter to arrange. A 
bit of glue on the bottom of the ball will prevent it 
from rolling around in the window; and the same 
amount of glue on the top of the ball will hold the 
shoe in position. 
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WHAT'S THIS?— 


a shoe retailer advertising 
in national magazines? 


Crosby Square dealers virtually sign all this 
advertising as their own, by displaying this 
two-color, glass-covered, portable neon sign. 


“ Oissby Square 


The Walter Booth Shoe Company long ago realized 
that their part of the job of selling shoes is to make 
men want them. The retailers’ part is to tell men 
where they may be purchased. 


EVERBRITE created an exclusive design in keep- 
ing with the Crosby Square trade mark. Imme- 
diate identification is accomplished. 


This sign is a dominant force. It is sturdily en- 
closed in glass, practically foolproof. Current con- 
sumption is unusually small. It may be easily 
adapted to any situation, any location. Dealers are 
glad to pay part of its low cost and use it faithfully 
because it brings immediate sales. Best of all, 
Everbrite’s national shipping service guarantees 
arrival at destination in perfect condition. 


MANUFACTURERS: Write for full details and 


practical costs 


‘prerbrity 


ELECTRIC Nae SIGNS.INC. 


EVERBRITE 


ELECTRIC SIGNS, INC. 


1434 N. 4th St., Milwaukee, Wis. 
635 W. Ransom St., Kalamazoo, Mich. 
620 Wyandotte St., Kansas City, Mo. 
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BEST 


LOOKING! 
FITTING! 
SELLING! 


The 
SMOOTHIE 
SPAT 


Protected by 
U. S. Pat. 
No. 2,021,189 


HE outstanding spat on the market 

for smartness and sales. Smoothie 
Spats are trimly tailored to fit shoe and 
ankle smoothly, without a _ wrinkle. 
Made from the finest materials and 
zipper fastened, easily and quickly put 
on and taken off. 


In colors to harmonize with every en- 


semble. Priced to retail profitably at 


$1.95 up. 


P. J. Spat Co. 


GLOVERSVILLE 
NEW YORK 
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SPRING BAGS CRAFTED BY MIRRO 


REFLECT QUALITY, STYLE, AND WORKMANSHIP 


The Mirro line of Spring bags to retail for $2.95 
is now complete and on display at our showroom. 


We cordially invite you to inspect our bag line 
consisting of highly styled merchandise, which ties 
in with the shoe trade; our line being created to 
go with distinctive footwear. 


MIRRO LEATHER GOODS CoO.., INC. 


SHOWROOM AND FACTORY 
402 S. Market St. Chicago, Illinois 


If interested in inspecting our line phone Wabash 7571, and 
we will arrange transportation for your convenience. 
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There is artificial snow for overshoes and galoshes; 
there is artificial grass for sport type shoes; there is 
even such a thing as an umbrella for use in emphasiz- 
ing rubbers. There are guns which can be borrowed 
from a fellow merchant for use in displaying hunting 
boots; and rods and reels from the same merchant 
for use in helping along the sale of fishing boots. 

But all of these ideas are of no avail unless we re- 
member what seems to us to be the all-important 
thing. Don’t handle cheap merchandise. By cheap is 
meant, for instance, the type of tennis shoe which came 
in from abroad a few years ago. Merchandise of this 
type does no one any good. It doesn’t last and the 
store which sells it not unnaturally gets a black eye. 
For a very few cents a pair more can be had domestic 
merchandise which is so far superior in quality that 
there is no comparison. 

Use the products of the rubber footwear manufac- 
turer to build good will for yourself. Let their quality 
make an impression and the chances are more than 
good that you will have created an association of 
ideas which will help the sale of your leather footwear. 


Canvas Footwear 
Again, in canvas footwear, both scientific improve- 
ments in the construction of the product, and the de- 
velopment of specialized numbers adapted to special 
athletic uses, together with the tremendous growth of 


interest in athletics throughout the length and breadth 
of the land, have vastly increased the profit possibili- 
ties in this field for the aggressive retail dealer. 

Well-made canvas shoes of good sole thickness, with 
free-breathing, sturdy tops, and made on a good last, 
need never be regarded as competitive to leather shoes. 
They are definitely an athletic and playground type of 
footwear that supplements leather footwear. They are 
are designed to go places and do things for which 
leather shoes are not suited, just as leather shoes in 
turn are at home in places where the canvas shoe 
would be entirely out of place. Realizing this, a mer- 
chant should study the possibilities of these shoes in 
his community and plan his canvas footwear selling 
accordingly. 

First of all is the broad fact that there are some 
26,000,000 school children, boys and girls, most of 
whom are obliged to wear canvas rubber-soled shoes 
in the gymnasium. This business exists—does not have 
to be developed. It goes, however, to the dealers who 
identify their stores as headquarters for gym shoe 
equipment. 

Starting in September, with school opening, busi- 
ness is done on gymnasium shoes right through the 
school year. 

Second, the growing interest of girls in athletics 
should be kept in mind. Never in the history of 

[TURN TO PAGE 272, PLEASE] 
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Good Thread Is Essential 


BEFORE discussing thread, let’s stop 
and think what happens when we put 
on a pair of shoes and step out. As 
the weight of the body is thrown on 
the ball of the foot, the sole is neces- 
sarily compressed to some extent, and 
there is a tendency to spread. There is 
also a pull exerted when the foot 
flexes. This is repeated thousands of 
times in the course of an average day 
—but there must be no give. Further- 
more, the sales of shoes are apt to get 
wet, to get cold, to get hot, to dry too 
suddenly or not quickly enough. 

All this is taken into consideration 
by the thread manufacturer. His high- 
grade product, therefore, must have a 
minimum of stretch and must be, as 
nearly as possible, immune to the rav- 
ages of weather and temperatures. It 
must resist pressure. 

Both linen and cotton are used— 
probably more linen on high-grade welt 
footwear than cotton, as linen has less 
elasticity than has cotton and is said 
to make a tighter seam which has great 
tensile strength. Braided cotton thread, 
on the other hand, is extensively used, 
and with satisfaction, in lockstitch sole 
sewing or attaching. The braiding proc- 
ess by which the thread is made im- 
parts considerably more strength than 
would be possessed by cotton thread 
of the old-fashioned kind. 

The prime requisite of thread used 
in stitching uppers is strength to with- 
stand the strain put on it while the 
shoe is being made and the strength 
necessary to enable it to withstand the 
wholly different kinds of strains to 
which it will be subjected during the 
life of the shoe. This, plus the ability 
not to deteriorate during the shoe’s 
life, is the job of whatever type of 
thread may be selected by the manu- 
facturer’s buyer. Many factories de- 
vise elaborate tests to which all thread 
must be subjected before it is turned 
over to the factory superintendent. 

In some parts of the shoe upper 
more stretch may be desirable than in 
other parts. In some parts there must 
be an almost 100 per cent resistance 
to stretch. These are taken care of 
by the types of thread now on the 
market, threads made to the specifica- 
tion of men who are just as familiar 
with shoemaking as they are with 
thread making and the variable quali- 
ties of the raw materials used in the 
manufacture of thread. 

Linen and cotton thread are used in 
volume, silk to some extent and a com- 
bination of cotton and silk. By weight 
they are graded as so many yards to 
the pound, and usually a knowledge of 
this weight, if the thread manufacturer 
Is reliable, is sufficient for the shoe- 
maker. He knows he is getting what 
he wants and that the quality will be 
as nearly uniform as it is possible for 
him to get. 

Silk is used in some high-priced lines 
to some extent because of its appear- 
ance and, to some extent also, because 


silk, size for size, is admittedly stronger 
than other materials. 


Soles and Heels 


PERHAPS no article which goes into 
the making of shoes has undergone a 
greater change than rubber or syn- 
thetic soles and heels. The tremend- 
ous development in sports shoes for 
men, women and children is, without 
doubt, the cause of development of 
style and color in rubber soling ma- 
terials. Most rubber companies are 
restyling their entire line so as to bring 
it squarely into the style picture for 
1936. 

Brilliant colors made_ possible 
through the use of aniline dyes are 
permitting the rubber soling of new 
Spring sport shoes to match exactly 
the shade of blue, green, maroon, wine, 
yellow and brown of the upper leather, 
used in making these most attractive 
shoes. Wine or brick red is by far the 
most popular color for Spring shoes 
in both men’s and women’s. While 
most of the soles are full length, some 
with Spring heels and others with reg- 
ular heels, there is a little tendency to 
use leather tips on the rubber soles so 
as to prevent chipping at the toe. 

So far there has been only a little 
use of colored rubber soles in the styl- 
ing of the children’s and boys’ shoes. 

Right at the present time there are 
more innovations being tried and tested 
by the rubber houses having to do with 
new rubber soling than in _ several 
years. It looks as though some of this 
new mid-soling and inner-soling ma- 
terials will give retailers added talking 
points. Another recent development 
which is now being tested by shoe man- 
ufacturers is a unique soling material 
made of rubber with an exceptionally 
high shredded leather content. Reports 
indicate this material most satisfac- 
tory in hard tests. 


To Erect Factory Addition 


MAYVILLE, Wis.—The federal gov- 
ernment has approved a grant for the 
erection of a third-story addition to 
the Mayville Shoe Corp. plant here 
at an approximate cost of $15,000, 
$10,000 of which must be raised by the 
city. The common council has already 
approved the project. 


Alexander Georg 


FonpD pu Lac, Wis.— Alexander 
Georg, 66, foreman in the experimental 
department of the Fred Rueping 
Leather Co., died Nov. 5 at his home in 
this city following a _ three-weeks’ 
illness. He had been connected with 
the leather firm for 40 years, and is 
survived by his wife, two daughters 
and eight sons. 





Page 269 


MAKE FRIENDS 
Sell Simplex Shoe Trees 





Your reward: Good Will 
INCREASED PROFITS 
RETAILS FOR 50 CENTS 


Men’s fits all sizes 

Ladies . . . Small 

for sizes up to 6 
Medium 

for sizes 64% up 


Self Adjusting. 


Write for 
Unique Sales Plan. 


SIMPLEX 
SHOE TREE 


COMPANY 


159 N. Michigan Avenue, Chicago, Illinois 





IDEAL SPATS 


Shoe Ornaments 


To satisfy your customers and secure 
good profits concentrate your buying 
from Manolis Manufacturing Com- 
pany. 

Spats, $5.40 to $15.50 per dozen 


pairs. Ornaments, $1.00 to $3.00 
per dozen pairs. 


Please Both Ms 


eA hey th Bh feds 





MANOLIS MFG. COMPANY 


4248 No. Crawford Avenue 








CHICAGO, ILLINOIS 
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No. 9449 
One of several styles. 


BE ALL SET 


to take care of the rapidly grow- 
ing demand for 


COLONIAL 
EFFECTS 


This buckle and tongue, with 
positive and adjustable fastening, 
can be supplied in 


SILVER OR GOLD FINISH 


With tongue of any leather or 
suede and in all colors. 


35c per pair. 
FRENCH BEADING & 
NOVELTY CO. 


607-615 S. HANCOCK ST. 
PHILADELPHIA, PA. 














GIVE THEM A TRIAL 


In two seconds, a woman may now trans- 
form an opera pump into a smart step-in 
or one-strap model! 

with 


WSIS 





One-piece, white, biack, 
brown, or biue leather, 
$2.40 the dozen pair. 




















Laced center, leather or 
suede combined with silver | 
er gold kid. $6.00 the 


dozen pair. | 
Patent applied for. 


Sa Val 


Inc. 


527 South Wells Street 


CHICAGO, ILLINOIS 
Phone Harrison 7874-7875 
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of C. J. Gayfer & Co., Mobile, Ala.; 
Edward C. Orr of Potter Shoe Com- 
pany, Cincinnati, Ohio; A. G. Clayton 
of Zion’s Cooperative Mercantile In- 
stitution, Salt Lake City, Utah; J. C. 
Fedler, Jr., of Boston Shoe Co., Louis- 
ville, Ky.; Albert Wachenheim, Jr., of 
Imperial Shoe Store, Inc., New Or- 
leans, La.; Marcus Rice of Famous 
Barr Co., St. Louis, Mo.; Harry Fon- 
tius of the Fontius Shoe Co., Denver, 
Colo.; Hary B. Teets of Denver Dry 
Goods Co., Denver, Colo.; David S. 
Hirschler of Hofheimer’s, Norfolk, 
Va.; Harold V. Volk of Volk Bros. 
Co., Dallas, Texas; L. F. Tuffly of 
Krupp & Tuffly, Inc., Houston, Tex.; 
J. H. Roberts of Stone Shoe Co., Cleve- 
land, Ohio; C. M. Stendal of Minne- 
apolis, Minn. 

I’d want to hear what Merrill A. 
Watson of the Tanners Council of 
America has to say about hides and 
leathers, and whether or not prices will 
rise high, and just what part supply 
and demand plays in hide skins and 
raw stock. 

During the afternoon I’d want to 
consult with Michael Murphy, sales 
and advertising manager of Krupp & 
Tuffly, Houston, Texas, who was such 
a splendid leader for merchandising 
thought at four former national con- 
ventions. He might show me how to 
promote sales planning and explain 
it in A. B. C. dollars and cents geared 
to the amount of money I could spend, 
in the hopes of getting results. 

And I’d listen to C. Benjamin Rush, 
sales and advertising manager of R. H. 
Fyfe & Co. of Detroit, who, they tell 
me, is a six-shooter when it comes to 
telling me how to increase the inter- 
est of salesmen in getting more shoes 
sold right. 

For diversion that night I’d surely 
attend the amateur show. I have al- 
ways felt there was a lot of talent 
in the shoe industry for showmanship 
and I’d enjoy a hearty laugh on some 
friend of mine doing his stuff. If they 
let me handle the gong, I will speed 
up the party—believe you me. 

A pretty busy day, but Wednesday 
lies ahead and I’d see some lines in 
the morning and then talk to the rep- 
resentative of the Federal Housing 
Administration on how to modernize 
a store on the plan financed by the 
F. H. A. It looks to me as though 
a merchant must modernize his equip- 
ment, his window and everything else, 
including air conditioning, if he is to 
get traffic in customers. 

For the noon-day lunch period, I’d 
be pretty keen to hear the story of 
men’s shoes—the coordination of men’s 
dress with the new things for men’s 
shoes have taken a new lease of life, 
and I want to hear at first hand the 
authorities who have something to do 


“What to Do” at the National Shoe Fair 


[CONTINUED FROM PAGE 116] 











with the styling and designing of men’s 
clothing for Spring and Summer. 

Well, I’d make a lot more visits dur- 
ing the day of lines on display, be all 
ready for the first National Shoe Fair 
banquet, it being a combination of the 
National Shoe Retailers Association 
and National Boot and Shoe Manu- 
facturers’ banquets of former years, 
for I’d like to see a national figure 
like Colonel Frank Knox tell them 
what’s to be done to make America 
a country of better living standards 
in 1936. 

There’s a three-day program ambi- 
tiously using up every minute in the 
hopes that better business and better 
profits will be possible in the year 
to come. 





Slipper Sales Show Big 
Increase 


BurFraLo, N. Y.—Holiday sales of 
footwear, especially slippers, were gen- 
erally reported to show an increase of 
approximately 15 per cent over 1934 
and many retailers indicated the vol- 
ume very closely approached the 1930 
or 1931 figures. There are a few in- 
stances, such as Sattler’s, Inc., in 
Broadway, where December sales 
reached the highest peak ever experi- 
enced. 

“Our holiday slipper volume is run- 
ning well ahead of any year since 
1931,” explained Floyd A. Page, shoe 
buyer for J. N. Adam & Co., whose 
departments for men, women and chil- 
dren have undergone an expansion of 
selling space this season. “One impor- 
tant feature of the business has been 
the sharp upturn in the average slipper 
sale, with the $2 lines attracting a 
larger percentage of the business than 
in many years.” 

Frank Miller, shoe merchandiser for 
the Wm. Hengerer Co., said there has 
been a steady, consistent increase in 
footwear sales volume throughout the 
Fall season and holiday sales were 
about 12 per cent larger than a year 
ago. 

Joseph L. Hudson, shoe merchandise 
manager for the J. L. Hudson Co., divi- 
sion of Adam, Meldrum & Anderson 
Co., said that shoe sales volume for the 
season is well ahead of any year since 
1982 and finds that an analysis of sales 
shows not only an increase in the av- 
erage sale, but also a gain in trans- 
actions with customers. 





B. A. Johans New Manager 


Mempuis, Tenn.—B. A. Johans is 
the new manager of Berland’s Shoe 
Store, 13 S. Main Street. He has been 
with the Berland organization four 
years and in the shoe retail trade 15 
years. He comes to Memphis from 
Duluth, Minn. 
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Eliminated Special Sales 


Fort COLLINS, CoLo. — Clearance 
sales may be all right for the “big 
town” shoe store but for the smaller 
town they are invariably one big head- 
ache. Good stock has to go with clear- 
ance stock; people learn to put off 
their buying till sale-time. 

How Roy Maxwell, proprietor of the 
Maxwell Shoe Co. avoided clearance 
sales may well help other shoe mer- 
chants similarly situated. 

About three years ago he divided 
his 90-foot deep store into virtually two 
shoe stores. The first 50 ft. (later 
changed to 60 ft.) continued to be 
handled along conventional lines for 
the sale of standard merchandise. Stock 
appeared along the walls in boxes, and 
there were the usual fitting chairs. 

At the back of this section of the 
stere was an archway 9 ft. high. The 
cross panel, 18 in. high, bore in large 
lettering the announcement, “Bargain 
Department.” The opening in this 
archway was 9 ft. wide, and right in 
the center of it, the cash register was 
established, serving both store No. 1 
(front), and store No. 2 (rear). To the 
front of this was a wrapping counter, 
serving both stores. 

Side panels of the archway, facing 
the front, had three small shelves, 9 by 
12 in., upon which to display shoes, 
and the panel bases, 20 in. off the floor, 
9% in. deep, and 3 ft. wide, could be 
used also for display, if desired. 

The physical equipment of store No. 
2 was radically changed from that of 
the front department. Here, all shoes 
were to be displayed on shelves ar- 
ranged at a 45 degree angle, with hori- 
zontal heel strips to hold shoes in place. 
Down each side of room there was a 
battery of five such shelves, above base 
sections used for box storage. Perpen- 
dicular pieces set the shelves off into 
sections 5 ft. each. Completing equip- 
ment of this bargain store were a glass 
display case for findings and a battery 
of fitting chairs. 

“When we put in a new two-depart- 
ment layout,” explained Roy Maxwell, 
“we introduced a system of continuous 
mark-downs, as stock requiring them 
appeared. Instead of leaving odds and 
ends on our shelves, with clean stock, 
to accumulate until a semi-annual 
“sale” should be held, we established 
the policy of moving these to the bar- 
gain department. 

“The shoes were taken from their 
boxes, and displayed upon the shelves. 
The sections were divided among three 
prices, $2.45, $1.95, and $1. The cur- 
rent items went first into the $2.45 sec- 
tion. 

“If unsold at the end of about six 
months, they were moved to the $1.95 
section, and after another approximate 
six months, to a $1 grouping. The re- 
lationship of this mark-down sale to 
our regular stock is shown with the 
explanation that our most popular 
men’s numbers are in the $5 to $7 
range, ladies in the $5 to $6 range. 


1935 


National Shoe Manufacturers 


Convention 
[CONTINUED FROM PAGE 72] 


various forms of industrial control 
legislation, and several bills now in 
committee and scheduled for consider- 
ation at the next session of Congress. 
The position of the National Boot and 
Shoe Manufacturers Association and 
its activities in opposition to such legis- 
lation is of interest to all shoe manu- 
facturers whether members of the 
Association or not. 

There will be no other speakers; but 
there will also be a few items of Asso- 
ciation business to be transacted, as 
this dinner meeting will take the place 
of the regular annual meeting of the 
Association; and all shoe manufac- 
turers, both non-members and mem- 
bers of the Association are invited to 
remain during the business meeting. 

There will be no charge for the din- 
ner; but only shoe manufacturers and 
members of their organizations are in- 
vited to attend, as the subjects to be 
discussed will deal particularly with 
the problems of the manufacturers. 
Registration will be required at the 
door and dinner tickets will be issued 
at the time of registration, and col- 
lected by the waiters during the dinner. 
It is expected that in view of the un- 
usual interest of all shoe manufac- 
turers in meeting today’s problems that 
a large number will be in attendance. 
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National Shoe Retailers 
Association Convention 
[CONTINUED FROM PAGE 73] 


izing interpretation that fascinates his 
audience, 

In addition to Dr. Craig on the pro- 
gram, an outstanding national author- 
ity will be Miss Marion Palmer, 
Fashion Editor of Harper’s Bazaar. 
Miss Palmer’s practical application of 
fashion and its relation to footwear 
sales planning is an inspiration to re- 
tailers whose promotion plans are de- 
veloped in coordination with the trends 
for Spring and Summer. The subject 
of her talk will be “Fashion Sales 
Training for selling extra pairs of 
shoes.” 

Merchants struggling to increase 
volume will find this address particu- 
larly beneficial in training sales people 
how to use fashion information for in- 
creasing sales in the average shoe 
store. 

All retailers are invited to attend. 
The two speakers will impart, in both 
of the subjects to be discussed, inform- 
ation necessary during 1936 to combat 
competition and meet legislative re- 
quirements under the provision of re- 
cently passed laws. 

From a standpoint of program ex- 
cellence, the coming N.S.R.A. conven- 
tion and the Shoe Fair promise the 
greatest treat ever offered to retail shoe 
merchants. 





SUPERIOR CLEANER FOR 
ALL WHITE SHOES 


CLEANS AND WATERPROOFS 


THE ARISTOCRAT 
eo); 

JOE CLEANERS 

FAST WHITE 


OR ALL WHITE SHOES 


FF 


DRIES RAPIDLY © WATERPROS FS 


KID - CANVAS - BUCK 


DOES NOT LAY THE NAP 


POSITIVELY 
NO RUB OFF 


DYER-JOHNSON, INC. 
619 E. VERMONT PLACE 
INDIANAPOLIS, INDIANA 
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lean. 
You Can Pay for it Quickly Out of 
Increased Profits 


Shoppers associate authentic styl- 
ing and quality merchandise with 
shops of modern appearance. 
Howell Chromsteel store seating 
increases the style value of the foot- 
wear you sell. 


Make yours the smart shop for 
footwear in your community, 
Modernize with Piowell Chromsteel. 
Its moderate cost will be repaid 
many times over with new profits 
from increased patronage. Ask for 
catalog and complete moderniza- 
tion details. 








— 





See the Howell Exhibit at the 
National Shoe Fair, Palmer House, 
Chicago, Jan. 6-9. 


B HOWELL 


ST. CHARLES, ILL. 


CHICAGO NEW YORK 
LOS ANGELES SAN FRANCISCO 


» shoe store shown 


MIAMI 













Specialties 


Rubber Footwear 
[CONTINUED FROM PAGE 268] 


America were girls so actively engaged in practically 
every form of sports as they are today; and the move- 
ment is definitely on the increase, well organized by 
school and health authorities. The alert dealer, realiz- 
ing this, will feature his girls’ canvas footwear and go 
after this enormous, growing market. 

Third, the growth of special sports, requiring 
specially adapted canvas footwear, should be recog- 
nized. For example, take softball. Probably most 
merchants have no idea of the prevalence of this game 
today and the fact that special softball canvas shoes 
have been developed to meet the specific requirements. 

There are today approximately two and a half mil- 
lion enthusiastic softball players in this country— 
more than sixty thousand organized teams and over a 
thousand lighted parks, built especially for softball! 
The game is enthusiastically played by men, women 
and children of all ages. It goes under the names of 
softball, kittenball, donkeyball and indoor. 

Basketball, too, while still a young game, is rapidly 
becoming a major sport in every college throughout 
the country, a condition foreshadowing its spread of 
popularity among the younger fellows in preparatory 
schools and outside commercial teams. 


For each one of these sports—softball, basketball, 
tennis, handball, squash, as well as for gymnasium 
and general hiking and all-round use—special canvas 
shoes exist with features adapting them particularly 
to their use—features providing, therefore, excellent 
talking points for prospects. Dealers too often stress 
their lowest price shoes, but many progressive ones 
through careful study of their opportunities have been 
most successful in merchandising higher grade num- 
bers which offer better value to the consumer and at 
the same time act as a general traffic builder for their 
leather footwear. 


Bright Colors in Welting 


Perhaps the latest development in the way of orna- 
mentation of welting and a renewal of style interests in 
this detail has been the development of bright colors. 
For the first time we now see blue, red and green well- 
ing with other colors possible. There is much talk o! 
blue for the coming season in both men’s and women’s 
sport shoes in solid and two-tone effects, and the use 
of blue welting is a most insistent feature of this color 
scheme. Shoes have been made with blue welting 
channeled leaving very smart plain flat grain surface 
without stitching or any ornamentation showing, the 
type being particularly attractive with a plain, soft toc 
white shoe with blue trim. 
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Shoe Vlews 


THIS WEEK IN THE SHOE 


SATURDAY, DECEMBER 21, 1935 


TRADE 


NATIONAL NEWS 





Big Holiday Trade in Shoes 


Stores Share in General Increase of Christmas Businesss in 
Metropolitan Area—Price Problem Less Acute 


New York—Shoe stores in and 
about the metropolitan area have been 
getting their share of the remarkable 
Christmas business experienced by all 
retail lines during the past fortnight. 
From present indications the holiday 
trade this year will top all records since 
1929, and some shoe stores expect their 
December business, in pairs at least, 
to surpass all previous totals for the 
month. 

Naturally much of the purely holi- 
day business in the shoe stores is on 
other lines than shoes, such as slippers, 
hosiery, arctics, Winter sports footwear 
and the various accessory items. How- 
ever, it all goes to swell the dollars 
and cents volume and to make Christ- 
mas business really mean something 
worthwhile in the shoe store. Evening 
slippers and formal footwear adding 
extra sales to the normal volume of 
the Winter season. 

Aside from the holiday business, the 
subject of greatest interest here at the 
moment is the price situation, and it 
is generally felt that the action of 
Thom McAn and some of the other 
chains in raising their prices will make 
it easier for the independent retailers 
to get the advances they know they 
must get if they are to operate profit- 
ably in 1986. The publicity resulting 
from the price increases of these vol- 
ume operators will, it is believed, do 
much to prepare the public mind, for 
higher retail shoe prices and convince 
customers of their reasonableness and 
necessity. 

Many retailers, wholesalers, manufac- 
turers and salesmen are making their 
plans to attend the National Shoe Fair 
in Chicago next month and to partici- 
pate in the conventions of the National 
Shoe Retailers’ Association, the Na- 
tional Boot and Shoe Manufacturers 
Association and the National Shoe 
Travelers Association, which are to be 
held during the Fair. Indications point 
to the biggest attendance of New 
Yorkers ever recorded at a_ trade 
gathering when these organizations get 
together in the Windy City to plan and 
prepare for next season’s business. 


Yoskin To Go With 
Famous-Barr 


PHILADELPHIA, Pa.—Maurice Yoskin, 
chairman of the Juvenile Styles Com- 
mittee and head of the children’s de- 
partment and the Market Street store 
of Geuting’s, in this city, will relinquish 
that connection by the end of the year 
in order to take up the duties of buyer 
for the women’s misses’ and children’s 
shoe department of the Famous Bar 
Department Store of St. Louis on the 
first of February next. 

This latter organization is an affiliate 
of the May Company—and the new 
connection will give Mr. Yoskin a wide 
scope for his abilities. 

His resignation from the Geuting 
organization was tendered and accepted 
with the greatest regret. His connec- 
tion with this great Philadelphia house 
began in 1913 when he became a stock 
boy. His advancement was steady. In 
1921 he was placed in charge of the 
children’s business and three years 





DATES TO REMEMBER 


National Shoe Travelers’ Association Con- 
vention, Palmer House, Chicago, 
Jan. 3, 4, 1936 


National Shoe Fair and Joint Convention, 
National Shoe Retailers Association 
and National Boot & Shoe Manufac- 
turers Association, Chicago, 


Jan. 6, 7, 8, 9, 1936 


Michigan Retail Shoe Dealers Association 
Convention, Detroit. Jan. 12, 13, 14, 1936 


Texas-Oklahoma Shoe Retailers Associa- 
tion Convention, Fort Worth, 
Jan. 20, 21, 22, 1936 


Indiana Shoe Buyers Week, Indianapolis, 
Jan, 26, 27, 28, 1936 


Northwestern Shoe Retailers Regional 
Association Convention, Hotel Radis- 
son, Minneapolis Feb. 2,3, 4, 1936 

Middle Atlantic Shoe Retailers Asse-ia- 
tion 22nd Annual Business Meeting and 
Exhibition, Hotel Adelphia, Philadelphia, 

Feb. 10, 11, 12, 1936 





later was taken into the firm. His 
interest in children’s shoes and the 
juvenile field has not been confined to 
the activities of his own business con- 
nection but has extended into the na- 
tional field. 

Mr. Yoskin has been chairman of 
the Juvenile Styles Committee of the 


MAURICE YOSKIN 


National Shoe Retailers Association, 
and his direction of the deliberations of 
the committee at the semi-annual style 
conferences have contributed in no 
small degree to the advancement in 
this branch of retail shoe merchandis- 
ing that has marked the past several 
years. 

In his new business association Mr. 
Yoskin succeeds Maurice Rice, who be- 
comes merchandise manager of Famous 
Bar. The two men have been close 
friends of many years standing and it 
was only because of this close personal 
friendship, and the insistence of Mr. 
Rice that he join him, that Mr. Yoskin 
accepted the post. The assurance of the 
close cooperation of the two divisions 
in this set-up, so essential and yet so 
generally unusual assures in advance 
its success. 

All of Mr. Yoskin’s friends, who 
have heard of the change, have for the 
past several days been deluging him 
with letters and telegrams of good 
wishes in which it may be taken for 
granted the many more who will read 
this, join. 
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Stresses Service to Customers 
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The newly redecorated men's shoe department of the May Store which is distinctly 
masculine in appearance and in which the sales, since its remodeling, have ex- 
ceeded all previous highs. 


Los ANGELES, CAL.—The men’s shoe 
department in the May Store has been 
redecorated recently, with the result 
that the section has a decidedly he-man 
appearance. Three lines of shoes are 
featured, Surety Six, Bion F. Reynolds 
and Dr. Locke. A panel on the wall 
directs attention to each line, and as 
these panels may be seen from nearly 
all over the first floor, the men’s shoe 
department can be easily located. 

An excellent sales record is being 
made in this section, with sales far in 
excess of all previous highs. This is 
due in a large part to the splendid 


supervision of the buyer, A. Bender. 
Mr. Bender runs his department like 
an individual men’s shop. He is con- 
stantly on the floor, meeting people 
and seeing that they are pleased. A 
possible secret of why men like to 
trade here is that Mr. Bender has one 
of the most contagious smiles of any 
men’s buyer on the Coast. An X-ray 
machine has been installed to better 
serve the trade, while concentrating 
on three lines of shoes and carrying a 
complete assortment of sizes at all 
times are a means of bringing back 
satisfied customers. 





Sells Storm Boots 
and Ski Shoes 


Fatt River, Mass.—Boys’ high 
storm boots in B widths are something 
new, being featured by Oscar Dube, 
manager of street floor shoe depart- 
ments at McWhirr’s, because he found 
that many boys needed this width. Of 
386 pairs ordered in August of the 
present year, only three pairs re- 
mained. Mr. Du’. found salesmen who 
could furnish these widths by means 
of a special order run through the fac- 
tory and many customers have com- 
mented upon them. 

Mr. Dube at present is featuring ski 
shoes with more success than he antici- 
pated. With the ever-increasing popu- 
larity of this Winter sport, it is logical 
to believe that sales of ski shoes and 
apparel will gradually increase. 





To Occupy New Showrooms 


Cuicaco—The Hecht Fixture Co., 
now located at 309 West Adams Street, 
owing to a decided improvement in its 
business, is taking space one door west 
of the present location, known as 313 
West Adams Street. 





The company expects to be establish- 
ed in modern showrooms at the new 
location about January 1. With their 
greatly augmented facilities they will 
be in better position than ever before 
to serve their clientele. 

In this beautiful new salesroom the 
Hecht Company will show a most com- 
plete line of window and interior dis- 
play equipment of all types and every- 
thing for the attractive display of mer- 
chandise in the window and interior. 

The Hecht Fixture Company was 
founded approximately fifty years ago 
by Messrs. Jacob Hecht and M. F. 
Hecht. M. F. Hecht having retired five 
years ago, the business is now owned 
and conducted by Jacob Hecht and C. J. 
Devere. 





Shoe Company Moves 


HAVERHILL, MAss.—The Proper Shoe 
Company is moving from its factory at 
40 Walnut Street, this city, to the Os- 
good Building in Methuen. The firm 
plans expansion in its new Methuen 
quarters. 

Samuel Birenbaum, president, and 
Louis Birenbaum, treasurer, are the 
officers of the company. 





Search for Perfect Feet 


DetroIT, MicH.—A public quest for 
Michigan girls with small and beau- 
tiful feet was launched recently by the 
Michigan Retail Shoe Dealers Asso- 
ciation, under the auspices of Nathan 
Hack, president of the Detroit Associa- 
tion. Faced with the problem of finding 
thirty good-looking models who can 
wear size 4-B shoes, Mr. Hack found 
resources within the industry itself 
inadequate. 

Mr. Hack met with difficulty in find- 
ing the required girls through private 
sources, and made an appeal through 
all Detroit newspapers, stating, “I have 
found a few women, but women with 
4-B feet are becoming as rare as the 
proverbial hen’s teeth.” 

Response was gratifying, and Mr. 
Hack filled his quota swiftly.  Inci- 
dentally, Mr. Hack gained local fame 
a year ago when he proposed a contest 
to find the most beautiful feet in 
Detroit. 





Trade Increase Favorable 


DeTRoIT, MicH.—Favorable reports 
on increase in trade, particularly in the 
men’s department, were reported this 
week by Harold Campbell, owner of 
Campbell’s Brown-Bilt Shoe Store at 
11322 East Jefferson Avenue. 

“Business generally has shown a big- 
ger increase in the past week than for 
many weeks past,” Mr. Campbell said. 
“The first real winter weather is 
partly responsible. Galosh business for 
women is particularly important, while 
rubbers for men and children have 
been selling well. 

“The women have not been buying 
shoes so well, but the men have more 
than made up for that—the reason is 
that they are going back to work, I 
believe. Work shoes hawe predomi- 
nated, and the high type of work shoe 
has increased fifty per cent above aver- 
age in sales. Heavy work oxfords are 
also selling better, and we find many 
men are wearing the dress type of shoe 
for working purposes today.” 





Give Newspapers to 
Hospital Patients 


KENOSHA, Wis.—Fifty-one local mer- 
chants, including four shoe retailers, 
are co-operating in placing the daily 
newspaper in the hands of more than 
cne hundred patients in Kenosha’s 
three hospitals every afternoon. 

Each newspaper carries a label indi- 
cating it is “for the patient in Room 
———, with the compliments of —, 
the merchant.” Each afternoon the 
patient receives a paper with the com- 
pliments of a different merchant, each 
name being rotated until the room has 
received a newspaper from each co- 
operating merchant. 

Shoe dealers participating in the 
good-will builder include the Austin 
Shoe Store, the Bleicher and Thomey 
Shoe Store, Clough’s Shoe Store and 
Cohn’s Shoe Store. 
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WILLIAM ISELIN & CO., INc. 


FOUNDED 1808 


357 FOURTH AVENUE 
NEW YORK 


—FACTORS— 


—for Manufacturers and Selling Agents of 
Shoes, Leather, Textiles, Paper and Other Products 


We release funds tied up in Accounts Receivable .... We cash 
sales at time of shipment .... We assume credit risks and 


collections .... 


Shoe manufacturers of the best standing find our service of 
great value in permitting them to give their full attention to 
manufacturing, styling, and selling. 


Inquiries are invited. 








Obituary 


Colonel John C. Seabury 


Newport, R. I.—Col. John C. Sea- 
bury, one of the oldest shoe men still en- 
gaged in business in Newport, died re- 
cently at the age of 87. Colonel Sea- 
bury had been incapacitated by poor 
health for some time but he still re- 
tained his position as president and 
treasurer of the T. M. Seabury Co., 
Inc., with which business he had been 
connected for 70 years. 

Upon leaving school Colonel Seabury 
became a clerk in the shoe store oper- 
ated by his father who was a State 
Senator from Newport. When the busi- 
ness was incorporated in 1893 as T. M. 
Seabury Co., Inc., he was elected vice- 
president and later succeeded his father 
as president of the company. 

Colonel Seabury is survived by his 
wife, two brothers, a half brother, two 
sons and three grandchildren. 


Henry Kay 


Detroit, MicH.—Henry Kay, a De- 
troit shoe merchant on Gratiot Avenue 
for thirty-five years, died November 
3 in his home at the age of 78. He 
was a native of Detroit, and lived here 
all his life. 

In addition to his former shoe store, 
he was a partner in the Detroit Leather 
Works, and also was formerly presi- 


dent of the Detroit Chair Manufactur- 
ing Company. He retired from active 
business contacts in 1925. He is sur- 
vived by his widow, Katherine, and six 
children. Burial took place in Mount 
Elliott Cemetery. 


Max Solomon 


WoRcESTER, Mass.— Max Solomon, 
for 30 years a wholesale shoe merchant 
here, died Dec. 10 at his home follow- 
ing an illness of about three months. 
Mr. Solomon was born in Russia, com- 
ing to Worcester in 1905 when he 
started the shoe business. 





Rubber Footwear 
Prices Maintained 


DeEtRoIT, MicH.—Detroit shoe stores 
have maintained prices on rubbers, ga- 
loshes, and similar Winter footwear 
with very little slashing of prices, a 
general survey of downtown stores in- 
dicates. While extensive advertising 
has been undertaken, it has been based 
upon quality and service, rather than 
upon price. In the case of the fur- 
trimmed boot, some price cuts did occur, 
but this has not so far been a big sell- 
ing factor with many stores. 

Seasonal clearance sales have also 
been delayed generally. Although no 
agreement was made, as was done last 
summer on the late Spring clearance 
sales, only one important shoe store 


seems to have started any clearance 
sale, due to exceptional circumstances. 


Shoe Co. Leases New Plant 


MARBoro, Mass.—The Jay Shoe Co., 
one of the three largest manufacturing 
groups in this city, will terminate its 
lease on the third and fourth floors of 
the Marlboro Industrial Trust Build- 
ing on Howe Street, on January 1, and 
will no longer manufacture shoes in 
this city. 

Jacob Izenstatt, owner of the com- 
pany, said that he has leased a large 
plant in Cambridge, making a higher- 
priced shoe than he is making in this 
city. He will continue to operate a fac- 
tory in Norway, Me. 

Mr. Izenstatt has been affiliated with 
the shoe industry in this city for seven 
years. and organized the Jay Shoe Co. 
in 1933. 


Acquires Interest in 
Foot Health Shops 


NASHVILLE, TENN. — Arthur A. 
Fields, for several years with shoe de- 
partments of Nashville stores, has an- 
nounced his association with the Nash- 
ville Foot Health Shop, 628-629 Bennie 
Dillon Bldg. He has acquired an in- 
terest in this shop. The firm is local 
dealer for the Dr. M. W. Locke health 
shoes. Mr. Fields altogether has spent 
fifteen years in the shoe salesmanship 
field. 
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Women's Shoes 


LUMBARD 


Modern Turn Shoes That Fit 
. bg WILL NOT GAP 
Ruby. Kia New “SHORTBACK” Lasts 
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LUMBARD SHOE CO 


i ei ei 


Bowling Shoes 
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BOWLING SHOES 


PRICE . 
Men’s Women’s Oxfords- 
$2.45 $2.35 5¢ less 
Combination Sole 
Right Foot 
Rubber Sole 
Rubber Heel 


e 
= Buckskin Sole 
te. a8 Rubber Heel 


BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts., Philadelphia 





Room 1020-W ... Palmer House 
January 6, 7, 8, 9, 1936 


No. 1006. Men’s Bowling 
Shoe, $1.80 plus 10% 
Fed. Tax. 


MIDWEST SLIPPER CO. 
512 S. Peoria Street, Chicago, Illinois 

















New Shoe Firm 


St. Louis.—Charles Spalsbury, for- 
mer vice-president of Johnson, Stephens 
& Shinkle Shoe Company, and Matthew 
A. Steis, former president of the Para- 
mount Shoe Company, have formed a 
new company, to be known as Spals- 
bury, Steis & Co., to operate a factory 
in Southeast Missouri. Application 
for charter has been sent to Jefferson 
City. Capitalization will be $75,000. 
No public offering will be made. 

It was said one of the localities under 
consideration is Fredericktown. The 
structure for the company would be 
erected by the community, and ulti- 
mately turned over to the company af- 
ter pay rolls have aggregated .$1,400,- 
000. The plant would have a capacity 
of 4000 pairs daily and employ about 
450 workers at capacity production. 

The company would specialize in welt 
shoes for young women. In the event 
the project at Fredericktown goes 
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On the Selling End 


News of the Travelers and Sales Activities 


N. J. Schorn & Co. Appoint 
New York Agent 


New York—Joseph S. Salomon, 15 
Spruce Street, New York City, has been 
appointed agent for N. J. Schorn and 
Company, of Detroit, and will have 
complete charge of the distribution of 
Schorn’s calf leathers in New York 
state. 


MILTON SALOMON 


Milton Salomon, associated for a 
number of years with his brother, 
Joseph S. Salomon, has recently re- 
turned from a trip to the Schorn tan- 
nery and will shortly start out on the 
road with a complete line of samples, 
together with some new creations. He 
and Nicholas J. Schorn, president of 
N. J. Schorn and Company, will be in 
attendance at the National Shoe Fair 
in Chicago, January 6, 7, 8 and 9. 


W. T. Mitchell Makes Change 


St. Louis—W. T. Mitchell, known to 
the trade down South as “Mitch,” has 


become selling representative for the 


Independent Shoe Company of St. 


Louis. 

He has been out with the line for 
the past few weeks and received very 
enthusiastic and che: ng responses. He 
covers his old territo:y, which has been 
and will be the states of Texas, Okla- 
homa, Louisiana and Arkansas. 

Mr. Mitchell is past president of the 
National Shoe Travelers Association 
and for many years has been secretary- 
treasurer of the Southwestern Shoe 
Travelers Association. He is one of the 
most popular and best-known salesmen 
in the Southern part of the United 
States. 


Travelers Reelect Officers 


Des Moines, Iowa — At a special 
meeting the Iowa National Shove Trav- 
elers’ Association reelected the follow- 
ing officers: O. R. Blechinger, presi- 
dent; Willard M. Griest, first vice-pres- 
ident; H. N. Gyldenvand, secretary- 
treasurer. 

The president appointed the follow- 
ing delegates to attend the Nationa! 
Shoe Travelers’ Convention to be held 
in Chicago, January 8 and 4: Carl 
P. Ortlund, Willard M. Griest, Harvey 
Dilley, O. R. Blechinger. 


To Attend Shoe iol 


NEw Yorx— 
Charles Waller, of 
Baltimore, _ well- 
known shoe sales- 
man, who in the 
course of his career 
has represented a 
number of leading 
manufacturing 
concerns and has 
chalked up some 
enviable records in 
selling the volume CHARLES WALLER 
trade, spent several 
days in New York recently. While here, 
Mr. Waller paid a welcome visit to the 
offices of BooT AND SHOE REcoRDER. He 
expects to attend the Shoe Fair in 
Chicago next month. 





through, the structure could be com- 
pleted and shoes in production by 
March 1. 


Advance Styles Shown 


MiAMI, Fta.—Advance styles in Flor- 
sheim shoes are being offered at 
Cowen’s Shoe Store. There is a stylish 
walking shoe for women known as the 
“Brogie,” which is a round-toed, flat, 
leather-heeled oxford. It is shown in 


rich colors of navy blue combined with 
chamois color, also in green, brown and 
other shades. The “Brogie” is made 
up in suede with a lacing design of 
contrasting colors and laces. 

Another model that may win favor 
is the “Orvette,” a slipper with a fat 
tongue meeting the high one-strap, and 
a transitional heel. 

These are the models which will be 
offered in northern cities some five 
months hence. 
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Do You Know How -- ? 


Do you know how to figure your GROSS PROFIT each month without a great deal of work? 

Do you know how to find your DOLLAR and PAIR TURNOVER? 

Do you know the CORRECT ENTRIES to make for your daily transactions? 

In figuring your INVENTORY, do you know how to ascertain the MARKET VALUE of your stock? 
What percentage do you charge off for FIXTURE DEPRECIATION each year? 

ANSWERS to the above questions and OTHER ACCOUNTING INFORMATION are to be found in 


the accounting manual entitled 


“Simple 
Accounting 
Help 
for the Busy 
Shoe 


Dealer’’ 


Pt tess sess sees eee 


Use the coupon below 
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BOOT 


Merchants’ Service Department, 


Gentlemen: 


Enclosed find $2.00. 


and SHOE RECORDER 


209 South State Street, Chicago, Illinois 


Please send me the manual entitled, 
ACCOUNTING HELP FOR THE BUSY SHOE DEALER.” 


Yours very truly, 


“SIMPLE 





New Baker Store Opened 


LINCOLN, NeB.—The formal opening 
of the Baker Shoe Store, 1123 O Street, 
was held November 23. This store is 
the 92nd in the Baker chain and com- 
mands an imposing position in the 
heart of the Lincoln retail section. 

Drew Parrish, formerly of Omaha, 
has been appointed manager of this 
store. Mr. Parrish started with the 
company as a salesman, but soon dis- 
tinguished himself by his ability in 
smart shoe styling and his ability to 
offer customers intelligent service in 
shoe selection that would render com- 
plete satisfaction. 

The new store is completely mod- 
ernistic. An expenditure of $12,000 
was made in remodeling the building. 
The interior is bright and airy with a 
most cheerful effect from the light 
colored walls, which are done in con- 
trasting pastel shades of aluminum, 
blue and cerise. Fixtures are of mod- 
ernistic design. A deep piled carpet, 
smartly designed linoleum, with a dis- 
tinctive store front of black vitrolite 
and cream colored Spanish marble 
make Baker’s one of the smartest ap- 
pearing stores in the city. 

Powerful, but diffused, illumination 
with a large skylight offers customers 
the opportunity of selection without eye 
strain. 

Customers were given an attractive 
overnight case with each purchase on 
Opening day. 


Price Correction 


Through an error, the price in the 
Rohn Shoe Manufacturing Company’s 
advertisement in Boot AND SHOE 
RECORDER, issue of December 7, show- 
ing a nurse’s comfort shoe, was given 
as $3.35. It should have been $3.60. 





TERCENTENARY OF 
SHOEMAKING 


Lynn, Mass.—Philip Kertland arrived in 
Lynn in 1635, and set up as a shoemaker, and 
so this is Lynn's tercentenary shoemaking 
year, but nothing special is being done 
about it. 

Kertland meant lack land, but the settle- 
ment at Lynn granted Philip Kertland several 
acres of land to encourage him in his shoe- 
making enterprise. The probate court records 
show that he made some money. 





Broad Straps for Spring 


Los ANGELES, CALIF.—In making his 
purchases for the initial Spring season, 
Ben Willens, buyer for The Eastern, 
Broadway at Ninth, has gone in for 
broad straps and more broad straps. 
Wider and more of them is his version 
of the strap demand. He has also step- 
ped out and brought out a large num- 
ber of two and three-strap models, 

In the matter of materials, Mr. Wil- 
lens has banked heavily on fabrics, 


especially gabardines, grabbing off this 
material in blue, brown, and grey. Kid 
leathers have second place with him 
for early Spring and in all colors. 

In sport models, he has introduced 
the new luggage leather. This leather 
in light tan with a ginger combination 
will also be on deck for Spring demand, 
with early January slated as the open- 
ing dates. 

Patent leather in all patterns, even 
in four-eyelet oxfords, are on the list 
of eligibles. 

Every shoe going out with low heels 
nowadays, says Mr. Willens, is fitted 
with the cuboidpad. This little addi- 
tion, he states, has been a big aid in 
selling shoes. During the Spring 
months, he believes, low heels will be 
in big demand, ranging in sport shoes 
from 10/8 to 14/8, and the little pad 
will be a convincing argument. 


H. A. Waterman 
Appointed Manager 


BROCKTON, Mass. — Howard A. 
Waterman, well known in the shoe in- 
dustry, has been appointed manager 
of the Thompson retail department at 
648 Summer Street, this city. Mr. 
Waterman has been associated with the 
shoe industry for 24 years. He suc- 
ceeds James Twohig, who died recently. 

The shoe department is connected 
with the Thompson Bros. Shoe Co., 
manufacturers of Thompson shoes. 
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RIDING 
BOOTS 


IN-STOCK 


For Men, Women and 
Children—-also 
Jodhpurs and Field 
Boots 








J. M. CONNELL 
SHOE CO. 


80. BRAINTREE 


MASS. Write for Catalog 








OUTSTANDING 


VALUE 
IN 
RIDING BOOTS AND 
ACCESSORIES 
The Hall m Imported and Domestie 
¢ Hallimar' 
Service quality and 
of Quality § jaiue are known the 
world over. Our line of riding boots 
and accessories is unequalled for a full 
money’s-worth of sound, built-in excel- 
lence. And they are the smartest styles 
und greatest values in America today. 
wore TODAY FOR OUR 
NEW CATALOG GD42 
@ IN-STOCK @ 
Ane - $4:25 UE UP 


THE ‘SERVICE 
LEGGING CO., Inc. 


(20 East {6th St. 
New York City 











Shoe Wardrobes Increase 


CLEVELAND, OHIO—Once _ again 
women are stocking a fairly elaborate 
footwear wardrobe according to reports 
from the retail front in Cleveland. 
Choked down on the number of pairs 
allotted her by depression budgets, she 
is now buying with a new enthusiasm 
born of increased family incomes. Al- 
though still price conscious, feminine 
patrons are showing a definite trend 
to quality in their winter demands. 

The one-pair male customers of the 
past few years is likewise stepping into 
the higher brackets. 


H. Wicks New Manager 


Los ANGELES, CALIF.—H. Wicks, who 
has been connected with The Florsheim 
Shoe Store at 708 S. Broadway, has 
gone to Bakersfield, Calif., to become 
manager of the Florsheim department 
in the Harry Coffee Men’s Store. Mr. 
Wicks came here from Seattle, where 
he had been connected fro some time 
with the Florsheim store at 307 Pike 
Street. 
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William J. DeWitt Heads 


Auburn Chamber 


AvusBuRN, N. Y.—William J. DeWitt, 
president of Shoe Form Co., Inc., has 
been elected president of the Auburn 
Chamber of Commerce. Mr. DeWitt 
took over his new duties December 4, 
when the chamber held its annual ban- 
quet at the Osborne Hotel. In respond- 


W. J. DeWITT 


ing to his introduction as president, he 
promised to devote his best efforts to 
the duties of the office and called on 
members and friends of the organiza- 
tion to support him in carrying on the 
work for the betterment of Auburn. 

Touching on the importance to the 
community of prosperous industries, 
Mr. DeWitt told his hearers that “six 
or seven factories operating in Auburn 
had placed more than four million dol- 
lars in circulation in this community 
during the past year.” 

Mr. DeWitt urged every group in the 
community, especially retailers and 
professional men, to take an active part 
in the work of the Chamber of Com- 
merce for the benefit of all residents of 
Auburn. 


Stoner's Store Improved 


Los ANGELES, CALIF.—Stoner’s Shoe 
Store at Broadway and Fourth Street, 
this city, has been completely redecor- 
ated on the interior. The walls and 
furnishings are now done in white and 
green. New rugs have been added and 
a large number of palms artistically 
placed have given a festive touch. All 
shoe boxes are now in green and black. 
The store is the largest in the chain 
owned and operated by the Alcovich 
Shoe Corporation. 

Louis Spewack, manager, reports a 
26 per cent gain over last year. 
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Sponsors Radio Foot Health Talks 


PROVIDENCE, R. I.—The retail shoe 
business of the Chas. T. Heilborn Co. 
is to undertake a marked expansion in 
the near future when it will move 
from its present location in the Wool- 
worth Bldg. to rooms 204-205-206, 
Floor space will be tripled and im- 
proved inasmuch as location is con- 
cerned. 

The firm sells Dr. Locke footwear 
and has created a marked success since 
it was formed several years to market 
these shoes. Chas. T. Heilborn is presi- 
dent, Frederick F. Fisher, vice-presi- 
dent, and Irving L. Woolf, secretary. 

The firm has recently opened a retail 
shoe business in the Park Bldg., Wor- 
cester, Mass., Irving L. Wolff being in 
charge of that business. 

On Nov. 4 the company launched a 
series of radio broadcasts over Station 
WPRO, the Cherry & Webb Broad- 
casting Co. Broadcasts are staged at 
10.15 A. M., featuring the Friendly 
Philosopher in the “Hour of Comfort.” 
In these talks, he discusses one angle 
of foot health or shoe fitting in each 
broadcast. For instance, one morn- 
ing he discussed bone displacement, 
generally caused by poorly fitted shoes, 
emphasizing the fact that such dis- 
placement causes pressure upon blood 
vessels and nerves. Another subject 
has been high heels. 

Thus the company features its 
knowledge of proper shoe fitting and 
foot health as a means of selling foot- 
wear. Little reference is made to the 
shoes they sell, this being left entirely 
to the advertising message and not 
mixed with the educational talk. 

The series follows a six-weeks series 
during which they broadcast over 
WJAR for a five-minute period during 
the evenings. The present series, run- 
ning mornings, will last about seven 
weeks, 

The firm is soon to add additional! 
shoe lines for both men and women, 
featuring the Dr. Locke shoe exclu- 
sively. Previously the men’s business 
has been very limited, and this will be 
broadened considerably. 


Shoe Store Taken Over by Chain 


NorTtH ADAMS, Mass.—The Royal 
Shoe & Rubber Company of Worcester 
has taken over the Self-Service Shoe 
Store on Eagle Street this city from I. 
A. Alperin of Worcester who has con- 
ducted it for the past 15 years. 

The new owners will continue under 
the same policy as Mr. Alperin. Jack 
Newman of Boston will manage the 
store. He has been with the Royal 
Shoe & Rubber Company 10 years and 
for the past two years was manager 
of its store at Woonsocket, R. I. Miss 
Alice Cleary and Thomas Cleary will 
remain as assistant manager and clerk, 
respectively. The business will be con- 
tinued under the name of the Self-Ser- 
vice Shoe Store. The Royal Shoe & 
Rubber Company operates six retail 
stores, a shoe factory and a wholesale 
house. 
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Children's Department Enlarged 


SAN FRANCISCO, CALIF.—The fourth 
floor of Sommer and Kaufmann’s store 
at 838 Market Street, San Francisco, 
has been remodeled to provide a larger 
and more modern shoe department for 
children and juniors. Designed on the 
principle of the balance of the store, 
the central portion of the floor is given 
over to the shoe department, sur- 
rounded by alcoves for general wear- 
ing apparel. 

The shoe section is squared by attrac- 
tive fabrikoid chairs of beige with 
black metal frames. In the center are 
two display cases for the showing of 
shoes. 

The Co-Ed Shop, with modern, at- 
tractively upholstered chairs, is at the 
front of the floor, separated from the 
junior section by the elevator discharg- 
ing space. Directly in front of the ele- 
vators is the Co-Ed sweater section, a 
good business getter, as everyone en- 
tering or leaving the floor is bound to 
see the displays. 

The junior shoe section is surrounded 
by alcoves divided into sections for 
hosiery, a hat bar, juniors’ wearing ap- 
parel, girls’ and boys’ wearing apparel, 
and a separate section for clothing for 
small children. 

The improved accessibility of all the 
merchandise has greatly improved sales 
in all lines. Hats are considered by 
the firm to be the ideal tie-in with 
shoes for juniors, and the new hat bar, 
with a real rail for young feet and 
mirrors for the delectation of the small 
girl, has tremendously increased the 
sale of hats to go with new shoes. 

The company has solved the problem 
of selling socks, formerly very unsatis- 
factory because of the salesman’s time 
involved, by arranging a large assort- 
ment, by sizes, on a table. Thus a 
mother may go to great pains about 
selecting a color or color combination 
without taking too much of the sales- 
man’s time. 

Sale of riding boots has been in- 
creased by display of a figure wearing 
a complete riding outfit, boots, breeches, 
polo shirt and belt, being featured at 
a special price. 


Most Progressive Store 


DETROIT, MicH.—Gene’s Boot Shop, 
operated by Eugene Roth at 7715 West 
Vernor Highway, has a_ reputation 
among shoemen as about the most pro- 
gressive neighborhood store in town, 
particularly in corrective fitting. Mr. 
Roth is now emphasizing this work in 
the store itself with a neon sign about 
ten inches high with the simple legend, 
“X-Ray.” Placed on the center of the 
rear wall, it is the one most prominent 
feature in the store. Beneath it is the 
large X-ray machine itself, in which 
the customer stands facing the store 
as in a pulpit. The layout is very 
well planned to emphasize this special 
fitting treatment as of prime impor- 
tance in the store policy, and presents 
a very impressive appearance of pro- 
fessional service. 
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New Norfolk Store 


NorRFOLK, VA.—Norfolk’s newest shoe 
store was opened several weeks ago by 
Pollock’s, Inc., of Asheville, N. C. The 
new store is located at 310 Granby 
Street, in the heart of downtown Nor- 
folk. This is the latest unit to be 
opened by Pollock’s. Similar stores 
have just been opened in Spartanburg 
and Columbia, S. C. 

The front is of red and cream porce- 
lain and the sign bearing the name Pol- 
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Up-to-date new shoe store opened recently 
by Pollock's, Inc., at 310 Granby Street, in 
the heart of downtown Norfolk, Va. L. W. 
Holmes is manager of the store and R. E. Sax 
is assistant manager. L. H. Pollock is president 
of the group of stores bearing his name and 
located in a number of southern cities, with 
headquarters in Asheville, N. C. 


lock’s is made of brass and copper 
raised letters. The interior is done in 
bird’s-eye maple with carpet and inlaid 
linoleum floor covering. Semi-indirect 
lighting has been used to emphasize the 
restful atmosphere of the interior. 


Sponsors Radio Broadcast 


BuFFALo, N. Y.—The Kleinhans 
Company, one of the largest men’s and 
boys’ shoe retailers in the city, is on 
the air for a 10-minute period four 
times a week between 10:05 and 10:15 
o’clock in the morning to broadcast 
shoe style and merchandise informa- 
tion. Carmen Ogden, The Kleinhans 
Company’s_ style reporter, discusses 
footwear styles for all occasions from 
heavy active outdoor winter sports- 
wear types to formal dress shoes and 
also advises parents on the proper type 
of footwear for growing children. 

“While it is difficult to trace actual 
sales results from these radio pro- 
grams, nevertheless, we feel that the 
investment is paying dividends because 
there has been a very sharp upturn in 
sales volume with increased demand 
for better footwear in the higher priced 
ranges,” explained Rolf J. Schutz, ad- 
vertising manager for the store. “Then, 
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Men's Shoes 
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“HIGHEST GRAD 


EAST WEYMOUTH. MASS. 
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Dancing Shoes and Taps 





BUY A NATIONALLY KNOWN 
BRAND 


We carry everything in dancing shoes, 
also a complete line of bowling shoes. 


Write for price list 
ROVICK THEATRICAL SHOE CO. 
Manufacturers 


325 W. Madison St. Chicago, II. 

















too, some customers say they have lis- 
tened to these four-times-a-week broad- 
casts and ask for specific styles which 
have been described.” 

In addition to this morning style 
news broadcast, the company sponsors 
all of the major athletic events over 
different local radio stations as a good 
will offering to listeners. These in- 
clude baseball games in summer, foot- 
ball games in the fall, boxing matches, 
hockey games, etc. 


Shoe Plant Closed 


KEENE, N. H.—The Daly Brothers 
Shoe Company plant has closed for in- 
ventory. The concern has been operat- 
ing full time for the past few years. 


Shoe Man, Air Commuter, 
Forced Down 


HAVERHILL, MaAss.—Benjamin E. 
Cole, Jr., the “commuting shoe manu- 
facturer,” piloting his three-seater 
plane from Norway, Me., to his home 
in North Andover, was forced down 
November 23 on Landman’s Field, 
Plaistow, N. H., because of motor 
trouble. 

Mr. Cole, a former resident of this 
city and at one time engaged in the 
shoe business here, was uninjured and 
made a safe landing except that he 
ground-looped and damaged one wing 
when the plane struck an apple tree. 

Mr. Cole now operates a shoe com- 
pany in Norway, Me., and flies daily 
from his home in North Andover to 
Norway and return. 
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Children's Footwear 
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MRS. y-wrraiiag IDEAL BABY SHOES 
; Infants’ Soft Soles.. 0-3 
Intermediates ...... 1-5 
Flexible Hard Soles. 2-6 


Send for In-Stock 
Catalog 


MRS. DAY’S IDEAL BABY 
Locust St. 








Danvers, Mass. 
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Women's Stouts 
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“Lady Esther” 


Approved Fashioned Fitters 


Slenderize the stout feminine foot 
with ‘‘Lady Esther’’ shoes. Designed 
in up-to-the-minute styles and con- 
structed with special built-in features 
to insure perfect fit, comfort, and 
support. 

Lockstitch McKays and Welts, in- 
stock, that can = profitably retailed 
at $4. 00 and $5. 

For further details “address 


H. BRANDT & SONS 
Since 1881 


307 West Monroe Street 
CHICAGO ILLINOIS 
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Arch Supports 


ll ac ec hl i eee ei elie die di ell 


DOUBLE Your $$$ on 
The ECONOMY ARCH 


For details write 


ECONOMY ARCH 


Box 943, North Attleboro, Mass. 
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Women's Shoes 
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FLEX-EASE 
PUMPS 


IN STOCK 
Black Crepe, Patent, 
Kiddo Calf....$1.90 
Brown Kid..... 2.00 
Blue Kid ..... 2.00 
White Kid .... 2.00 
AAAA-C, 2% to 9 

( ‘7-0 days 

4%—30 days 


FREDERICK SHOE CO. 
DERRY, N. H. 








New Leed's Branch Opened 


StockTon, Calif—A new, modern 
shoe store has been opened at 415 East 
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Research in Footwear Fashion 


The Great Need in 1936 Is Authenticity 
of Design 

By Charles Conaway, Studio Adolph, N. Y. 

It is paradoxical that the shoe man- 
ufacturer must work much further 
ahead than any other fashion creator, 
and yet must follow in the mode of 
trends in clothes that may throw his 
shoes completely out of line for months 
after he has completed his collection. 
True, he has the “lead” in color. 
Thanks to the intense research made 
by the leather and fabric stylists, and 
thanks too to their intelligent coopera- 
tion with stylists in allied fields, the 
shoe manufacturer can dictate the 
colors. Within the past two or three 
years they have made most stride in 
coordinating all accessories. More and 
more we see the same fabrics, leathers 
and colors being worked out in shoes, 
handbags, gloves, hats, belts and even 
less rugged accessories like blouses and 
neckwear. However, there must be a 
closer working basis between shoe de- 
signers and the creators of ready-to- 
wear and millinery. 

You never heard of any line in shoes 
that changed the silhouette in clothes. 
but within the past few years, hats 
have revolutionized many a trend. The 
first indication of the present military 
mode was evidenced in _ millinery. 
Dresses, coats, suits followed the cue 
and, last but far from least, shoes fell 
into step. 

It is important that the shoe designer 
know what the hat creator is planning 
at the very inception of a new idea, and 
so be able to change his footlines to 
coordinate with her headlines. If the 
trend in ready-to-wear should display 
a complete change in silhouette, the 
shoe designer must know it at the 
time the change is being conceived in 
the dress designer’s brain, and not 
after the merchandise has been shipped 
to the retailer. 

What the stylist has accomplished 
for the tanner as regards color and 
texture should be duplicated by what 
the stylist can do for the manufacturer, 
as regards fashion influence and form 
in footwear. The designer knows form 
and beauty in application to his shells, 
but he requires the added information 
and authentic guidance of what is 
going on in other creative fields of 
fashion. 


Main Street here by the Leed’s chain 
of shoe stores. The new establishment 
opened with 11,000 pairs-of shoes in 
stock and with a hosiery department 
and handbag department. The store 
is for women exclusively. Full page 
newspaper ads announced the opening 
under the direction of J. M. Arenson, 
Pacific Coast general manager. 

Dyson Jackson is manager of the 
store, and Keith K. Kepley is resident 
district manager. Miss Ethel Finn, 
who came here from the company’s 
Sacramento store, is manager and 
buyer for the hosiery department, and 
Miss Julia Batts is manager of the 
handbag department. 
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Shoe Lace Institute Active 


PROVIDENCE, R. I.—The shoe lace 
industry maintains in this city the 
office of the Shoe Lace and Braid In- 
stitute, National Association for Shoe 
Lace Manufacturers. 

Organized in July, 1932, the Insti- 
tute now comprises twenty-three manu- 
facturers throughout the nation, repre- 
senting over 95 per cent of the shoe 
lace industry. In 1934 Institute mem- 
bers produced and sold over 3,000,000 
gross pairs of shoe laces, 2,000,000 
gross pairs in bulk form direct to shoe 
manufacturers and 1,000,000 gross 
pairs in paired form for replacement 
purposes. With such complete repre- 
sentation, the Institute has broadened 
its scope as a clearing house for indus- 
try information and has established 
itself as the authority for consolidated 
statistical information concerning the 
shoe lace industry. 

During the last three years, under 
the leadership of an executive com- 
mittee of eight member manufacturers, 
headed by John R. Dennis of the Inter- 
national Braid Company, the Institute 
brought about standardization of sev- 
eral terms and trade practices. Out- 
standing among these, from the point 
of view of beneficial: effect for both 
manufacturer and consumer was the 
standardization of shoe lace lengths. 

Now that the Institute has consoli- 
dated its position as the trade organi- 
zation for the shoe lace industry, it 
plans to broaden its activities. In- 
cluded among these will be the effort 
to demonstrate to the shoe manufac- 
turing industry the merchandising pos- 
sibilities in using better quality and 
wider variety of shoe laces, and an 
educational campaign designed to 
assist the shoe retailer and all other 
retail distributors of paired laces in 
the more aggressive display and mer- 
chandising of paired shoe laces. 

The Institute held its last annual 
meeting in June, 1935, at which time 
the following member manufacturers 
were elected to office: President, Rich- 
ard Ward, Shoe Lace Company, Law- 
rence, Mass.; vice-president, Miles H. 
Ray, United Lace and Braid Manufac- 
turing Co., Cranston, R. I.; treasurer, 
John G. Brown, Glencairn Manufac- 
turing Co., Pawtucket, R. I.; secretary, 
L. Kenyon Loomis, who directs the 
Institute activities from the Provi- 
dence office. 


Open New Branch 


Mr1aMI, Fita.—Nankin Shoe Stores, 
Inc., 166 East Flagler Street, is open- 
ing another store in the Community 
Theater building on Lincoln Road, the 
exclusive shopping district of Miami 
Beach. It is to be operated under the 
name Franklin Shoe Salon and will 
carry only the finest of footwear for 
men and:women. It will be the exclu- 
sive agency for J. & T. Cousins shoes 
for women and Stetson lines for both 
men and women. M. M. Nankin is at 
the head of the Nankin Shoes, Inc. 
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Chicago knows of it. 


to whom life spells whirl and twirl. 
Your mood is here . 


high place of quiet! 
THE 


CHICAGO 


ROOM WITH BATH 





* , , P Ms 7 q 
AND THE Cass/ 
One of the sights of Chicago, if you stop to watch them! 
Business men with steamship pasters, European, Asia and 


Africa stickers on hard-worn luggage! They know of The 
Stevens, greatest hotel in the world... perhaps better than 


Debutantes Dainty! The Dinner Crowd and the Top Hatters, 


- + flashing in the dining room, 
banquet hall, or with white turned-back sleepy bed in a 


STEVENS 


WORLD'S LARGEST HOTEL 


FROM 


2.50 








"PHILADELPHIA’S MODERN 





e Expressing the ultimate in modern 
appointments and guest comfort. 


1200 OUTSIDE ROOMS 
1200 MODERN BATHS 
RATES BEGIN AT $3.50 


BENJAMIN FRANKLIN 
HOTEL 
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SAMUEL EARLEY 
PHILADELPHIA ° Managing Director 














= LARGEST UNIT IN UNITED HOTELS 








Boyish Pumps Popular 


Los ANGELES, CAL.—M. F. Mashburn, 
buyer for the popular price shoe de- 
partment in Gude’s, is finding a keen 
demand for his “Boy Friend” pattern, a 
pump with a distinctively masculine 
touch intended especially for college 
and latter high school age girls. The 
wide flat bow at the throat and the low 
heel are as characteristic as are the 
round toe and short vamp. It is a popu- 
lar number in gray suede, blue suede, 
and in blue, brown and black calf. Inci- 
dentally it has gone over big in patent 
but only in black. 

Another number more than paying 
its way right now is locally manufac- 
tured, has a slashed vamp with a mass 
of interlacing leather stippings tunnel- 
ing basket weave fashion. This is go- 
ing well in black, brown, green and du- 
bonnet. 

Beginning Dec. 1, which date Mr. 
Mashburn regards as definitely ‘“mid- 
season,” he expects to reach volume 
figures on square toe numbers some- 
what similar to those described above. 
The heels are low on these, ranging 
from 11-8 to 16-8, with the lowest pre- 
dominating, and the most popular ma- 
terials are fully expected to be alligator 
and lizard, materials of about the right 
weight for rainy season in southern 
California. Blue and gray are fully 
expected to be the most popular colors, 
but red, green and brown are already 





TO BE MARRIED IN SHOES 
MADE IN 1417 


Worcester, Mass.—Shoes made in Chatham, 
England, in 1417 will be worn by Miss Geral- 
dine Stickney of this city when she is married 
on Christmas Day to Milton L. Fitch of Gran- 
ville, Ohio. The shoes are of green brocade 
with white leather piping, and were a gift 
from William Brewster, Mayflower passenger, 
to Sarah J. Willey, from whom Miss Stickney's 
father is descended. 





stocked. Dubonnet is left out of the 
picture. 

“We are going to hold right up on 
patent,” says Mr. Mashburn. “We also 
are not lying down on suedes but ex- 
pect them to hold up well, especially in 
gray and blue. The square toe has now 
caught the fancy in rather a big way.” 

For the early spring season Mr. 
Mashburn is spotting some coins on 
combinations in ooze, such as beige 
with brown, light gray with dark 
gray, etc. Light toned suedes, including 
even navy, ought also to be in demand 
for the early Spring in Los Angeles, 
he states, and patent, both all-over and 
as trim material, may very well be con- 
sidered for that period. Patents in 
color are not to be sneezed at by prog- 
nosticators for the early Spring 
months, 

Sportswear and more sportswear, al- 
ways in the ascendancy, will have a 
greater influence than ever in this sec- 


tion next Spring, Mr. Mashburn be- 
lieves. Real up-to-the-minute styling in 
the medium price department, with 
genuine reptile playing a big part, is 
expected to make his floor an active 
one during December and January. 


Becomes Sole Proprietor 


BrRooKLYN, N. Y.—The corporation 
known as Marty’s Booteries, Inc., has 
been dissolved as of Oct. 31. The busi- 
ness will be conducted in future by 
Marty Seneca, sole proprietor, who will 
liquidate the company and pay all 
liabilities as they become due. 


Issues Style Folder 


Rep WING, MINN.—The Red Wing 
Shoe Company has issued a style folder 
showing sixteen of their growing girls 
shoes in the popular price brackets. 
The folder is attractively printed in 
colors on glossed stock under the head- 
ing “A Few of the Miss Red Wing 
Shoes for 1936.” The shoes are all of 
the lower heel heights and are clearly 
and attractively presented in every de- 
tail. 


Shoe Store Incorporated 


Morristown, N. J.—WMills-Grayer, 
Inc., retail shoe dealer, has incorpo- 
rated here with a capitalization of 
$50,000. Frank Mills is president of 
the concern. 
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THE TICKET 
os 
JANUARY 


White patterned board. Mod- 
ernistic design in gold, light 
green, and blue. The price 
ticket is white, blue and gold, 
with adequate space for word- 
ing or stock number. 


\anv2"h 


SALE 


outstanding Values 


upstanding shoes- 





CARD HOLDERS 
Oval base—burnished gold— 


three-color trim. These modern- 
istic holders take any size card, 
and harmonize with the finest 
window display fixtures. 


Supplied with annual services. 
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Everyone Passing 
is a Possible Prospect 
SELL THEM 


[I vi 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 


women's hosiery, store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35c each 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 


tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—1!2 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 





Polly Clips 
Pouy Cu P for Price Tickets—Adjustable— 


for Price Tickets Tilt at any angle. 





Polly Shoe Helder 


To display arch, branded, and 
fibre-sole shoes. Always re- 
mains in upright position. 





Recorder Stock Record 
Tickets 
for shoe cartons. Cyclone clips 
Pou» SHOE included: 
OLDER, seseesse 
, 1000 


Pat. Pending 























When writing advertisers please mention Boot and Shoe Recorder 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 


12 dozen (printed or blank) 
6 w oe LL) ow 


SPECIAL: 


Combination of one gross Polly 
Clips and one vo Arrows, only 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN, supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS, with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. 
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SERVICE 


MONTHLY 


HOLDERS 


BLANK 
TICKETS 
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$5.00 


6 





4.00 


4 





J 
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per month. 


drawn on U. &. 


SSS ee STATE 


for 


deliv- 


. per year, payable 


month additional 





cash In advance, full year’s 
service, 5% discount. Checks 
from forelgn subscribers 
banke, or Include exchange. 
if for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
der, we agree to pay $1.00 
ered, and agree to return the 
eard holders. 


For thie service we will pay 
must be 
each month’s service 


per 


Do aacce 




















FOR 








MERCHANTS SERVICE DEPARTMENT 


BOOT € SHOE 
oc" Ley 


209 S:STATE ST: CHICAGO-ILL: 


pO > Wee id bh 2p Op ee | 
INCREASED BUSINESS 


Mail Couper Vor! 




















Check, with order, please, unless C.0.D. preferred 


Service 





“V"——Pale blue 
board, dark blue 
moon, and golden 
moon. 

“N’=—Same design 
—tan board— 
brown trees 
orange moon. 


Size: I'/2” x 234”—Prices on opposite page. 


Christmas 


designs, 
white background. 


\ 5 
& 











| 1545 








“M” Rust pennant, 
Goldenrod yellow 
stripes on cream 
background. 


“B”: Blue bar with 
orange sunburst on 
silver board. 

“A”: Same design 
white board— 
brown bar—orange 
sunburst. 


Please enter our order for the 
Recorder ‘‘Selling Messages,” 


beginning with JANUARY, 


continuing monthly for one 


for Card 


year, 


» consisting of 


. card holders (with 


the first month’s 


service), 


. Conde, ane ..5+-254 
blank tickets each month, 


per fifty, 


. IMPRINTED 


TICKETS, at 35¢ 


additional. 
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SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 





SALESMAN—with established following also 

general line experience, Men’s, Women’s, 
Children’s shoes for following territories: 
Western Ohio, North Eastern Illinois, South 
Eastern—North Eastern—also Northern Indiana. 
West Tennessee—Southern Michigan—North 
West Nebraska—North Eastern Nebraska—Cen- 
tral Louisiana—North West Pennsylvania—Cen- 
tral Kentucky—North East North Carolina. Onl 
successful men now working territories desired. 
Do not waste your time unless you have all 
necessary qualifications. Address E-514, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


EXPERIENCED shoe salesman with an estab- 
lished trade in Western Pennsylvania, to 
carry exclusively lines of women’s novelties, 
women’s sport type McKays and Welts for a 
New York Jobbing House. Give references, 
age. Address E-530, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 


EXPERIENCED, with following, to sell com- 

plete line of children’s shoes, $1 to $1.95 
retailers, in-stock, on a commission basis. Give 
full particulars and references in first letter. 
Address E-531, care Boot & Shoe Recorder, 1627 
Locust Street, St. Louis, Mo. 








SALESMEN Wanted to sell White Nurses 
Shoes with Flexible Soles to Department and 
Chain Stores on commission. Only 4 —° 
Morning Glory Slipper Co., Campello, ass 





WANTED: Salesmen to carry Line Infants’ 
Prewelts and Men’s Beach Sandals. Com- 
mission basis. The Kepner-Scott Shoe Co., 
Orwigsburg, Pa. 





MANUFACTURER with fifty years’ experi- 

ence wants _— salesmen %, a new 
t orthopedic arch support. rotected terri- 
a ly Write Hunter, 86 Ellicott St., Buffalo, 
m, &- 





SALESMEN, experienced for Brooklyn, Long 
Island, Westchester, Connecticut, Eastern 
Pennsylvania. Popular line infants’, children’s, 
misses’, growing girls’ shoes. Side line. Com- 
mission basis. References. Address E-532, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





GROWING GIRLS’, misses’ and child’s sport 

oxfords, straps, ag we McKays and 
Stitchdowns, stocked by an Eastern Wholesaler. 
May be carried as side line. Michigan, Illinois, 
Wisconsin, Ohio. Address E-536, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


BERNIE BIERMAN, famous football coach; 
Francis Ouimet and other nationally promi- 
nent sportsmen, building sales organization to 
market revolutionary formula for athlete’s foot, 
rspiring feet, etc. All territory open. Must 
ae established trade with reputable footwear, 
findings or hosiery concern to carry this side 
line. Commission. Retails at $1. State experi- 
ence, connection and territory. Bemor Corpo- 
ration, Hodgson Building, Minneapolis, Minn. 








SALESMEN—Now traveling. Quality line of 
hand-made work shoes, all heights, union 
stamp, 20 samples, excellent side line. Terri- 
tories being opened: Iowa, Illinois, Indiana, 
and Michigan. Liberal commission, but must 
finance self. State full details as to yourself in 
first letter. F & F Shoe Co., Chippewa Falls, 
is, 





WELL Known, trade-marked line, children’s 

shoes, stocked in Chicago, has openings in 
Indiana, Wisconsin and Minnesota. Excellent 
side line. Address E-539, care Boot & Shoe 
Recorder, 209 South State St., Chicago, Ill. 





HELP WANTED 


SUPERVISORS FOR RETAIL SHOE 

STORES — Thoroughly experienced retail 
shoe men with sufficient executive ability to 
supervise stores—not a swivel-chair job, but 
requires hard work plus brains and travel. 
Give full details in first letter—why you feel 
you can qualify. State salary willing to start. 
Address E-523, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








WANTED TO PURCHASE 


WISH TO PURCHASE complete shoe store. 
State all particulars in first letter. Address 
E-533, care Be:s+ & Shoe Recorder, 239 West 
39th Street, N- York, N. Y. 








FOR SALE 


THE only Shoe and Hosiery Store in Chicago 
Suburb. Population 4300. Owner retiring 
from business. Address E-534, care Boot & Shoe 
ol 239 West 39th Street, New York, 








POSITION WANTED 





BUYER AND MANAGER—Open for store or 

department in the New York district. Ex- 
perience covers operation of Fifth Avenue store 
and independent retail shop. Ability to get 
results, turnover and profit. Address E-537, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





LINE WANTED! 


Manufacturers, Attention! 


Experienced salesman, well and 
favorably known to the better 
retailers in Iowa, Wisconsin, 
Minnesota, North and South Da- 
kota, Nebraska, Kansas and 
Colorado. Best references from 
four large factories. Will be at 
Palmer House during convention. 


JACK CLARK 
Room 2205 Palmer House 
Chicago, Ill. 














WANTED—Line of growing girls’ welt sport 
shoes, $3 retailers, or a fast-moving line $3 and 
$4 women’s style shoes. For well-rated accounts 
_ in Ohio. In stock line preferred. Available at 
once. Address E-535, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


LINE WANTED—Experienced salesman, now 
covering Alabama, Florida, Georgia and 
South Carolina with non-conflicting line, is in- 
terested in securing a good line of men’s or 
women’s low-priced dress shoes, men’s work 
shoes or an outstanding line of popular-priced 
line of sandals and slippers for volume trade. 
Strict commission basis. Am selling best ac- 
counts in above territory. Address E-538, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 











New Factory Planned 


WessterR, Mass.—Contracts are to 
be awarded soon for the erection of an 
addition to the factory here for the 
Webster Shoe Corp. The new addition 
to provide additional floor space of 
10,800 feet, will be three stories in 
height. 





mum charge 75 cents. 


address should be counted. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
{<> Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Ge 


Minimum charge, $1.25. 
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"POSITION WANTED POSITION WANTED BUSINESS OPPORTUNITY 
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FESSION OF YOUR OWN and earn big 
YOUR and earn big 
COMPO SPECIALIST income in service fees. A new system of 
4 foot correction; readily learned by any 
, P 3 “ one at home in a few weeks. Easy terms 
Reliable manufacturer, who will appreciate services of first-class lasting room for training; openings everywhere with 
eo he fi d Cc Ss ‘ali “e* all the trade you can attend to. No capi- 
foreman, a man who has a fine record as a Compo Specialist and who can tal required aa foods to b uy; no agency 
i i i i ™ or soliciting. a she ress 
produce real results in getting out quality shoes, as well as keeping up produc Skane kata oh te te 
tion, should get in touch with the undersigned. Have had 20 years’ experience Boston, Mass. 
in making welts, Mckays and Compos. Now employed in New York District 
making women’s Compos. Will take charge from lasters to sole layers. Will go : 
anywhere. Previous employers will give first-class recommendations. Is thor- MERCHANTS’ NEEDS 


oughly familiar with factory operations in both the Eastern and Western factories. 


ADDRESS E-528, CARE BOOT & SHOE RECORDER THE DUNDE 
239 West 39th Street, New York, N. Y. SHOE RESHAPING MACHINE 


is a necessity to every retailer. 


Fveoten 28 oman. ere Pann 
pays for itself within a very short time. 
WANTED TO PURCHASE MERCHANTS’ NEEDS Eliminates gapping, slipping at heels, 

cost of rebinding and many other fitting 
evils. Endorsed by leading retailers 
throughout the country who wonder 


WE BUY @ how they ever got along without this 
Entire or Surplus Wholesale and Retail tn may 


Stocks. Also randed Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- reer “ 2 
ity, Arch Preserver, Queen Quality, Bos- ee 7 
tonians, Stetson, Red Cross, Nunn Bush, Etc. ; : 


IRVIN RUBIN - q 









































é 


“The House of Jobs” : Agai 
89 Reade St. Cor. Church a ae SENED Tete 
Phone Barclay 7-7887 New York City j@ Lead by Presenting Display 
Equipment in the Newest of 
Modern Designs at Prices You 


Will Find Most Agreeable. 








CASH FOR BRANDED SHOES 


A special folder, has 

Men’s, Women’s—Factory or Retail 
Wanted: Red Cross, Florsheim, Arch Preserver, been athe ared. Please ask 
Enna Jettick, etc., Nunn-Bush, Bos- us to mail you a copy 
tonian, Walk-Over, etc. 
BARIS SHOE COMPANY, Inc. = SEGALL & SONS 
79 READE STREET, NEW YORK OG & 923 Arch St., Philadelphia i 
Telephones WORTH 2-5180, 5181 a a 








Machine without hand iron 
Machine complete with hand iron... 


Buyers of Surplus Stocks | | W. H. Mount Manages senate ah 
ol reese Pye ong om New Store Ask for Descriptive Literature 
eeerers Say Senees DUNDE SHOE RESHAPING DEVICES, INC. 


KIRSCH-BLACHER CO., Inc. MILWAUKEE, WIs.—Walter H. Mount 
106 Duane St. New York | | heads the shoe department in the J. C. lh sietsineiociessebesttllidacsote state 


Phone WOrth 2-5377 and 5378 Penney Company’s new store, which 
opened in downtown Milwaukee, No- 

vember 21. The firm now operates four NO SHOE STORE 
Open Winter Salons stores in Milwaukee and 47 in Wis- | | CAN AFFORD TO BE WITHOUT 


consin. The new store is the most 


Miami Beacu, Fia.—Frank Brothers | modern building in Milwaukee as well Pp A R A és Oo N 


has opened its shoe salons at Miami| as the newest. 
Beach and Palm Beach for the winter Stretcher 


season, and are showing some ex- Made in U. 8. A. 
tremely clever sandal creations for re- H. A. Campbell Transferred 
sort wear. 





























PORTLAND, Me.—Howard A. Camp- 
bell, for several years manager of the 
New Shoe Shop Opened W. L. Douglas shoe store here, has 

been transferred to Lowell, Mass., as 

CoraL GABLES, FLA.—For the first time | manager of the Douglas store at 127 
in years Coral Gables has a new shoe] Merrimack Street. 
shop. This is the El Amable Shoppe, Mr. Campbell has been with the 
located next to the Post Office. Miss}W. L. Douglas organization for more 
Bettie Ruth Jones is the owner. A com-|than five years and was previously 
plete line of shoes for men, women and| associated with the Portland branch 
children will be offered. The color] of the U. S. Rubber Co. j 
scheme is czecha and light brown. lengthens—it eases bunions. 

Hosiery will also be carried in the It lasts a lifetime. 


new store. Install Air System Price complete including 3 lasts, vamp 
easer and bunion irons 


MiaMI, FLa.—To celebrate the second $15.00 
B. B. Peck New Manager arsine of its operation in Miami, F.O.B. Philadelphia, Pa. 
Bakers Shoe Store is installing a com- : 

Fonp pu Lac, Wis.—B. B. Peck, for-| plete air conditioning system. This will | | O'deT ‘Browsh your findings dealer. 
merly with retail shoe stores in Chi-| be the first of its kind in the Miami LAING, HARRAR & CHAMBERLIN, Inc. 
cago, has been named manager of the| area, no other shoe store being so Sens ACERS 
Bootery at 43 South Main Street, here.| equipped. enchant es fh 


Small, compact, bat a complete and 
perfect manipulator 


It stretches—it eases vamps — it 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 





WEAVCO DISPLAY FIXTURES 
AT WHOLESALE PRICES 


Write for new catalog 
illustrating show window 
display fixtures. Take ad- 
vantage of WEAVCO’S new 
urer to 
sales policy. Buy retail quan- 
tities and obtain jobbers dis- 
counts. Send for the catalog 
and jobber’s discount sheet 
of America’s outstanding 
display fixture manufacturer 





Write for new catalog 
and details 


Weavco International, Inc. 


214 Institute Place Chicago 





Get your copy of Fe | 
Dollars.”” An interesting an 
—oa folder that tells 


on = shoe men pow to attract 


FREE 


very des 
trade. Write SELVA & SONS. Ine., Dept. 
“B,’’ 1607 Broadway, N. Y. 








Takes Census to Know How to Buy 


Los ANGELES, CALIF.—G. C. Bice, 
buyer for the men’s shoe department 
in the J. W. Robinson Co. department 
store, a store catering to the better 
class of trade, in making his purchases 
for Spring selling, for the first time in 
five years has bought more brown shoes 
than black ones. 

Mr. Bice has likewise dropped all 
combinations of contrasting colors, 
such as white with brown and white 
with black. 

In his whites, Mr. Bice has bought 
all-over whites specializing on imported 
China bucks and has left out the bucko. 
In his browns, he has also bought all- 
over browns. He has bought quite 
heavily of brown India antelope. 

A new combination, not sharply con- 
trasting, is a dark slate gray buck with 
a black calf trim. This number goes 
remarkably well with diagonal weaves, 
basket weaves, and herringbone weaves 
in the imported suits for men, where 
gray predominates. 

“In determining what to buy for 
Spring,” says Mr. Bice, “I did not take 
the word of any individual, but began 
in August to take a census of four im- 
portant corners in Los Angeles. I 
checked each of these four corners 
three times—Aug. 15, Oct. 15 and Nov. 
15. The corners were: Seventh Street 
at Olive, where the Athletic Club is lo- 
cated and where men of considerable 
wealth may be seen; Ninth Street at 
Grand, which is an automobile center, 
where one may observe men on medium 
salaries and, in most cases, comfortable 
but not luxuriant walks of life; Sev- 
enth Street at Figuerora, near which 
intersection is the largest relief station 
in the city; and at Wilshire Boulevard 
and Hope Street, an intersection adja- 
cent to two high-class clubs. 

“IT found the same trends as to color 
of shoes in all four locations and the 
same proportions prevailed. That sur- 
prised me somewhat, as I looked for the 
men on the two more aristocratic cor- 





ners to set the pace and did not think 
the others could follow so exactly. 

“Aug. 15 on all corners I counted 
three pairs of black shoes for each pair 
of brown; Oct. 15, I counted two pairs 
of black shoes for each pair of brown; 
Nov. 15, I counted 1% pairs of black 
shoes for each pair of brown. 

“My conclusion naturally was that 
black during the Fall months was slip- 
ping, and brown was gaining. If that 
were true during the Fall months and 
in such a marked degree, it is more 
than likely that the trend will continue 
into the Spring. 

“That explains why I have bought 
more browns than I have blacks for 
the first time in five years. 

“As to volume, it has gained so 
rapidly during the last year that I 
have bought heavily for the Spring sea- 
son, and the unit price is upward.” 


Patent and British Brown 


Los ANGELES, CALIF.—A dash of pat- 
ent leather in dress shoes and a dash 
of British tan in sport shoes is a mid- 
season development, among others, 
here. 

I. Miller, Seventh Street at Grand, 
is presenting mid-season newness in 
square effects, patent leather. One 
outstanding number is a_high-heel 
model, square heel, the first of the kind 
in the shop. It is a pump with high 
throat and decorative bow to relieve the 
plainness of the vamp. A second num- 
ber is practically identical with this, 
save that the heel is low. Both have 
the tailored finish which smacks of 
neatness. 

Jesberg’s, 716 S. Broadway, show 
patent in different colors in a new ver- 
sion of the broad strap with open 
shank, high heel and general flattering 
make-up. 

Ben Willens, buyer for The Eastern, 
Broadway at Ninth, is showing a line 








The Shoe Doctor Shrinkers 


With our specially prepared fluids, 
shrink leather and fabric shoes with. 


out injury, 


After months of experimenting, we have 

perfected a Roller Type Device which is 
easy and simple to oper- 
ate and will shrink-out 
gapping and fullness 
around top of shoes, 
Saves sales and makes 
satisfied customers, 


The Original Shoe 
Doctor Shrinker iron 
combined with the new 
Roller Type Device 
makes a complete shoe 
shrinking set. Eliminate 
your shoe complaints by 


$195 50 ordering these at once. 
See them demonstrated at the National 
Shoe Fair in Chicago, Jan. 6-9. 
Curved iron now only 
Roller Type Device 
Complete Set 
(Fluids included in above prices) 
f.o.b. Indianapolis, Ind. 


E. C. SMELTZER CO. 


121 E. 51st Street, Indianapolis, ind. 











of all-over patent oxfords and T-strap 
sandals—six numbers, one oxford with 
four eyelets. Patent oxfords are tak- 
ing hold for the first time in a long 
time, Mr. Willens states. 

In the matter of British tan for 
sport shoes, mid-season showings at the 
I. Miller shops, both in Los Angeles and 
in Hollywood, include a comprehensive 
line of lively, lightweight spectator 
numbers. A broad strap with a high 
heel and a pump with a low heel, shown 
in both cases with matching bags, are 
leading among these British tan num- 
bers. 

Luggage tan numbers for college-age 
girls and for children have made their 
appearance in most leading Los An- 
geles shoe stores. Bullock’s Wilshire 
in the collegiate shop on the third floor 
is showing a luggage tan, bordering on 
the butterscotch shade, link stitched 
with white thread, the front being in 
suede matching the luggage leather. A 
high tongue and a wide throat strap 
give an extra touch of sturdiness to this 
number. 

The J. W. Robinson Co. shows mate- 
rial of similar appearance with lumber- 
jack eyelets. 

The May Co. has gone in strong for 
luggage leather for children’s shoes, 
the link stitch in coarse white thread 
being the distinguishing decorative 
mark. A three-eyelet tie with large 
brass eyelets and a one-eyelet tie with 
a protruding tongue are given the most. 
play. 
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Convincing the Customer 


Shoe merchant decides it is neces- 
sary to know the talking points 


66§POWN in our town,” observed a 
successful retailer who was discussing 
current conditions a few days ago, “I 
figured we had a real problem to solve 
in our store just as soon as the new 
Spring shoes were placed on sale, name- 
ly, how should we present our shoes 
so that the price asked would be justi- 
fied in the minds of our customers. 

“I know that to ask any man or 
woman to part with 35 to 75 cents more 
for the same shoes they bought last 
year will cause all sorts of resentment. 
Most people will say to themselves ‘I 
am not getting any more money than I 


did last year, so why should I pay more. 


for shoes?’ While local conditions have 
been getting better right along for the 
last couple of years around our section, 
people are still bucking up about pay- 
ing more for nearly everything they 
buy. 

“In selling shoes, particularly, I 
know the job of convincing customers 
that the shoes are worth the money is 
very important, in fact the very ex- 
istence of the store depends upon how 
well we convey this information to 
them. There are lots of ways of doing 
this, some are much better than others. 
I figured the best method is through 
developing a keen apreciation in the 
minds of my trade as to the true worth 
of the shoes we are selling. 

“Lots of us fellows selling shoes, 
especially those in the smaller com- 
munities do nut have much time to go 
into the details of rinding out for our- 
selves what is used in making shoes, 
other than the upper and sole leather 
and the more or less parts which are 
in full sight. I figured that the more 
the three of us here knew about the 
hidden parts of the shoes we sell, the 
better sales job we will be able to do 
in the eyes of our trade. 

“Selling shoes on the floor for many 
years has taught me the wisdom of 
selling the talking points of a shoe 
rather than building up a great story 
on the wonderful guaranteed perform- 
ance of the shoes under consideration. 
Do you know it is easier to sell a cus- 
tomer some new little tricky thing on 
the shoe, like a new kind of eyelet, a 
colored welt, a new last or pattern than 
to sell them the shoe as a whole. Not 
only that, but that kind of selling 
makes for considerably less complaints 
being registered. 

“Taking all these things into con- 
sideration, it did seem that several days 
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spent prowling around the permanent 
sample rooms in the Big City and in 
talking with anybody who could give 
me some real inside dope on these 
things which go to make up a shoe, 
would be time well spent. Then there 
was the opportunity of talking with 
some of the buyers in the city to find 
out what they have in mind as to the 
best way of treating the price advance 
situation. I just wanted to get all the 
information possible so as to be able 
to extract the necessary price advances 
as painless as possible. With these facts 
I feel we will be able to convince our 
customers that our shoes are worth the 
money.” 


Philadelphia Travelers Meeting 


PHILADELPHIA, Pa. — The annual 
meeting of the Philadelphia Shoe Trav- 
elers Association will be held on Jan. 4 
in the Rose Room of the Hotel Adelphia 
in this city and is called for 1 P. M. 
sharp. 

As usual the meeting will be preceded 
by a luncheon and an entertainment 
which is always very enjoyable. The 
present meeting is planned to be even 
more interesting than its predecessors, 
and will take the form of a New Year’s 
party. In addition to the entertainment 
program there will be a lucky number 
contest and an amature contest. The 
officers of the association and the enter- 
tainment committee headed by Charles 
A. Scanlon, its chairman, plan to make 
it one of the outstanding affairs of the 
organization. 

The Philadelphia association is both 
active and progressive and its business 
meeting, which will include election of 
officers, will concern itself with many 
matters of interest of its membership. 


Shoe Campaign for 
Welfare Shoes 


PITTSBURGH, Pa.—One of the great- 
est Christmas season shoe campaigns 
in the local retail history has been con- 
ducted by the Pittsburgh Sun-Tele- 
graph in cooperation with local shoe 
retailers. For weeks, the Sun-Tele- 
graph, a Hearst daily paper, devoted 
pages of publicity to the fact that hun- 
dreds of children in this county will 
go shoeless this Christmas if immediate 
attention is not given this matter. 
Thousands of dollars have been con- 
tributed to Sun-Tele Shoe Fund by in- 
dividuals and through sport events 
conducted by the paper. All of the 
cash has been spent in local stores for 
shoes for needy children. 











Tweedie Footwear Corp., Jefferson City, Mo. 
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Dens MID, Mee UOW. TOPE OF... cc ceciccccctcboccsececsesectdoveves ATerrrr rT errs 252 
I I NL, <6 0c. 0 a 9:6:6 0:0 4:0 w:0.0:0. 0:6 ecb 010-0 v0 ole6. orbieiere 60.8 ebielemereree ed 28, 2 
Skinner, William, & Sons, New York City ........ccsccccscccsccccecvcvcvcce ale acee er 25 
Surpass Leather Co., Philadelphia, Pa. .............ccccccececcccecece CRE eh oTe ae 248, 256 
eS SI UE EE OID 65.5 50. 0 .0:0.6.6:0:0:0-0 6.6 0,6'00:6.0,0'0 08:66:65 ed clblere ee be clec 256 
SI ag I, UROEUNE, MONED: 6 esos occeccccvcdeccoeseecenenes PPP OR ee ee PY 1335] 
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SHOE ACCESSORIES 
as Big RNS, TIS oo o-o.55 0.6.9. 0:6:05654.0:0.0:06.0.016.0. 06.6.6 06.00 0c nibsied ecb ceeds 271 
Economy Arch, No. Attleboro, Mass. .........ssseeeeees geeese sew ermine eed eaheeseeene 280 
French Beading & Novelty Co., Philadelphia, rr POVNET ETE eT Te Me awa eeles 7 
ee IS es CMI, TUR, 6. 0.6:5:056 0.0.0 6:05.00 010s Casocsccee eaeeteeeneeewas RGéue Ga eeaee 269 
Mirro Leather Goods Co., Inc., Chicago, Ill. ....... Werer er ere re S0keheoee oscecmee 
DEOUURE, DAME GE HUGEEEs BNG., ChcAGS, TH. 2... cc cccccccccccvcceccesoscetceecoce .266 
P. J. Spat Co., Gloversville, N. Y. ........... civ eweneeusoae -.-268 
Sa Val, Chicago, Ill. ............ Seer eee DHebwedpawsed 270 
i ca a ace a's died 6b. 6 0.0 Wale Seb Mw argh ae aan ee wk kwsn 260 
Simple X Shoe Tree Con, Chicago, Ill. .......ccccccccsccccccvcccces Soll Pat Fane eae 269 
eg EATEN, 6 5 in Suis 60 Sb 6.66.00 0 eresaes seers antes ecccccceces Perere 145 
SHOE STORE EQUIPMENT 
Adler-Jones Co., Chicago, Ill. ..........-eeeeeeees AP ee TOR TET Ce TEE TEER TOT 264 
Adrian X-Ray Shoe Fitter, Milwaukee, Wis. ............ cc ccc ccccccccccccccccccceccs 263 
Crystal Leather Goods, Inc., Chicago, Ill. ............... err LORE COO, 
Dunde Shoe Reshaping Devices, Ime., New York City ............cccccccccecccececs 285 
Everbrite Electric Signs, Imc., Milwaukee, Wis. .............cccccceccccceccceccees 267 
Hinde & Dauch Paper Co., Sandusky, 0. ......... Sgemeneie axe us Pede HOe Rewer ccc cmeee 
rr a oc ca eee chk ae hse es 46s aS SA OO eC eb CONES EONS e 6a Cae ood 7 
Laing, Harrar & Chamberlin, Philadelphia, Pa. .................45- vam eae nae soe see 
ee ae ly PEE, BU, co cccccvevcccescccecccccecsene 466660660 0b Sete Tre TT 
og RE rr ee ee ee ee ee 265 
Smeltzer, E. C., Co., Indianapolis, Ind. .....-...seseeeees eaccwery Geccvcccece $08 Gow eee 286 
Weaveco International, Inc., Chicago, Ill. .............. eneee weeeawies eT Teer ree 286 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
Compo Shoe Mach. Corp., Boston, Mass., and New York City ...........+065 sennes 9, 10, 11 
DuPone Viscoloid Co., New York City .......-..sccecccececeees rr eee See earciores 26 
Jenkins, Geo. O., Bridgewater, Mass. ........+00+ee00% $O05 $016 649.0660 CESS EI REDECSCEE® 101 
Littleway Process Co., Boston, Mass. .........2ccceeeccceceeces Re CE ee Oe OEP EIT 109 
Sterling Last Company, New York City ..... Pee Ee TR ee ee ee PPA Perec 233 
United Last Company, Boston, Mass. ....... Cream eae sae 0064020060068 0 6000 6006.060:06 225 
United Shoe Machinery Corp., Boston, Mass. ............ nsebecevesces ----24, 112, 254 
Vulcan Corp., Portsmouth, 0. ........ceesecceeeeees eocccccrtecccecccccccccescd OMe COVEr 
MISCELLANEOUS 
Baris Shoe Co., Inc., New York oF RE ee ete eee EVE DDERERE ORAS veneseeeee 
Commercial Factors, New York City ............see0005 eecccece eeeee oe secccccooccet 
Hotel Benjamin Franklin, Philadelphia, DE CANIS Sa tos odes ReUKSV abe cen ae oeeees oe 281 
Hotel Commodore, New York City ..........- OS ry creer tree ee Weecnedeabwsne Ae 
ey ee CE Te, oc ccc ceeccteceeccegeceseescecsé aeeueseewaeaned tena ne eseues 38 
Hotel Stevens, Chicago, Ill........ Fe Fh Tee POR Ce ee he cheass dade apeveso 6% 281 
Irvin, Rubin, New York City .........se-eeees Festoeccsece Co veccceccecece rrrer rents 3-17 
Iselin, William, & Co., tae. ‘Sty York MN wet eee eSVave deeb ace scu sens eeercccceces 275 
EE MIND: vcccclsvsccsvcccssscnccccssccesccccecctesccsoesess 285 
Marbridge Bldg., New York City ......-.seeeeeeececeeees Sv seeatveseseaceseeaes occ e AGE 
National Retailers Mutual Ins. ree Chicago, Da. waees seo eacunvaaeenen eT ter Pe: 
National Shoe Fair, Chicago, Ill. ........cscceeeeeececneee oe EERO LER re, PE eee 21 
Republic Building, Chicago, TUL: aot bak 6 0 ¥ 00:04 04.6: dsdd GOED eNCEO ROOD ERECEwECOS peed es 36 
Shoe Fashion Research, New York City chek eabiede sbedisee decveaes PE OP eee ETT Be 
A henson Laboratory, Boston, MaSs. .....--...eseseeeeceecseceees Sweets are 285 
Imark Service System, Inc., New York City ........cccecee REDE SEE 97 
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Style and Color tor the Sophisticated Miiss 


IN NEW Kiddhin STYLES 


BY THE HOUSE OF EDWARDS 


Capitalizing the fashion trend toward kid- 
skin footwear in dressier and more colorful 
styles, the House of Edwards again demon- 
strates leadership with these smart new 


spring creations for the sophisticated miss. 


Here, at last, as progressive retailers will 
be quick to agree, is an opportunity to 
increase pairage and profits through a 
strong appeal to the reviving market for 


juvenile dress shoes. Sizes 12% to 3. 





























NASSAU. Open-toe FIFI. Anklet of Red BOBETTE. A Bow 
Sandal of Blue Kid, Kid with cut-out Pump of Black Kid. 
with perforations on the vamp. 

underlaid with white. 


PARANIA. White ‘je HAMPTON. Spectator 

Kidskin T-Strap San- a Broad-Strap of White 

dal with cut-out. i: ail Suede Kid, with tip 
and foxing of genu- 
ine Tan Lizard. 














IN STEP WITH PROGRESS 


J. EDWARDS & COMPANY 
314-322 N. 12th ST., PHILADELPHIA 


-_ 
Vol. CVIiI, No. 17, BOOT AND SHOE RECORDER, published every Saturday by Chilton Company (Inc.), Chestnut and 56th Sts., Philadelphia, Pa. Entered as second class 
sale ete 23, O32. at eee Post Omice in Philadelphia wader, Act of March 3, 1879. Subscription price $3.00 per year. Prirted in U. S. A. 
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EXCELSIOR! 


¥ Another year has passed. And as we pause on the brink of 1936, 
we look backward for the moment. v¥ 1935 was a good year for 
D. Myers and Sons, Inc.--another year of progress. And once 
again, our Policy ‘‘Quality Above All Else’’ demonstrated its worth. 


yy Now, as we enter the New Year, we aim at another star--this 





time, one that’s even higher. Y¥ We’re starting January with a 
blaze of glory. Our new Spring Line, which will be on display at 
the Chicago and Boston shows will be, beyond doubt, the finest 
and most complete we have ever shown. Y Some of the country’s 
leading Retailers have already put their stamp of approval on this 
Line. They agree that they’ve never seen anything like it. ¥v You’ll 
have an opportunity to see this Line at either the Chicago or the 


Boston show. Don’t miss it! 


D. MYERS AND SONS, Inc. 


Fastest Moving Women’s Novelty Shoe House 
SHERWOOD AT CurTAIN AVENUE « ¢ e  Battrimore, MaryLaNnp 


Myers Line on display: CHICAGO: Palmer House, Rooms 783-4 @ BOSTON: Statler Hotel, Room 726 











When writing advertisers please mention Boot and Shoe Recorder 
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Either the counter of a shoe fits or it doesn’t fit. Simple enough. 


A well-fitting counter has no uneven surfaces, and the finely tapered 

top edge lies snug and flat under the thinnest of leathers. A bad-fitting counter must be pulled into distorted 
shape around the heel. This fault doesn’t show at first but the human heel is a good detective, and soon 
enough delivers its evidence—discomfort or shabbiness. 

Spaulding Counters are moulded over steel lasts that are duplicates of your lasts. They are made in right and 
left size ranges. They fit exactly. 

To give your customers “Happy Heels,” simply write “WITH SPAULDING COUNTERS” 
in your specifications. 


PAULDING 


Counters 


“Made tn North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS SO MUCH... AND COSTS SO LITTLE 


When writing advertisers please mention Boot and Shoe Recorder 





THERE'S AN 
ENDICOTT JOHNSON 


( Dood | 
FOR 
EVERY SHOE STORE 
IN AMERICA 











Endicott-Johnson Products comprise 
the widest range of footwear neces 
sities the market can boast. Designec 
to fit every occasion the year ‘round 
they serve the entire American family 
from the youngest to the oldest. 


Wherever these families shop 
Endicott-Johnson Footwear will win 
consistent profits for the dealers who 
merchandise them. 


2817M—Men's Black all rubber, 2874M—Men's heavy red storm, 
1.. $2.08 White sole, wide last. Siz: ou 
4 


2873M—Same in Semi-stor: 
in red, 5 buckle, heavy white ae. per 6/11 oe eee Sei hey 
2818M—Same as 2817M in_ red, 2887—Same in Boys’. Sizes 214/6, 
heavy White sole 2. Se 
2837'/2—Youths’. Sizes 11/:...76¢ 
—Same as 2837M i: storm 
2856M—Men’s dress rer sandal, pattern, all sizes. 
broad last, he -~ 6/11 
zene Sizes 2820M—Men’s Black Cashinerette 
Sizes 6/11 $2.00 
2820—Boys’. Sizes 2%4/6.... $1.0 
2620'2—Youths’. Sizes 11/2.. $1.7! 
2862M-—Same with heavy re! sole 


a DICOTT - 





But It’s Always Fair Weather E J 
For Retailers Who Sell z 


RUBBER FOOTWEAR Baa 


IN-STOCK 


Now is the time to stock up with E-J rubber 
footwear. Three hard months of winter are 
just commencing and with the heavy snow 
falls and slushy streets there will be a great 
rush to your store for rubbers and overshoes. 
Be ready to meet this demand and profit by it, 
for Endicott-Johnson rubber footwear is styled 
for every member of the family, young and old. 
Of dependable quality and smart appearance 
and retailing at a price that is right for every- 
one, this complete line of rubber footwear will 
atiract more customers to your store. 


Order today. Our efficient In-Stock Service 
insures prompt delivery. 


Pte Nonen'e Bie. euffless, 2963 o— ba 8 re. aot all 2828—Women's Black dress 
fleece lined, sai . spike » spike over sandal Baby Loui > 
heel, Sizes 24/8... B7¢ are pate 
212—Same in Bro 
2914—Same in Brown with  2960—Same in Brews. with Also carried in low, semi-low, 
heel. heel. cuban, college aa spike heel. 
215—Same in Black with 2961—Same in Black, with EEE width, in both sandal 
cuban heel. cuban heel. and storm patterns. 


2035/2—Black miles all rubber, fleece lined, 

low eel, Sizes 11/2, 1.04 2943—Women’s Black milled all 
—Same in Sizes 6/10%,......... 1.00 rubber, fleece lined, spike heel, 

Same in Brown in Sizes 11/2. izes 2%/8 
2034 nee in Brown in Sizes sie, 2942 , spike heel. 
Brown with 3 2930—Sam , cuban heel. 
87¢ » cuban heel. 
. Sizes 11/2.. oeee 2954—Sa in B , college heel. 
ds’, / 0% 2955—Same in Black, college heel. 


_ | \s 
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NATURALLY 


Planning a large production of Free-Step shoes, Brauer 


1 


;] 


; 


; 


; | 
| 
| 


| 
Brothers require a leather that is always uniform 
in color .. THEY CHOOSE EVANS. They must 
have a leather with deep color penetration for 


permanence of tone... THEY CHOOSE EVANS. It is 





imperative that the leather have a beautiful, lasting 


finish . . THEY CHOOSE EVANS. They know from 


long experience, as most shoe manufacturers do, 





that they can depend on the Evans Tannage . . 








NATURALLY THEY USE EVANS KID LEATHERS. 


John R. Evans & Company, Camden, New Jersey. 


kid. 


THE KID WITH A DEFINITE SALES INFLUENC 
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The New ‘‘Free-Step’’ Oxford Made by BRAUER BROTHERS 


This smart oxford is the “Free-Step”, latest achievement of 
Brauer Brothers. Its patented “flexible in-step” and flexible 


"Bak-Eze” give an unusual degree of pliability and comfort. 








eg a 


' 
| 
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HOOD FEATURES MAKE YOUR SELLING EASIER 





by Hood. 


Developments in : 
Rubber Footwear Pioneered 





First to use chemistry methods in manu- 
facturing Rubber Footwear. 


First to use pressure curing successfully. 
Molded boot process. 


Lastic-conforming principle on light 
rubbers. 


Stocking linings in Gum Footwear. 


Stretchable upper construction in 
Rubber Footwear. 


Lace-to-toe pattern in Canvas Shoes. 


Pneumatic heels in Rubber and Canvas 
Shoes. 


Sponge cushion heel and insole. 
Extension soles on Canvas Shoes. 
Non-absorbing Hygeen Insole. 
Xtrulock Molded Canvas Shoes. 
Posture Foundation in Canvas Shoes. 











ve — rr 


COUNTRY ® 


T= quality Hood builds into 
rubber and canvas footwear 
is mighty important to you. Be- 
cause poor quality makes a cus- 
tomer dissatisfied with your store. 
And there are scant profits in 
dissatisfied customers! 

Year in and year out, Hood 
maintains a steady, consistent 
advertising program to keep your 
customers posted on the new fea- 
tures and improvements in Hood 
Rubber and Canvas Footwear. 
Without any let-up, Hood adver- 
tising builds in the minds of your 
customers an acceptance of the 
Hood trademark as a sign of 


quality they can depend on. Hood 
advertising is bringing home to 
your customers the many exclu- 
sive Hood features—which your 
customers themselves have said 
they wanted in rabber and can- 
vas footwear. 


You can play safe with the rep- 
utation of your store by stocking 
the Hood line of rubber and can- 
vas footwear. For Hood puts 
quality first. Quality in raw ma- 
terials—in manufacture—and in 
designing and styling the kinds 
of footwear people want, and 
will come back for. 


HOOD RUBBER COMPANY, INC., Watertown, Mass. 


Branches at Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, IIl.; Cincinnati, O.; Cleveland, O.; Dallas, Tex.; 
Denver, Col.; Detroit, Mich.; Kansas City, Mo.; Los Angeles, Calif.; Minneapolis, Minn.; New York, N. Y.; 
Philadelphia, Pa.; St. Louis, Mo.; Salt Lake City, Utah; San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 





This is one of a series of advertisements on many features of Hood Rubber Footwear that help you build sales and profits 


— 
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A Money-Making btyles Hogram with a keature Choe: 


COMPLETE LINE IN-STOCK 


This fast-selling, business-building line of popular- 
priced footwear is carried in-stock in a range of styles, 
sizes, and widths, for aiding the Meta-Poise franchise 
accounts to do business on a modest investment, and 
with a faster turn-over; and includes Meta-Poise dress 
shoes, and Meta-Poise Cavalier walking and sport 
types. You avoid the hazards of everyday 
merchandising when you feature Meta-Poise 
Footwear, and many merchants find it rapidly 
becomes their leader. Women find in 
Meta-Poise Shoes a visible buying reason! 


The innersole carries a patented adjustable 
Metatarsal Pillow, containing lamb’s down, a fea- 
ture found in no other line; and is protected 
against infringement. 


The Meta-Poise franchise will serve as your in- 
surance policy against the hazards of everyday 
merchandising. Would you like to know more 
about it? Please write us. 


META-POISE SHOES, Division of The H. C. Godman Co., Columbus, O-. 


On Display, Rooms 921-W and 922-W, Palmer House 
Chicago, January 6-7-8-9, National Shoe Fair 


When writing advertisers please mention Boot and Shoe Recorder 
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_ Two outstanding examples 
| of modern shbe construc- 
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Wy fLewA F PROCESS COMPANY 


140 f 1 RAL STREET, BOSTON, MASS. 
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SEE THE 
DOUGLAS LINE 
\y FOR SPRING AT THE SHOWS! 


WEEK OF JAN. 6—PALMER HOUSE, CHICAGO—ROOMS 884-885 
WEEK OF JAN. 13—HOTEL STATLER, BOSTON—ROOMS 436-438 


WHEN you visit the Shows this year, make a bee-line for the Douglas displays. You 
might as well start with “the line that has everything!” Style that snaps Douglas out 
ahead ... All-Leather Construction for real value . . . national advertising for steadily 
increasing demand . . . seventy years’ experience for reliability and prestige .. . per- 
fect-fitting lasts . . . all styles in stock .. . popularly priced, as always. 

What you want more than anything else is TURNOVER — but it takes all of the 
above points together to give it to you. Judge the Douglas line on style and appear- 
ance first — and then remember you have all the other requirements for TURNOVER 
working for you when you put your money on this line. 

The Douglas Spring line includes the most improved and fastest styled young 
men’s line that you’ll find — whites of all kinds and patterns, two-toned combina- 
tions, ventilated types, light weights and flexible construction shoes. But there is also 
in stock one of the largest lines of the old reliable staple numbers to be had any- 
where. If you can’t make one of the Shows, write for catalog and information. 


W. L. DOUGLAS SHOE COMPANY 


BROCKTON ©§ MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


EMPIRE LAST WORKS 
ROCHESTER, N. Y. 


KRENTLER BROS. CO. 


FITZ BROS. CO. 
AUBURN, MAINE 


ij T. W. GARDINER CO. 





LYNN, MASS. ST. LOUIS, MO. 
UNITED LAST CO. KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 





STEWART & POTTER CO, THE LAST WORD ynitep Last co., itp. 


| BROOKLYN, N. Y. U N l T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 





PRET RS a aS RAaEEY : 


gOOT AND SHOE RECORDER, December 28, 1935 


“Greenbrier” — a 
“RED CROSS" tailored 
spring model made of 
Ohio’s Kafforite Calf 


Color No. 


d 
fay ae 


567. A beautiful new line of calfskin 
shoes gives an added sparkle to 
the spring, season's “RED CROSS” 
line. “Greenbrier” is one of a 
number of beauties, having a 
otge(-Mmertt-i celeste tii lejatemme ties liittereic 
ing women. It is featured also in 
JILL JETTA (black) and is beauti- 


ful in all-over white suede. 


6 axe Goling wanenerion 


Shoe Stylists find Kafforite a real 
aid in properly interpreting the 
eye-appeal they seek to give to 
each new model. From the cutter 
roysMmn lat atin te(cMmm (ott) tele Mime (-Joletatert-selt 
and out in the stores, Kafforite is 
a fine leather to work with, for 
it builds up a loyal customer 
io) Noa tele 


COM 
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A comp.teTeE seERVICcE 
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TROSTEL CALF IS BEING 
NOTICED —FAVORABLY ! 


There is no mystery about the trend to 
Trostel Calf. It’s simply a matter of 
general approval. The public likes its 
handsome appearance and lasting 
quality. The retailer knows it helps 
sell the shoe. The manufacturer finds 
it ideal for fine styling and excellent 
workmanship. Trostel Calf just natu- 
rally “makes good.” 


When writing advertisers please mention Boot and Shoe Recorder 





